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MODERNIZE 
Is Slogan! 


At this season of the year all Nature 
says, “modernize, renew, renovize,” and 
herself sets the example. The housewife, 
too, springs into action with mop and 
broom, and no dark and dusty corner 
escapes her keen-eyed inspection. Defects 
and shortcomings that passed unnoticed 
during the winter months are brought to 
light, and with them come insistent de- 
mands for repair, enlargement, change and 
improvement. “We can’t go through an- 
other winter without this or that,” is the 
individual and collective verdict. The need 
may be for a screened or glazed porch, for 
more bedrooms, for a modernized—or an 
additional—bathroom, a recreation room in 
basement or attic, or for thorough modern- 
ization from top to bottom. Painting and 
reconditioning are, or should be, almost as 
much a matter of annual routine as the 
advent of spring itself. 

Thus it is that spring is the lumber and 
building material dealer’s great—we almost 
said greatest—ally in securing modernizing 
business, but in this particular spring o: 
1935 the superlative must be reserved for 
Uncle Sam and his National Housing Act, 
which has made it possible for household- 
ers to finance with private capital their re- 
pair and modernization requirements upon 
terms easier, saner, and in every way more 
favorable than were ever previously offered 
for this purpose by any lending agency. 

So the dealer who gears his best selling 
efforts to the task of lining up modernizing 
jobs this spring is working “with the 
grain,” instead of against it; he is taking 
advantage not only of the seasonal urge, 
but of the vast and far-reaching publicity 
activities of the FHA, which have driven 
home, by press, radio, mass-meetings, visual 
demonstrations, and personal canvasses, to 
the remotest hamlet and the most isolated 





farm, the economic and social benefits of 
home modernization, and how the necessary 
funds may be had upon [Turn to page 35] 
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it pays to order from Winton 


The keystone of this business is complete sat- 
isfaction for the customer. You can order 
your needs in Idaho White Pine, Ponderosa 
Pine, White Spruce, Douglas Fir, Western 
Hemlock, Red Cedar Siding and Shingles 


from Winton and forget it. Winton can be relied upon 












































































to fill the order just as promised—without further atten- Aa 
tion on your part. De 
Ma 
' . 
We'll welcome an opportunity to demonstrate. 
WHITE PINE MILLS: Winton Lumber Company, Gibbs, Idaho. PONDEROSA PINE MILLS: Ewauna Box Company, Klamath Falls, Mc 
SPRUCE MILLS: The Pas Lumber Co., Ltd., The Pas, Manitoba. Oregon — Somers Lumber Company, Somers, Montana. | Fo 
| | 
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ON Boost Spring Sales with-- 
CROWELLS XY = a s = 
VIRGIN =, | F | 7 
<< ip-in Frameless Fly Screen) 
a ys R 
All - Bronze ! ; 
2 y This easy-to-handle fly sereen is winning nev Ss 
All Items é friends every day because of its many advan S 
of Yard > x tages over old-fashioned, framed screens. Offer: 
= a a — PROFITS to aggressive Lumber \ 
ock — 5 ealers. 
Flooring Fewer sizes required to meet the neeii ’ 
Ceiling of your customers. No fitting. In « A 
Finish out in a jiffy! 
— Write for prices and complete detail ; 
Sills, Studs 
; hows a Lip 
Joists Long Leaf th poe a 
Rafters * e ready for install 
Timbers Specialists om 
No Frames 
Our timber is from virgin forests. Our manufacturing 
facilities are unsurpassed two great sawmills designed, No Rollers 
built and equipped especially for the production of Long No Guides|) 
Leaf items. Our Sales Departments are right at our mills pI, Tr 
enabling close, personal attention to order filling. Behind No Built-in 
all of this is a high standard of quality that has been Box 
identified permanently with Crowell products for half a - 
century. 7 ADVERTISED IN in ; 
It pays to Sell Longleaf Where Longleaf Pat. Saturday Evening 1" ra 
Excels—and for the utmost in satisfaction, Pending ; F . 
SELL CROWELL’S. FULL LENGTH—covers both up- Conveniently Store¢ P. 
per and lower windows. Easily Each Zip-in is packed in Pe plea, 
The Crowell & Spencer Lumber Co. Ltd. and quickly installed from the in- Sue tis cies ae . 
Frank Hortig, Sales Manager, LONG LEAF, LA. side. Only 4 screws to place—a Eis jh curr 
screwdriver is the only tool re- | spon aT enif 
Meridian Lumber Company, Ltd. quired. No painting or other EOI Ae Ran 
E. H. “* Pap’ Williamson, Sales Manager, ALCO, LA. | maintenance expense. SSS. => 
THE CINCINNATI FLY SCREEN CO., Gest and Evans, Cincinnati,? 
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AMERICAN LUMBERMAN 


Advertising -- Just a Little Talk 
With “the Family” 


HILE EACH ISSUE of Amer- 

ICAN LUMBERMAN is planned with 

the thought of making its special 
features, its news and market reports of 
the greatest possible value to its readers 
in the development of their merchandis- 
ing programs, it takes real pride also in 
the high quality and the educational value 
of the messages to the trade appearing 
in its advertising pages. Especially is this 
true of the advertising directed particu- 
larly at the lumber and building material 
dealers, the cream of which throughout 
the country are regular readers of this 
publication. 

No dealer can fail to benefit from a 
careful perusal of these messages from 
the manufacturers who produce the ma- 
terials that go into the building, repairing 
or remodeling of homes, and into the 
multitudinous other places in which their 
use is essential. 

Manufacturers are striving more ear- 
nestly and more effectively than ever be- 
fore to co-operate with the dealers and 
help them to more acceptably meet all 
the building needs of their communities 
and increase the profitable volume of their 
business. Their advertising messages are 
carefully and thoughtfully prepared with 
this end in view, for in this era of serv- 
ice, they realize that returns from this 
advertising will depend largely upon the 
merit of the product, the quality of the 
service that is offered the distributor and 
the extent to which the dealer avails him- 
self of the selling helps that are made 
available to him. 

The AMERICAN LUMBERMAN takes 
pride in the quality of its clientele, both 
its readers who are buyers and its adver- 
tisers who are sellers, and is gratified to 
have so many evidences of their co-opera- 
tion and of the friendly feeling that ex- 
ists between them. Because of this feel- 
ing, we like to refer to them as the great 
AMERICAN LUMBERMAN family. 

This publication feels that it is render- 
ing a real service to its readers when it 
earnestly recommends that they not only 
read and profit by the merchandising 
plans and ideas recorded in its news and 
editorial pages, but that they study the 
advertising pages as well. 

In this issue, particularly, will be found 
a wealth of information for the dealer 
on a wide range of products, all of which 
serve a useful purpose in the building 
field. It will be found helpful and tre- 
mendously interesting to read these adver- 
tisements, page by page, company by 
company. All of these concerns are in- 
terested in the same things in which the 
dealer is interested—in promoting more 
modernizing, more new building—and a 
reading of their messages as they appear 
in the AMERICAN LUMBERMAN will pro- 
duce definite evidence that dealer co-op- 
eration is uppermost in their plans, 


Advertising is on a higher plane than 
ever before and the dealer who carefully 
reads and studies these messages and who 
writes to these manufacturers for infor- 
mation, suggestions and advice, will find 
them friendly, courteous and ready to 
help, and if thoughtfully used, their sales 
literature will be a potent aid in building 
up sales volume for the dealer. 

From one end of the country to the 
other, people are becoming aroused to 
the importance and the desirability of re- 
pairing or remodeling their homes, their 
places of business, their farm buildings, 
and they are being provided with facili- 


Designing the 


QUESTION the building industry 

must answer more fully in the 

near future has to do with the 
design of the small house. 

Perhaps this is not the most imme- 
diate matter that must be considered. 
Neither is it entirely new. Much 
progress has been made in the last 
dozen years in producing the small 
house as a natural unit, designed both 
in appearance and in efficiency for its 
special functions. 

But several things are making small- 
house design central in the era that is 
now opening. Measured in percent- 
ages of new construction, more small 
houses than large will be built. In 
part this is a matter of inexpensive 
construction. But many families that 
a generation ago would have built ten- 
room houses are now planning for half 
that many rooms; and they are plan- 
ning also for modern scientific equip- 
ment. Advances in plumbing, heating, 
lighting, air conditioning, insulation 
and refrigeration have a direct bearing 
upon house design. Engineering has 
become a major problem in house de- 
sign within a few years; and engineer- 
ing can not be guessed at or approxi- 
mated. 

Under these conditions it is clear 
that the old haphazard guesswork by 
means of which the small house was 
produced a quarter of a century ago 
will no longer do. 

An effort is being made to popu- 
larize new foreign designs for small 
homes. Americans generally know 
and like the traditional American de- 
signs. These architectural forms lend 
themselves easily to small-house con- 
struction and to the use of all these 
modern items of equipment. But this 
popularity and adaptability will not 
turn the trick without assistance. The 
average customer is determined to 
have modern conveniences; as many 
as he can afford. Unless he is given 
sound information he may assume that 
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ties for financing this remodeling and ney 
homes as well. The potential volume ¢ 
this business is tremendous. That th [ [ 
country is on the verge of a great bul. 
ing revival is certain. To serve the build. 
ing needs of the people is essentially thy 
function of the retail lumber and buildin 
material dealer. That he may be proper 
equipped to render this service jn the 
most helpful way and with reasonaly, WasH 
profit to his business should be the ain | National 
of every dealer. An essential part of the | ber Cod 
equipment is a thorough knowledge of in meeti1 
the materials that are to be used. Mog | days, to 
manufacturers stand ready to assist th National 
dealer in acquiring this knowledge ani} executiv' 
in planning the best ways in which ty W hile 
merchandise these products. Certainly | 2attoms | 
this is true of concerns whose announc. | "ported 
ments appear in AMERICAN LuMBeERMay | 0! NRA 
“PE been thr 
officials | 
Small House nites 
lumber 
the new domestic mechanics can ef That th 
had only in the curious foreign def ''0™ th 
signs. The point has been reachei} ‘day, | 
where it will not be enough to sell the and NR 
building material. The industry must NRA 0 
sell architectural design. statemet 
More exact plans must be madp 'e 2! 
available. A generation or even hali A = 
a generation ago a customer would — 
be supplied with a stock plan at the > dustries 
cost of a few dollars, or his carpenter} Industria 
would take a plan off a picture; and np 
he would feel that he was_ saving The fc 
money. But in these engineering days the mo: 
a rough approximation may reduce the ‘ealing 
efficiency of the mechanical equipment} 1. Th 
to the point where the house is a dis: f nie 
* uring « 
appointment. equitable 
The public is becoming accustomed 9 Th 
to ask exact prices before buying any- F awarded 
thing. In our field this means, among | with cor 
other things, exactly accurate materia | 3. Th 
lists. The dealer may not wish to take | jh. ind 
contracts, himself; but he must find ‘yy 
ways of informing the buyer in ad- > of the i 
vance about the exact cost figure. This F ments, | 
in itself involves much more accurate | a 
preliminary planning. The FHA, we} yy Fi 
are told, is sending back a good many J possible 
plans to have errors corrected and spe- t effort 
cifications completed. This in itself) “" 
throws some light upon the problem | <3 
which the industry must solve if it § authori 
gets far with the new small house. — lumber 
It is probable that stock plans can a 
be made which will include good archi- — 
tectural lines, structural efficiency, § labels. 
complete mechanical engineering and 9 of ind 
reliable material lists. But if these Ind 
things can be had only through special b thorit 
architectural and engineering service, Bahr, 
then this service must be considered 9 notific 
a necessary part of the transaction. § wire | 
Competition is going to be too keen § has a 
for the lumber industry to get fat § trol ( 
through vague rule-of-thumb guesses. § carry 
The thumb may sometimes serve the It 
hitch-hiker, but it is less useful in the § refer 
architectural and engineering depart — cipal 
ments of the lumber business, meeti 
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AMERICAN 


NRA Induces Authority to 
Ditching Lumber Code 


Wasuincton, D. C., April 9.—The 
National Control Committee of the Lum- 
her Code Authority, after having been 
in meetings of its own for a number of 
davs, today had a conference with the 
National Recovery Board in a three-hour 
executive session. 

While officials of neither of the organi- 
zations would make any statement, it is 
reported here that but for the insistence 
of NRA the Lumber Code would have 
been thrown overboard. However NRA 
officials simply hounded the Control Com- 
mittee in a desperate effort to keep the 
lumber industry from ditching its Code. 
That they succeeded in this is apparent 
from the agreement which was reached 
today between the Control Committee 
and NRA. Following the long conference 
NRA made public the following official 
statement in which the Control Commit- 
tee acquiesced : 

A basis for meeting the difficulties which have 
recently arisen in the administration of the 
Code of the Lumber and Timber Products In- 
dustries was announced today by the National 
Industrial Recovery Board following extended 
conferences with the industry’s National Con- 
trol Committee. 

The following procedure was agreed upon as 


the most equitable and effective manner of 
dealing with the situation: 


1. That it be made clear that compulsory en- 
forcement of the code will not be undertaken 
during continuance of conditions making it in- 
equitable. 

2. That Government contracts continue to be 
awarded upon the basis of voluntary compliance 
with code provisions. 

3. That appropriate amendments to the Code 
be prepared by N. I. R. B. and submitted to 
the industry. 

4. As and when any Division or Subdivision 
of the industry assents to the submitted amend- 
ments, they will become effective forthwith as 
to such Division or Subdivision. 

5. As and when such a course becomes equit- 

able to the persons subject thereto, the greatest 
possible degree of compliance and enforcement 
effort will then be made available in such Divi- 
sion or Subdivision. 
_ 6. Administrative machinery will be set up 
immediately with NRA so designed as to afford 
authoritative, prompt and efficient attention to 
lumber code matters. 

7. That a joint effort be made promptly to 
develop and establish improved means to obtain 
compliance within the industry, including use of 
labels, stamps or other means of identification 
ot industry products. 


Indicating that the Lumber Code Au- 
thority will continue to function, C. W. 

ahr, secretary of the Authority, has 
notified all Divisions and Subdivisions by 
wire of the procedure agreed upon and 
has advised them that “the National Con- 
trol Committee expects your agency to 
carry on.” 

It is expected that future action with 
reference to the Code. will be the prin- 
cipal subject for discussion at the annual 
meeting of the National Lumber Manu- 





facturers’ Association, to be held at the 
Blackstone Hotel in Chicago, beginning 
April 25. 


In a communication addressed to all divisions 
and subdivisions, C. C. Sheppard, chairman of 
the National Control Committee, comments on 
the seven points of the plan agreed upon, as 
follows: 


1. It is the intention of NRA to discon- 
tinue immediately efforts towards compulsory 
enforcement of the Code and that no new 
cases will be instituted at this time. Ar- 
rangements will be made as to existing in- 
junctions so that no inequity will result. 
This action does not technically relieve any- 
one of liability for Code violations up to this 
time. On the other hand, in effect, it makes 
code compliance voluntary until for any Di- 
vision or Subdivision there is definite action 
under equitable circumstances to resume 
court action for.enforcing compliance. 


2. As a reward to those who continue 
voluntary compliance with code provisions 
NRA promises that every reasonable and 
practicable effort will be made to see that 
only such persons receive Government con- 
tract awards. It is stated that a much more 
effective procedure for accomplishing this 
purpose shortly will be placed in effect. Com- 
pliance with code fee provisions as well as 
other provisions of the Code come within the 
scope of this line of action. 


3. The N.I.R.B. holds that as 
fundamental Government policy, majorities 
of industry should not rule’ minorities 
through the use of the courts for enforce- 
ment, unless the Government itself has ap- 
proved those matters which the courts are 
asked to enforce. Therefore, N.I.R.B. will 
prepare and will within a short time submit 
through the Lumber Code Authority appro- 
priate code amendments to accomplish this 
purpose. These amendments as proposed by 
N. I. R. B. will be transmitted through offi- 
cial channels to Divisions and Subdivisions 
for their consideration. 


4. Each Division and Subdivision will then 
have full opportunity to consider such pro- 
posed amendments and thereafter to deter- 
mine whether it wishes their approval for 
the particular Division or Subdivision. Any 
Division or Subdivision which desires and in 
proper form signifies its wish to have such 
amendments approved for it, may so signify 
and such amendments will be approved for 
such Division or Subdivision by itself. 


a matter of 


5. Whenever court action is practicable 
throughout any Division or Subdivision with- 
out inequitable results in different parts 
thereof, the maximum degree of enforcement 
efforts will then be made by NRA through 
proper Government officers in such Division 
or Subdivision. 

6. NRA will promptly effect a reorganiza- 
tion of its administrative machinery of such 
a nature as to make it practicable for the 
Lumber Code Authority to deal directly with 
a special Board devoting all of its time to 
the affairs of our Code, and having authority 
and responsibility for dealing promptly and 
effectively with the various problems which 
arise, subject only to veto by the N.I.R.B. 
This arrangement will very greatly simplify 
and facilitate the work of L.C.A. in its con- 
tacts with NRA. 

7. The NRA in co-operation with L.C.A. 
will make every practicable effort to work 
out more effective means for securing com- 
pliance. A thorough study will be made of 
various suggestions now under consideration; 
before the adoption of any, those which ap- 
pear feasible and practicable will be consid- 
ered by the representatives of the industry. 


Mr. Sheppard expressed the belief that a full 
week of careful study of all of the matters in- 
volved, affecting the interest of the public, the 
employees and the individuals in the industry, 
would convince anyone that the program indi- 
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Refrain From 


cated is the best possible which could be 
evolved to meet the situation. 

In view of the circumstances, the Control 
Committee has acted to reduce Code fees from 
April 1 for maintaining the LCA national or- 
ganization to one cent per thousand feet, or a 
reasonable similar equivalent for divisions that 
use some other basis of Code fee assessment. 
The LCA staff personnel, effective April 15, is 
being reduced to the minimum practicable skele- 
ton organization. The committee urged each 
division and subdivision to maintain its own 
organization and support the National organ- 
ization as strongly as possible, “for during the 
next few months there are many matters of 
grave importance to the industry which must 
be dealt with in an effective, aggressive, united 
way. 





Western Pine Wants Code 
Continued 


PortLAND, Ore., April 6.—The executive com- 
mittee of the Western Pine Division has rec- 
ommended to Lumber Code Authority that the 
Lumber Code be continued on the present basis, 
without amendments at this time which would 
require Government approval of Code Authority 
action, and expressed confidence that “the per- 
sons of the Western Pine Division will con- 
tinue their splendid voluntary compliance with 
all Code provisions until the date of expiration 
of the present Code.” 





Reduce Wages, Increase Hours 


MeEmpPpHIs, TENN., April 9.—Abandonment of 
the Lumber Code generally throughout south- 
ern hardwood territory has resulted from dis- 
missal of the Belcher case appeal and it is re- 
ported that practically all hardwood operators 
have reduced wages and have increased hours of 
work. In the majority of cases, however, em- 
ployers have increased hours, where wages have 
been cut, only in order that employees may 
make as much or more per week as they did 
prior to the reduction in wages. 

Notwithstanding this general reduction in 
wages, few instances of trouble have been noted, 
the three outstanding cases being the West 
Helena, Ark., and Greenville, Miss., plants of 
the Chicago Mill & Lumber Co., and the Little 
Rock plant of E. L. Bruce Co. Difficulties in 
these plants have been settled and men are now 
back at work, with little prospect of further 
trouble. 

Wages throughout the South range from 
15 to 20 cents per hour, depending upon the 
location of the mills, and hours are from 48 to 
60 per week. Few plants plan to operate a 
greater number of hours and it is not thought 
that any mills will attempt to cut wages to less 
than 15 cents per hour. 





Shingle Operators Will Con- 


tinue Compliance 


HogvuiAM, Wasu., April 6.—Grays Harbor 
shingle mill operators at a meeting here 
Wednesday night agreed to continue compliance 
with the shingle code until June 16, the legal 
expiration date of the National Recovery Act, 
or until any change in the NRA is made by 
Congress. The operators decided in favor of 
seeking an extension of the Red Cedar Shingle 
Division of the Lumber Code regardless of the 
future of the Lumber Code itself. The operators 
agreed to maintain all Code functions such as 
production control, minimum wages and control 
of maximum operating hours, 


Getting Modernization Business 
Under NHA Credit Plan 


The firm with which I am associated 
has found the National Housing Act a 
highly helpful business stimulant and 
we have been benefited by its working. 

Having had dealings with a number 
of persons in this section who have 
financed their purchases with money 
obtained through the modernization 
credit plan, I feel that we may have 
some helpful information and criticism 
of the way that people are reacting to 
the financial opportunities offered 
under the Act. 

It has been our experience that 
many property owners dislike to go to 
a bank and ask for money, even though 
their credit standing be of the highest 
rank. However, these same _ people 
have no objection to borrowing from 
the bank if we will conduct the nego- 
tiations. It seems that the embarrass- 
ment they apparently feel is removed 
if the approach to the institution is 
made by our company. 

It has been our experience that a 
number of loans have been made for 
people who originally balked at the 
idea. They would not ask for the 
money directly, but if we acted as an 
agent and opened the negotiations 
they were willing to seize the oppor- 
tunity for credit assistance. 

This is purely a psychological im- 
pediment but nevertheless real, and 
will in many cases prevent work pro- 
ceeding if it is not dispelled by the 
dealer, or contractor, taking over the 
preliminary negotiations. 

While we have noted with approval 
the way that the Federal Housing Ad- 
ministration is getting results undet 
the modernization credit plan, we feel 
that even now, despite splendid co- 
operation of press and radio, many 
people need primary education as to 
the purpose and methods of the plan. 

Continued pounding home of the 
principles of the National Housing Act 
must be carried on to get the maxi- 
mum benefits and the greatest number 
of applicants. This can probably be 
accounted for by the natural, apathetic 
viewpoint of the average layman to a 
plan of this sort, until it is repeated 
often enough to cause them to react 
automatically and consciously to this 
accommodation when they think in 
terms of needed repairs and improve- 
ments about their homes. It is only 
through mass consciousness that siz- 
able business volume may be realized. 

“Before” and “after” pictures, used 
as window displays by firms dealing 
in materials and fixtures purchasable 
and installable under the eligibility 
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provisions of the modernization credit 
plan, are aids to additional selling. 
Also, where a firm has applied the 
modernization and repair idea to its 
own building the selling force of ex- 
ample is a fine aid to business. 

We have endeavored to tie in the 
setter Housing movement with all of 
our advertising, and feel that we have 
heen well compensated for our efforts 
toward co-operation. 

3y having members of our staff 
thoroughly familiarize themselves with 
the National Housing Act we have 
been able to handle the entire busi- 
ness of modernization and repair for 
clients without any bother to them. 
We feel that this feature of complete 


Unusual Arrangement of Shelves 


When the Central Sash & Door Co., 
of Macon, Ga., put in a downtown 
store, it wanted especially to feature 
the display and sale of paint. A short 
distance inside the front door the room 
widened out a few feet; and it was 
along this long wall, to the rear of the 





"Shelving was given a zig-zag line, like old-time rail fence” 


offset, that the paint shelves were to 
be placed. Since there was some fear 
that straight shelves might not be suf- 
ficiently conspicuous in this shallow 
alcove, the plan illustrated by the 
accompanying photograph was worked 
out. 

The shelving was given a zig-zag 
line, like an old-time rail fence. There 
is no doubt but that the paint shelves 
are seen; for by reason of their un- 
usual conformation they are the most 
conspicuous features in the store. As 
soon as he enters the door the cus- 
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By C. W. IRWIN, 

Treasurer ; 

Merritt Lumber Yards, In ‘ 
Reading, Pa. 





service has been of help to us, and thy 
it will be an aid to any other concer, 

It has been noted that the publ 
has to be sold directly on the Nationg 
Housing Act. When a man is ap- 
proached by a salesman and made 
check up on his needs he is usually 
ready to listen when told how thes 
needs may be taken care of and hoy 
the work may be financed. 

We believe that the firms and ind. 
viduals who get the profits from the 
business generated by the moderniza. 
tion credit plan should be the ones ¢ 
sell the idea to the property owner 
The concern that adopts this attitude 
will find that the National Housing 
Act has a real sales value. { 


i Sd 


tomer is confronted by a series of 
planes, each filled with gallon tins of 
paint. The in-and-out line adds a little 
to the length of the shelving and takes 
up but little additional floor space. 
To add regularity to the appearance 
the cans along the front are all gallon 
tins. Quarts are 
placed back of them. 
There is a small te- | 
serve stock carried in 
a rear room; while | 
the surplus cases are } 
kept at the yard far- J 
ther out toward the 
edge of the city. 
Cases are brought in J 
by truck whenever 
needed ; and as daily | 
sales are made the | 
vacant places on the | 
shelves are filled | 
from the reserve 
stock. 
R. J. 
states that one of 
the favorable background conditions 
for selling paint is an orderly display 
and a sales room that itself is kept 
well painted. So walls and floors art 
refinished as often as they begin to 
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Carmichael | 





show wear or soil. He adds that the 
downtown store was one of the best 
merchandising innovations ever made 
by the company. It keeps the name 
and services of the company betore 
the eyes of potential customers. It 
makes for surprising volume of pick 
up or shoppers’ sales. And, not least 


(Continued on next page) 
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BELL MAYWOOD CUDAHY BELLGARDENS DISTRKT 
POPULATION OVER 25000 
FRIENDLY PEOPLE = & GO00 PLACE TO LiVE 
OUR MERCAANTS MAKE IT EASY TO TRADE wire Naa 


"The first accomplishment was to provide a wide expanse of front, which in itself would be a good advertisement" 


Remodeled Yard Is More Efficient 


Here’s another of those retail yard 
modernizing stories. It details the essen- 
tial “what and how” whereby certain very 
desirable results were obtained. Ideas 
will be found herein that are applicable 
to other yards susceptible to like im- 
provements. 

When street-widening activities on the 
part of State highway officials forced set- 
ting its building back about 25 feet the 
Atlantic Lumber Co., Bell, Calif., took oc- 
casion to remodel the establishment and 
to incorporate features that facilitate 
movement of merchandise out of the place 
into the hands of customers, and better 
to display what is offered for sale. 

The accompanying sketch, representa- 
tive of the present arrangement of the 
front of the establishment, will help ex- 
plan what was done, and the purposes. 

The first desired accomplishment, ac- 
cording to Manager DeWitt Caspary, was 
to provide a wide expanse of front which 
in itself would be a good advertisement, 
making it more certain that all who passed 
along Atlantic Boulevard would observe 
the place. This was accomplished by 
doubling the width of the main sales rcom, 
to 44 feet, then attaching on each side a 


24-foot wide structure which would serve 
the double purpose of stock and display 
room for larger items than could be well 
displayed in the sales room; then further 
increasing the establishment’s width 20 
feet by adding a cement and plaster ware- 
house, with facilities by which customers’ 
purchases might be taken out through a 
door in its front. 

The two flanking sections have folding- 
sliding doors by which their entire fronts 
may be opened up, and the goods stocked 
inside may form a display. One of these 
is devoted to sash, doors and glass, and 
there is room in front of the stock to erect 
sizable and attention-arresting exhibits. 
The other is devoted to stocks of roofing, 
stucco, wire, poultry netting and the like. 
Room for merchandise exhibits likewise is 
provided, while its roof is constructed in 
a manner that shows samples of roofing 
material in place. 

While the street-widening project 
forced the property line back 23 feet from 
its original point, the building was set 
back another three feet, to provide a dis- 
play space three feet wide between the 
building front and the sidewalk. When 
weather permits, merchandise displays are 
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ATLANTIC BOULEVARD 


Sketch showing improved arrangement of yard after remodeling 





placed outside. Not only are such ex- 
hibits very near to those who pass along 
the 4-foot sidewalk, but they also are close 
to the motorists, for there is no parking 
between the highway and the sidewalk 
(the curb comes up to the sidewalk) so 
motorists pass within a few feet of the 
displays. 

Now the two flanking structures are set 
back 12 feet from the sidewalk. The in- 
tervening space may be used either for 
parking customers’ automobiles or for ex- 
terior displays of merchandise. 

Since the width of the main sales room 
has been doubled and its depth slightly in- 
creased, there is more space inside for 
table and counter displays. Mr. Caspary 
leans toward the “five-and-ten” store type 
of displays of small items; so the floor 
space is filled with compartment-top 
tables, a vast array of goods being thus 
shown. 

The order desk is placed between two 
counter show cases that extend across the 
rear in front of the office and accounting 
departments. 

Two rear doors permit access to the 
yards behind. Remodeling in the yard has 
not been completed, but such as has been 
finished has this very admirable feature: 
The eaves of all sheds are equipped with 
troughs which connect with overhead 
troughs that extend from one shed to an- 
other and eventually carry all rain water 
off the roofs to drain away from the 
place at the lowest spot on the property. 





(Continued from preceding page) 

it saves in collectors’ wages. Women 
pav bills rather as a matter of course 
while they are downtown shopping; 
when they would not walk out to the 
lumber yard to do so. Then the store 
is prepared to make any kind of sale, 
including not only estimates on a new 
house but even some wholesale sales 
of millwork to retail dealers in neigh- 
boring towns. For the particular needs 
and the merchandising plans of the 
Central Sash & Door Co., the store has 
been a distinct success, 
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SELL Farmers on the PROFIT Idea 
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How Talking Increased Profit For Farmers Instead of 

Comparative Merits of Brands Boosted Fencing Sales 

60 Percent Is Told by Elmer Van Ness, of the Van 
Ness Lumber Co., Little Falls, N. J., as Follows: 


We tell our farmer customers how good fences 
make for lower crop production costs, greater 
yield per acre, more efficient farming, healthier 
livestock, that bring better market prices, etc. 
Not only is the utility angle the most effective 
sales closer for us, but it has the advantage of 
minimizing conversation touching competitive 
lines and prices. 

To sell a farmer the utility of woven wire 
fencing it is necessary to fit the sales talk to 
him. We accomplish this through a survey of 
his agricultural layout, which is made by our 
outside salesman before he talks fencing to the 
prospect. The salesman does not start talking 
fencing until he has induced the farmer to talk 
about his live stock, his crops, his success with 
present equipment etc. Sometimes, in feeling 
out a farmer in this way he will complain about 
meager returns because of too intensive cultiva- 
tion. His failure has been the result of trying 
to cultivate a mile of fields when fewer acres, 
“tensively cultivated, would yield more profit. 
Intensive cultivation demands that live stock 
and crops be fenced off in more or less even- 
sized fields and when we elaborate on this phase 
of farming we frequently gets a nice order for 
fencing. 

We have found through experience that some 
farmers in this territory specialize too much, 
whereas they could make more money by diver- 
sification. The farmer who has dairy cows, 
also producing hogs, sheep and beef cattle, and 
who raises poultry and garden truck, has a 
greater chance of making money than the one 
who sticks to one line. When pork is high, 
eggs may be low; when eggs are high, pork 
may be low; when mutton is high, beef may 
be low, etc. Diversification gives the farmer 
a better chance of hitting a good market for 
his products and averaging up his general sales 
volume to a profitable level. When talking 
diversification to a farmer who is sticking too 
closely to one line and thereby missing oppor- 
tunities for profit, we are cultivating sales of 
woven wire fencing, because diversified farming 
demands it. 

We have sold woven wire fencing to farmers 
who complained about their yield per acre. Had 
we talked relative merits of brands, and com- 
petitive prices, we more than likely would have 
lost these sales. By tactful inquiry the sales- 
man brings out the fact that the farmer’s yield 
per acre was below standard and then points 
out that this most likely was due to lack of 
natural fertilization of the soil, a deficiency that 
can be corrected with live stock rotation from 
one field to another. This assures better crops 
and more abundant pasturage to feed live stock. 
Good fencing is necessary for the systematic 
live stock and crop rotation which is a requisite 
to successful farming. 

Because the government has been preaching, 
and in some cases insisting, that farmers keep 
accounts, our outside salesman has landed a 
number of nice orders for woven wire fencing 
that otherwise might never have been closed. 
Today many farmers are budgeting and keep- 
ing accounts. They also are maintaining com- 
parative figures from year to year so as to know 
whether their business is going ahead or falling 
behind, just the same as other business men. 
Whenever our salesman comes across a farmer 
who budgets and keeps account he tries to show 
him that he needs woven-wire fencing to enable 


him to do the job accurately, because fencing 
enables him to chart his farm in definite units, 
making it easy to check and record expenses 
and yields. 

When our salesman notices a farm with stone 
or rail fences, he talks about woven-wire fencing 
as an investment from the standpoint of having 
a better-looking farm, which increases its value 
far more than the cost of the fencing. Then 
too, stone and rail fences cost more in repairs 
and lost, stolen and damaged live stock than 
woven-wire fencing would come to. When we 
put this angle up to the farmer he frequently 
buys. We have sold woven-wire fencing to 
farmers who thought that their rail and stone 
fences were good enough, yet, these same farm- 
ers’ homes were heated with oil burners, their 
wives used washing machines, their farms were 
equipped with milking machines and tractors. 
When we pointed out the inconsistency of com- 
bining “one-horse-shay” fencing with modern 
operating equipment, we have often sold woven- 
wire fencing, with that argument as our sole 
selling appeal. 

The dealer who hedges in his sales talks by 
discussing only dependability of construction 
and price is not merchandising fencing to the 


Displaying Fencing In Yard 


The sketches herewith show a platform built 
by Guy D. Bivins, resident manager of the 
O. H. Paddock Lumber Co. yard at Findlay, 
Ill., for displaying and demonstrating woven 
wire fence and steel posts. 

This rack is built of two pieces of 4x4, 26 
inches high, with cross-pieces of 2x6, 2 feet 
long, nailed on each end of the 4x4, to nail top 
on and to act as a footing; top consists of three 
pieces of 2x6, °8 feet long, with a brace under- 
neath, of 2x4. 

This makes a table of about the height that 
the posts are driven in the ground. Three steel 


2x4" 


2X4 BRACES 
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Details of platform used for displaying and demonstrating woven wire fencing 


of the O. H. Paddock Lumber Co., Findlay, Ill. 
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limit. We find that telling what fencing yi 
do for a farmer in the way of building jj 
sales volume and cutting his expenses so that 
he will make more money carries high-tey 
selling power, if the sales talk is deliverg 
along these lines by a capable outside sales. 
man—preferably one familiar with farming 
who surveys the situation at first hand on th 
farmer’s own premises. 


Finally, the dealer must go out after fencing 
business just as he must go out after sale 
of modernization materials, if he expects to ge 
worthwhile results. Aggressive outside sal« 
work will build volume with this line. 





Contracts Awarded for 
Bridge Lumber 


Kansas City, Mo., April 8—The Wheeler 
Lumber, Bridge & Supply Co., Des Moines, 
Iowa, and the Tollefsen-Elliott Lumber (Co, 
Kearney, Neb., were the successful bidders on 
lumber recently for Buffalo County (Neb) 
bridges. The contract committee reported the 
Tollefson-Elliott bid was “‘the lowest and best,” 
for untreated lumber, and the Wheeler com- 
pany’s bid was best for treated lumber and 
California redwood. Contracts were awarded 
accordingly, prices being specified according 
to various sizes and quantities rather than upon 
a total amount of lumber, since needs may vary 
during the year, the county board of super. 
visors reported. Bidders included the Chicago 
Lumber Co., the Joyce Lumber Co., the Na- 
tional Lumber & Creosoting Co. and the Ne 
braska Bridge and Supply Co. 


posts are attached to each end, and the wire is 
stretched and fastened to them, above the table. 

On this platform Mr. Bivins displays 48-inch 
poultry fence, and two different weights of 32- 
inch field fence, attached to posts, these being 
the most popular fence items in his trade area. 
There also is room on the platform for standing 
a roll of netting. ; 

The platform occupies space along edge oi 
sidewalk between the company’s hardware store 
and lumber shed, where wire is kept. The rack 
also serves to demonstrate the steel posts and 
how wire is fastened to them. 
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road during the first three months of 1935 ex- 
ceeded, at a rough estimate, the same period of 
1934 by some fifteen percent, and that he at- 

OW to emo e our ome tributed a considerable part of the increase to 
a the modernizing program set in motion by the 
— . ‘ 
Qa WITH EASY MONTHLY PAYMENTS THIS AD HIT FHA. “Modernization,” said he, “promises to 
be the salvation of the Jumber industry, and 
ae | P THE MARK every lumberman should throw his utmost effort 

‘die will We Can Now Offer the Following Easy into the movement.” Incidentally, it is inter- 

- Ng his esting to note that the president of the same 

" le Monthly Payments railway system recently ordered a brief message 

delivers advocating modernization of homes printed on 

, er " the backs of the dining-car menus for all its 

we sale HERE 1S A TYPICAL EXAMPLE OF COST: “crack” trains—a demonstration of practical co- 

ng— operation of great publicity value. 

nd on the COST OF IMPROVEMENT — “Ths of enoiiensd wanes And so the “snow-ball” rolls along, gaining 

: $100.00—YOU SIGN NOTE FOR $105.26 AND REPAY Sue bulk and momentum as it goes. Let every lum- 

r fencing IN 12 PAYMENTS OF $8.77 EACH—WHICH PAY- inquiries than any one berman lend a hand. One of the most effective 

fter Sales MENTS INCLUDE INTEREST. TOTAL COST TO | have run for a great ways to do so is by placing in the hands of 

Cts to get YOU FOR INTEREST OR OTHER CHARGES $5.26 “/_ prospects the new booklet “Modernize, Repair, 

side sales : many years," says B. A. Remodel,” with its fresh, timely appeal to the 

on dias Sanaa ARE NO STRINGS TIED Webster, of the Web- eye through dozens of photographs showing both 
S PROPOSITION. ; exteriors and interiors of homes that have been 

OTHER E MPLES OF COST ster Lumber Co., Mason literally “made new” by modernizing. 
XA City, lowa. => 
for COST OF YOU SIGN NUMBER OF AMOUNT OF y _ ° u 
rR y . 4 » iN AYMENTS (ME 
IMPROVEMENT NOTE FOR MONTHLY PAYMENTS PAYMENT Busy Turning Out New Out- 
$200.00 $220.24 24 $ 9.18 tt 

Wheeler $300.00 | $337.65 30 $11.25 door" Plywood 

> Moines, $400.00 $459.92 36 $12.78 ABERDEEN, WaSH., March 9.—Approximately 

nber Co, $750.00 $862.35 36 $23.95 2,000,000 feet of Harbord plywood, the Har- 

idders on bor Plywood Corporation’s new product, is 

r (Neb) _THIS PLAN GOOD UP TO $2,000 REMODEL COST. —And the “reason why” = being manufactured monthly at the company’s 

orted the _TOTAL COST ON ANY DEAL $5.26 PER $100 PER YEAR. See the cond ts ext plant here, according to A. R. Wuest, plant 

and best, wes a manager. The new product is finding a ready 

p] 4 —YOUR HOME DOES NOT NEED TO BE FREE OF MORTGAGE IN- . r +43 = . 

er com EBTEDNESS TO USE THIS PLAN dently that it answers, market. When conditions warrant, he said, 

mber and D ‘ _ il th additional presses will be installed and produc- 
awarded —IT APPLIES TO YOUR HOME, FLAT, BUSINESS HOUSE OR FARM. in advance, all the ques- tion will be boosted. The manufacturers en- 

— _YOU DO NOT NEED TO SIGN A MORTGAGE — JUST A SIMPLE tions that the prospec- countered some difficultv at first with the new 

an ages Sag . nn 

a = NOTE. ton eustemes te Whale to process, which is designed to make a plywood 

y Vary _PHONE OR SEE B. A. WEBSTER FOR MORE INFORMATION. adaptable for outdoor as well as indoor use, 
of _super- ask, and invites any but these have been surmounted and production 

2 on aii is now going ahead. 

“<| |WEBSTER LUMBER, In | 

‘np | WE , Inc. - | 
Formerly Webster-West Lumber Co. THE NATION’S citrus crops are thus forecast 
PHONE 808 by the U. S. Bureau of Agricultural Eco- 
nomics: California oranges, 41,565,000 boxes 
this year compared with 28,430,000 last year; 
° building are benefited. The general lumber Florida oranges, 13,600,000 boxes compared 
Modernize Is Slogan freight agent of one of the great railway sys- with 18,100,000 last year; Florida grapefruit, 
[Continued from Front Page] tems of the country this week told the Ameri- 11,000,000 boxes this year compared with 10,- 

le wire is cuiitions wot Gifieult to met by the over- CAN LUMBERMAN that lumber hauled by his 700,000 last year. 

a whelming majority of the home owners of the 

fs 4 F 39 country. 

ns * ine To aid the lumber and building material dealer 

“— oe to put on in his own community an intensive, in- "M ODERNIZE REPA IR REM ODEL 

yr dividual campaign for modernizing business at , , 

F Standing © this mn, thus hooking up his efforts with those 

| .— of the FHA and the hundreds of agencies of y H NOW ” 

| os every sort that are co-operating in the nation- our ome ! 

The oak — Better Housing drive, the AMERICAN 

, UMBERMAN has prepared and published a . . 
posts and | Modernizing booklet which by some, at least, The AMERICAN LUMBERMAN has just issued a new book 





























a ! the sort available anywhere. It bears the title be ; ; : 
| — ee ae ers secure modernizing business. It is made up mainly of repro- 
| | claimed for it is due not to its elaborateness, ductions of photographs showing homes ''Before'’ and "'After”’ 
if but to its simplicity. Its sole aim is to give the neh j 7 : p| er eye f 
K | iospect’” literally an, eyeful—not to stuff his modernizing—exteriors and interiors. Placed in the hands o 
4 | with lengt rinted arguments. ere- a . : 
9 i B fore its pages are crammed with pictures —"Be- prospects it is bound to create desire for improvements such as 
lore and After’—of houses that have been . . 
~|| xl] | modernized, tagged with short, crisp captions are shown. Turn this page and note the specimen pages (actual 
wl] oe ek in.” The barest possible glimpse of size) which follow. 
Olle the cover and a few inside pages is given on f ; : 
iront cover of this issue of the American Lum- This booklet will be supplied by the AMERICAN LUMBER- 
BERMAN, and on pages 36-39 are more exten- J ae ; b 
i] sive views reproducing actual pages of the MAN, in quantities, at following prices: 
= oklet in their full size. 
= It is doubtful whether the rank and file of the One hundred to five hundred. . 15 cents each 
lumber industry have even yet grasped the ex- : 
N | tent of the opportunity presented by the NHA Five hundred to one thousand. . 12 cents each 
NI and the splendid work of the FHA in “selling” ' h 
HN the country on the modernizing proposition. One thousand and over. 10 cents eac 
URS Literally to have Uncle Sam working as a part- ; ' ; 
= & “er with the producer and distributor of lumber Dealer's name will be printed on front cover, in lots of 100 
=e § and building materials, to help sell their goods, aS 
: isa new and pleasing situation which lumber- or more, for one cent per copy additional. 
a r men should be quick to take advantage of. 
ts in yar Naturally, also, other industries and lines of 


has been pronounced the most effective aid of 


usiness more or less closely affiliated with 








under the above title—to help lumber and building material deal- 














MODERNIZE REMODEL REPAIR YOUR HOME NO wl! 


Here is a common type of bungalow, 
(left) which requires only small out- 


lay for thorough modernizing. 


Note addition of dormer, and case- 

ment windows in gable, (right) af- 

fording light and ventilation for two 
additional bedrooms in attic. 





Of sound construction but stark and 
forbidding in outline, this old house, 
(left) fairly clamored for moderniza- 


tion. Note the pleasing result. 























Radical exterior alterations, see pic- 


ture on right, including addition of a 
modern entrance, effected a vast im- 
provement. Note, also, shutters on 


upper windows. 
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MODERNIZE REMODEL REPAIR YOUR 








"Before" and "“after'’ views 
of a typical old Pujo Street 
residence in Lake Charles, 


The unsightly rear porch, 
shown above, was replaced 
by the new one shown at 
the right, and the whole 
house was painted, all for 
less than $250, including ma- 
terial and labor. 


ms yet 


Hd iis nM 


» | 


= | 


Whe 


SESE Ba tas 


HOME NO W! 


The pioneer "House of Seven Ga- 
bles" (upper left) as it appeared 
before remodeling, and (above) 
the same house after moderniza- 
tion. A saving of over $2,000 was 
effected by modernizing _ this 
house, as compared with the cost 
of building a new home. 


Typical of thousands of houses is this 20-year-old home, the front of which was remodeled, dormers built in for more room, and new 


asphalt shingles put on the roof; the cost was $725. 
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MODERNIZE REMODEL 


This shows how, (right) in one instance, 
the needed change was wrought. 
Note the effective use of simulated 
tile and paneling on walls and ceiling. 


No structural reconstruction was nec- 

essary to effect the pleasing results 

here shown, (right) the cost being 

mainly for modern fixtures, which 
were needed anyhow. 


REPAIR 


YOUR HOME NO wl 


Instead of being a drab, somber, de- 

pressing workshop for the housewife, 

the kitchen should be light, cheery 
and attractive, example on left. 


"As it used to be," (left) isn't good 
enough for the modern age in which 
we live. Hence, modernization is 
"What the doctor ordered" for this 
old-type bathroom. 











MODERNIZE REMODEL REPAIR YOUR HOME NO W! 


Who would believe that this cluttered 

basement, (below), and the attractive 

room shown in picture, on the right, 
are one and the same? 











Modernization is the miracle-worker 

that gave the owner of this house the 

attractive den and recreation room 
here shown. 





"Up under the roof" was just a stor- 

age space for cast-off articles until 

modernization came into the picture, 
(below) then— 


Presto! This cosy room, voted by 

the family "the most popular in the 

house" came into being, see picture 
at the right. 
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Sales and Profits 


A well planned building show, to which members of the construction 
industry contribute not only their money and displays of their products, 
but also and especially their presence and personal effort, can convert 
into sales and profits the intangible benefits of FHA publicity—can, by 
presenting the actual products in a manner that permits the prospective 
customer to see them and to understand their values, bring to buying 
intensity the interest aroused by national and local campaigns—can put 
the building trades back to work and move lumber and other building 
materials out of the retail yards. 

That actually can be done now—the experiences of numerous communi- 
ties have proved it beyond doubt—for the amount of money available for 
construction is steadily increasing, and nowadays when a man wants to 
modernize his home he usually can get the money to do it. “I would 
if I could but I can’t” is definitely going out of style as the construction 
national anthem, and is being succeeded by “I can if I want to.” 

A building show, well planned and well supported, can make him 
“want to.” Probably there are a great many other cities and towns 


where this has been proven, but expositions conducted in Flint, Mich., 
Omaha, Neb., Dallas, Tex., and in Chicago, Oak Park, Peoria and La 
Grange, IIl., have come to the special attention of the AMERICAN LUMBER- 
From the experiences reported by partici- 


MAN as worthy of comment. 


The great variety of exterior wall covering materials available for moderniza-— 


tion, or new building, was demonstrated on the walls of this model house at 
the La Grange (Ill.) building show 


pants in these projects may be derived certain elemental principles which 
doubtless will be of value to lumber dealers; for it has been observed 
that the lumber and building material dealer usually is a particularly 
important factor in the building show—both in planning and promoting 
it and in paying for it—and in fact it is not unusual for a dealer to take 
over the entire job of presenting such an exposition to the public. 

It has been said that a building show, to be as successful as today’s 
opportunities permit, must be “well planned,” but this term implies infi- 
nitely more than just the artistic arrangements of booths and the pretty 
decorations of red, white and blue ribbons. It means that a building show 
must contain something which will induce people to postpone other work 
or diversion and come to the building show, and that this “drawing card” 
is widely advertised to the public. It means that the exposition must 
present what people want to see, hear and feel, so that they will come 
back again and induce their friends to come. Especially important, its 
exhibits while offering the above must also be so arranged that they help 
dealers and contractors to sell housing. And the dealers and contractors 
must be there to do the selling, following up each live lead. Given that 


AMERICAN LUMBERMAN 





in Building Shows 


combination, add to it the National Housing Act and FHA publicity, ang 
the result is sales. ’ 


Bringing in the Visitors 


There must be a “drawing card” of some kind; for if there are nd 
visitors what value the show’ But in this respect take a lesson from the 
experience of Oak Park; those promoting the building show jn the 
Chicago suburb last fall thought they would have to put on an entertain. 
ment of some kind to get a crowd for the exposition, and they hired a 
good band for the purpose. It was to play at certain intervals, as a sort 
vt guaranty that if a person came to the show and didn’t see anything 
worth coming for, at least he’d have a band concert anyhow and there. 
fore why shouldn’t everybody in town come? But they only kept the 
band a week, and Randall H. Cooper, secretary Oak Park Chamber of 
Commerce, executive of the exposition, told the AMERICAN LuMpermay 
why. “The exhibitors complained that it was interfering with their talk. 
ing to customers, and made it harder to make sales,” he said. Customers! 
Sales! There actually were such things to be found. But it proved q 
bit annoying to get a man just about ready to say, “All right, I guess J’) 
let you put that new porch on for me,” and then have to stop (or resort 
to shouting) when the band suddenly burst into music. So they dispensed 
with the band, and the crowds kept coming anyhow, convincing the 
amazed builders that people were coming to learn about home moderniza- 
tion, not listen to music. 

Besides, Oak Park had something better than a band, as an attraction 
to home owners and want-to-be home owners. Local architects main- 
tained one of the booths, and it was widely advertised that any visitor 
could come to this booth and obtain free consultation with an architect, 
without obligation of any kind. How the Oak Parkers did flock to take 
advantage of this offer! Always there was at least one of the ten par- 
ticipating architects on hand to answer questions about arrangement of 
rooms and changes in roof lines, and types of materials available, and 
visitors were delighted with this feature, especially because they could go 
to dealers’ booths right there in the show and see materials for sale that 
would carry out the architects’ artistic ideas. 

And the architects—did they lose out on the deal? That question 
was put to Samuel E. Bird, architect, structural engineer, president of 
the West Communities Building League and also head of sundry other 
civic organizations too numerous to mention, just after he tapped the 
bell to end the week’s Rotary Club meeting, and he answered quite 
decisively : “We architects got great benefit from the show ourselves, For 
one thing, we found out what people are thinking about in housing, by 
the questions they asked. For example, we were surprised to learn how 
many are interested in air-conditioning their homes, or in building homes 
that are air-conditioned. We got quite a number of jobs right there at 
the booth, too. And another thing—we got better acquainted with each 
other, and I met sixteen architects I didn’t know, living in Oak Park.” 

The architects’ booth was Oak Park’s drawing card. In La Grange the 
big attraction at the building show was a most unusual model house which 
was a spectacular demonstration of what modernization can accomplish. 
The exterior wall surfaces were utilized to the fullest extent to show 
the great variety of coverings available, including both wood and hard 
materials [see illustration on this page], and on entering the front door 
the visitors stepped into an attractive pine-paneled living room. Then 
they passed through a hall, with two rooms on each side. One pair ol 
rooms was a demonstration of a bathroom, before and after moderniza- 
tion, and the other was a kitchen, before and after. As may be seen by 
referring to the four pictures on page 38, the improvement was remark- 
able and caused people to make return visits and to send neighbors*and 
relatives. 

A demonstration house was also the central figure of the Flint build 
ing show [described on pages 24-25 of the March 2 issue of the AMERICAN 
LuMBERMAN], but no before-and-after rooms were included; both exterior 
and interior walls were “cut away” to show construction materials and 
methods. Peoria builders last spring had the novel idea of putting 2 
circus tent over an old house and there remodeling it—a most dramatic 
method of bringing the show to the public’s attention. There, as in La 
Grange and Flint, a circle of exhibitors’ booths surrounded the demonstra- 
tion house, and gave opportunity to promote the sale of individual 


products and services. 
Must Have Publicity 


All these special attractions proved to be excellent “drawing cards” for 
the respective building shows, partly because they were good in themselves 
and partly because of the extensive publicity given them beforehand, by 
letting people know what was unusual in them, and what to expect. 
house with numerous different types of siding may appear to be just al 
oddity and a queer contraption made for amusement, unless the visitor ' 
informed beforehand that this is a demonstration of building methods at 
materials. Newspaper advertising and publicity are especially effective 
for this purpose, for the newspaper editor is always on the lookout for the 
unusual and the dramatic, and he can do his best job of promotion whet 
he has these values as tools. Radio also is helpful, when available, but 
there is this to remember about this medium—it does not lend itsel 
readily to “still life,” such as a demonstration house which one must se 
to appreciate; to be most effective radio must deal with either motion o 
emotion—perhaps a travelogue of the show, or an interview with some 
expert builder, such as a dealer, architect or contractor. 

Another important method of acquainting the public with what the 
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Experiences of Numerous Communities Demonstrate Value of 


Careful Exhibit Planning and of Personal Efforts by Salesmen 


building show offers is to arrange for announcements in local clubs and 
social and civic groups. In Oak Park the building show was open from 
Nov. 1 to Dec. 15, and at the same time a housing survey was being 
conducted ; previously both of these projects were fully described by spe- 
cial speakers who appeared before every organization in the “world’s 
largest village,” preparing the way for the canvassers and arousing inter- 
est in the show. In Detroit a feature of the campaign this spring has been 
the promotion of “housing teas” and “modernization teas,” and other 
events calculated to put home building and modernization on the society 
pages of local newspapers. 

The sign on the exterior of the building is unusually important, for 
it must be remembered that widespread attention must be attracted at 
once: because of long association many people will know where the lum- 
her company is, or the big drygoods store, almost regardless of the signs, 
but a building show that will last only a month or two is different. There 
must be a large sign, of a type that will catch the eye, even when that eye 
belongs to a person driving an automobile through traffic. In Flint the 
building show was on the main business street, and a large banner was 
strung across the street, in letters that could be read two blocks away, 
announcing the presence of the building show. In Oak Park the building 
show was located in plain sight of the Chicago & North Western suburban 
station and in La Grange the show was in a large building opposite the 
Chicago, Burlington & Quincy station; for these are residential suburbs, 
and the expositions were placed so the commuters could see the big signs 
each day. In Chicago signs announcing the show were placed in all 


street cars. 
Will They Stop, Look and Buy? 


All the foregoing are important factors in bringing visitors to the 
building show, but the really critical moment arrives when they actually 
step inside the doors of the exposition. Will they just give one glance 
and walk out? Will they look carefully and come again, bringing or 
sending their friends? Wall they treat the whole thing as a curiosity and 
an amusement? Or will they stop, look and buy? 

If you would have them stop and study carefully your exhibit, you must 
put into it something worth their careful attention. One of the outstand- 
ing lessons taught by A Century of Progress Exposition in Chicago was 
that people—both men and women—are interested in technical informa- 
tion. If the product you sell is of superior manufacture, present that fact 
in your exhibit, in a way that visitors can see for themselves and be con- 
vinced. A building show gives an opportunity to demonstrate points of 
superiority, and dealers who present this kind of an exhibit to their cus- 
tomers report that it is wonderfully effective in selling against competi- 
tion, especially the competition of a lower price. Americans generally do 
not object to paying more for some particular product when they are 
convinced they are getting their money’s worth. 

Your exhibit, however, must have even more of a “punch” than this 
demonstration of superiority, for after all it will only help in causing 
the prospective customer to select your product instead of some other. 
But he will not buy your product, or anybody else’s product, unless he is 
convinced that it is better than what he already has, so much better that 
he must have it. You don’t have to sell him on the need of a roof over 
his head—he already knows he needs that, and he already has one unless 
he lives like Tarzan. Your opportunity is in selling him a roof that is 
all his own (which he may not already have) or a roof and what’s-under- 
it that is far superior to what he has. 


Personal Effort Essential 


It demands all a dealer’s skill to prepare an exhibit of that kind, and 
even then it will not do the work alone. There must be the personal 
appeal, if one wants the customer to sign the order. There always are 
questions to be answered, and if you or your representative is not there, 
somebody else will answer them and somebody else will also probably 
get the order. At the Oak Park show the plumbing trades had an exhibit 
space, and manufacturers provided materials such as bathtubs and other 
things in white, pink and blue. The manufacturers also provided sales- 
men for their wares, a representative from each company always on 
hand, but the local plumbers decided that, to be absolutely fair with each 
other, no one of them would go near the exhibit! They kept their word 
and no suspicions of each other were aroused, but they were wrong in 
assuming that customers would look at the display, decide it was good, 
and carefully take down the name of one of the plumbers on the posted 
list so as to go give him the business. It worked all right up to the point 
of placing the order, and that part of it went to the manufacturers’ sales- 
men who were right on the job, and who then did as they pleased about 
giving the orders out to local plumbers or to Chicago plumbers. And 
thus, dear children, did the Oak Park plumbers learn that one firm’s 
name on the lips is worth ten on the bulletin board. 

Other trade groups in that Oak Park ‘show used different tactics. They 
~so men at the booths and circulating around in the show. They got 
amess, t00, for thousands of dollars’ worth of modernizing business was 
faced either at the show itself or as a direct follow-up of visits to the 
Ow—so much business, in fact, that the Oak Park dealers and contrac- 
ors changed their minds about putting on a building show this spring and 
ave started a ten weeks’ advertising campaign instead, because they were 
all too busy on building jobs to be able to spend time at a building show, 
and they know from experience that there’s no use taking part in a show 
With your products unless you also take part with your presence. They 


people to stop and study them. 
tain to find a dealer or contractor at his elbow, ready to answer questions 
and explain the value of the various products on display. 





remember the plumbers’ experience, and contrasted it with the stoker 
dealer who sold five stokers right out of his booth, and the oil burner 
salesman who sold four burners as results of appointments made in his 
booth at the show. 


In La Grange there were interesting, informative exhibits, that caused 
Immediately a person did so he was cer- 


In Flint the booths were taken by trade groups, not by individual firms, 


and any firm was at liberty to use the entire display as a sales help. 


The large attendance at all these building shows points definitely toward 


the one conclusion—American people realize they need new homes and 
better homes, and have or expect to have money to get them. 


What Dallas Dealers Displayed 


Dattas, Tex., April 8—Sixteen lumber dealers of Dallas are promot- 


ing popular interest in home building by establishing here a Better Homes 
Exposition at Cedar Springs and North Pearl Streets. This, the largest 
exhibit of building materials in the history of Dallas, is attracting hun- 


tg. 


In a dealer's permanent, private building show is this informative "‘life size" 

display, with index numbers keyed to framed list at the doorway, showing how 

the Allen Lumber Co., Peoria, Ill., puts superior quality into homes. This is 
located in one of the display rooms at the Allen plant 


dreds of visitors. Besides the variety of woods, the collection includes 
metals, insulations, finishes and other things that enter into the construc- 
tion of modern homes. 

Davis-Johnson Lumber Co.’s booth features an unusual display of a 
magnolia wood trim for fir and pine walls. Several old pieces of finished 
wood are also on display. Included is a walnut newell post that retains 
its finish applied in 1874. 

Robinson-Brewington Lumber Co.’s booth consists of a model house, 
finished with inlaid linoleum, model window casings showing all new 
improvements. The house is built of Textone. Attendants at the booth 
aid visitors in selecting materials and advise them on home improvements. 

Temple Lumber Co.’s display features all kinds of flooring woods. The 
booth floor is finished in seven panels of different oaks. Wall paper is 
also shown. 

Wiener Lumber Co.’s booth features home repair and modernization. 
Many patterns in wall materials are seen in the display panels. 

Groves-Barnes Lumber Co.’s booth contains a large display of built-in 


(Continued on Page 44) 














CHICAGO'S FHA-FINANCED 





—BUT THAT’S ONLY A SMALL PART OF TOTAL 


Above, left—Before O. H. Hansen, Park 
Ridge operative builder, had completed 
putting in the footings of this $10,000 
house he sold it and the buyer is anxiously 
waiting for him to complete the job. It is a 
6-room house, well built and conveniently 
equipped, and insulated throughout with 
rock wool. Note the redwood walls above 
the brick 


Above, right—Another speculative house, 
in Riverside, held at $11,000. Six rooms 
in three-level arrangement. Hair-felt in- 
sulation. Parlor paneled in knotty pine, 
random widths. Garage included 


Below, left—Another of Mr. Hansen's jobs 
in Park Ridge was the remodeling of this 
home, a $3,500 project that included the 
adding of a second story, providing three 
bedrooms and a bath. Note how snugly 
and harmoniously the new fits onto the old 


Below, right—William A. Boyce, another 
Park Ridge operative builder and sub- 
divider, has no doubt of his ability to 
sell this house in a hurry for around 
$6,500 or $7,000, depending on the kind 
of heat he puts in it, and already is 
planning several others in this subdivision 
of his. As he builds the house he invites 
women to come watch it grow, and profits 
by their expressed likes and dislikes, some- 
times changing his plans. This man be- 


lieves in building on comparatively inex- 

pensive ground and putting the money 

into a good building instead of swanky 
location 


OURTEEN new _ individual 
homes in Chicago and sub- 
urbs, with cost aggregating 


$208,000, have been financed by 
$125,850 worth of loans by banks 


northern Illinois, who added that 
these were included among the 157 
applications submitted by co-oper- 
ating banks and associations for 
commitments on $815,388.25 worth 





A home owner in the South Shore district is brick-veneering his home after 


having added twelve new windows. 


and building and loan associations 
under Title II of the National 
Housing Act, and on nearly all 
these projects the construction is 
either completed or well under 
way, the AMERICAN LUMBERMAN 
was informed Monday by Carroll 
H. Sudler, FHA director for 


It is a $3,000 job 


of loans in this district since Dec. 5. 

Impressive as that is, this two 
hundred thousand dollars’ worth of 
new homes is only a comparatively 
small part of the residential and 
commercial building that is under 
way in the Chicago area. Since 
that might be considered a rash 





statement, the pictures on these 
two pages are offered in evidence, 
They were all taken on the same 
day, and of the six new-house jobs 
pictured only one—that on the op- 
posite page, lower left—was 
financed by a loan under FHA 
protection. They were not all the 
new jobs which came to the atten- 
tion of the two AMERICAN Lum- 
BERMAN representatives making 
that tour of reconnaissance, for 
some were not far enough along to 
make interesting pictures. Infor- 
mation of other new jobs about to 
be started included three in one 
suburb (where two in_ progress 
were visited), two in another 
(where three were in progress), 
and several (at least three) in an- 
other. Then, three days later, 
came word from one company that 
it has completed five homes in 
recent months and has four or 
five now under construction—all 
fairly pretentious homes. 

Three modernization jobs are 
also shown in accompanying il- 
lustrations, but these by no means 
represent all that were seen on 
that tour, for one day is too 
short to hope to photograph all 
such scenes of activity. On one 
Riverside home red cedar shingles 
were being applied to a new sun 
parlor; at another place a porch 
was being repaired; at one large 
apartment building a glazed porch 
was being added to each apart 
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BUILDING TOTALS $208,000 


BEING SPENT FOR NEW HOMES IN THE AREA 


ment; and so on, almost ad in- 
finitum. 

' And another bit of news that 
will be sweet music to the con- 
struction industry generally—defi- 
nitely the speculative builder is 
back on the job. Oh, he’s not 
called that name any more—he’s 
an “operative builder” now, brightly 
hoping to dodge some of the op- 
probrium attaching to his former 
title—but he still has the same old 
idea, to build a house because he 
believes he can sell it at a profit. 
A few weeks ago when he learned 
that mortgage money is coming 
out of its five-year hibernation, 
he, too, crawled from his hole 

(cautiously and a bit fearfully), 
surveyed the situation, saw to his 
surprise and delight that the evil 
shadow of distressed property had 
practically disappeared from the 
real estate market, and then he 
went to work. Of this, too, there 
is evidence—three of the homes 
pictured on these two pages were 
built on speculation, and one of 
them (at top, left, on preceding 
page) was sold before the footings 
were completed. At another loca- 
tion the concrete was being poured 
for the foundation of the first of 
at least three homes to be built 
in this manner. 

In the meantime the Chicago 
area also has under way a pri- 
vately engineered low-cost-housing 
project financed under the National 
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Housing Act. A $9,000,000 diesel 
motor plant is being built by Gen- 
eral Motors in La Grange and it 
is expected that housing for 400 
more families will be required. 


a Government-insured loan. On 
4.7 acres will be built nine units 
of six row-houses each; they are 
to have brick walls with wood 
frame, floors and finish, and the 
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Also in the South Shore is this fine new Firestone superservice station, con- 
struction of which has been under way for well over a month 


To partly meet this need a $158,105 
project to house fifty-four families 
was started by the Aluminum Prod- 
ucts Co., with Newhouse & Bern- 
ham, of Chicago, as architects, and 
Federal Housing Administrator 
James A. Moffett, of Washington, 
has approved the development. for 


at 
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first of these units already is com- 
pleted. Each house faces two 
courts, and consists of living room, 
kitchen-dining room, two bed rooms 
and a bath; gardens are grouped 
nearby. Rental will be approxi- 
mately $26 per month. That part 
(Continued on Page 71) 
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Above, left—A Cicero brick contractor 
got himself an idea and several modern- 
izing jobs. By cutting face brick in two 
he lowers the cost of veneering, and by 
maintaining a "before-and-after" file he 
sells job after job. This originally was a 
cement block house, then it was stuccoed, 
and now it is to be, brick. Oh, sure—Mr. 
Lourop also had some interior remodeling 
to do while he was at it 


Above, right—Arnold Skow, Riverside ar- 

chitect, expects to move into this $7,000 

home May |. It will be another beautiful 

example of the house with three levels— 
no, four, counting the basement 


Below, left—The only one of the soon-to-be 
homes visited that was financed by an 
FHA loan. This will be a $20,000 two- 
story brick veneer structure. The lumber 
in the foreground is evidence of the 
strong influence of an aggressive lumber 
dealer in aiding home owners to obtain 
quality materials; it has the Barr & Col- 
lins Lumber Co.'s trade-mark 'Pre-Shrunk" 
lumber on one of the pieces 


Below, right—A $6,000 six-room Cape Cod 

cottage is being built here on contract by 

O. E. Hustad, Park Ridge contractor. Two 

other homes were due to be started this 

week or next in this residential suburb, and 

both lumber dealers are doing quite well, 
thank you 
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[Continued from Page 41] 


accessories and building hardware. A Hoosier built-in cabinet and pure- 
aire combination refrigerator, sink and kitchen range are featured. 
Burton Lumber Co. has a display including Nu-Wood, pine woods and 
plasters. Unique in that exhibit are the panels of burnt pine wood used 
for trimming walls and larger panels of pine and other woods. The burn- 
ing process brings the pine grain out in perfectly darkened lines. 
Clem Lumber Co. features knotty piné wall finishes in its display. The 
Clem booth also has a free telephone as an aid to visitors. ; 
J. T. Elliott Lumber Co. has a complete display of methods used in 
building up a plaster wall over Nu-Wood foundation. Several methods 
are illustrated. Shingles, paints and knotty pine wall boards are also 
featured. ; 
Macatee (Inc.) has a display of Johns-Manville products, including 
shingles, acoustical tile, block wood for insulation, and tile wainscoting. 





In the display presented by Geo. A. Hoagland & Co. at the building show in 

Omaha, Neb., Shevlin knoty pine formed an attractive background for an 

exhibit of other materials, including insulation. A “drawing card" was a doll's 
house, given away as registration prize 
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Cowser & Co.’s booth features Nu-Wood, DuPont paints, milled doors 
Red Top mineral insulation wool, and insulated board. 
Buell Lumber & Manufacturing Co.’s unique display includes panels of 
fifty-eight kinds of hardwood. Another feature is the Long-Bell overheag 
window sash, dust and waterproof. The exhibit also includes knotty ping 
wall boards, Sheetrock and walnut finishes. ' 
Lingo Lumber Co. will give away its model house exhibit to some 
visitor of the exposition. The house is designed especially as a play 
place for children, and is furnished with doll’s furniture. The interior 
finish of the small structure is knotty pine. The writer of the best let. 
ter on “Why One Should Remodel His Home” will win the house. 
George W. Owens Lumber Co.’s exhibit is a pergola that includes 
showing of various types of woods and lawn furniture. 
Oldham-Sumner Lumber Co.’s exhibit is a model house, built in cross. 
section fashion to reveal to visitors materials used in all walls, roof anq 
floor. The interior has knotty pine walls and airtight windows. 
Lyon-Gray Lumber Co.’s exhibit consists of the facade of a house 
similar to the “Inspiration House,” showing products used in walls and 
exterior construction, porches and fences. The lawn is furnished with 
outdoor furniture. 
Huttig Sash & Doof Co.’s exhibit includes a display of new design 
“air-flow” doors. 


Omaha Exposition Achieves Success 


OmauHa, Nes., April 8—Omaha’s building exposition, held March 1s. 
24 at the Omaha Municipal Auditorium, was a great success in both 
attendance and sales, was acclaimed by the public as Omaha’s greatest 
building exhibit, and has caused many compliments for President V. Ray 
Gould, Vice President C. C. Cain, and Director V. C. Petersen, Jr., of 
the Omaha Construction Industrial Council, for their efficient work jn 
planning and directing the show in co-operation with the Federal Hovs- 
ing Administration. All branches of the construction industry were 
represented in the exposition, utilizing every foot of display space. 

There were many excellent displays, but one that attracted special at- 
tention for its interesting and instructive qualities was the booth prepared 
by Omaha’s oldest and most prominent retail lumber firm, Geo. A. Hoag- 
land & Co. This aggressive company, as an accompanying illustration 
shows, presented the virtues of a variety of materials which it stocks and 
which are used extensively in modernizing. 

With a background of Shevlin knotty pine (admired by all visitors, the 
ladies especially) there was a varied display of Nu-Wood in its numerous 
structural forms, and a demonstration of Reynolds metal insulation. An 
added feature, that made a special “hit” with the visitors, was the doll 
house on the counter, built especially for the show and given away as a 
registration prize. It was made with oak flooring, lap siding, insulated 
attic, and roofed with red cedar shingles. 


Appalachian Code Authority Ready — What Now? 


CrincINNATI, OuI0, April 8—Hardwood oper- 


Thus was completed the official divorcement 


in many sections. Orders placed, he said, in- 









tors of the Appalachian region are all set and 
ready to go with their Subdivisional Code Au- 
thority, but they are more or less in the position 
of the pretty girl that was all dressed up for a 
party with nowhere to go. They do not know 
whether there will be any Lumber Code Au- 
thority, or NRA, to serve under. 

All preliminary steps have been taken and 
members of Appalachian Hardwood Manu- 
facturers (Inc.), meeting here April 3, did 
everything that was necessary to create an or- 
ganization for the administration of the Lumber 
Code in the Subdivision covering West Virginia 
and parts of Georgia, Kentucky, Maryland, 
North Carolina, South Carolina, Tennessee and 
Virginia. It was anounced that in view of the 
present uncertainties concerning the status of 
the Lumber Code, administrative activities will 
be deferred until the atmosphere is cleared. 
Nominally the duties of the new Code Authority 
were undertaken. April 4 by the Appalachian 
Hardwood Manufacturers (Inc.). 


To Administer New Code 


The Code administrative department will be 
supervised by a board of trustees composed of 
the following : 


J. J. Linehan, secretary-treasurer Mow- 
bray-Robinson Lumber Co.; and E. M. Bon- 
ner, secretary-treasurer Atlas Lumber Co., 
both of Cincinnati; J. W. Mayhew, vice presi- 
dent W. M. Ritter Lumber Co., Columbus, 
Ohio; R. J. Carroll, president Wilderness 
Lumber Co., Charleston, W. Va.; B. B. Burns, 
president Ritter-Burns Lumber Co., Hunting- 
ton, W. Va.; Fred Bringardner, president 
Bringardner Lumber Co., Lexington, Ky.; 
E. M. Vestal, president Vestal Lumber & 
Manufacturing Co., Knoxville, Tenn.; and F. 
Edwin Mowrer, Charleston, W. Va. At the 
organization meeting, J. J. Linehan was 
elected chairman, and Car] H, Clendening, 
secretary-treasurer, 


of the Appalachian hardwood producers and 
operators from the Hardwood Lumber Code 
Authority situated at Memphis under the Hard- 
wood Manufacturers’ Institute, as administra- 
tive agency. 

The meeting, and special executive sessions of 
the new code board of trustees which followed 
it, consumed practically all day. The day pre- 
vious there was a session of the executive 
committee and directors of Appalachian Hard- 
wood Manufacturers (Inc.) at which plans for 
trade extension work and operation of the new 
Code Authority were developed. At the ses- 
sions of the trustees of the Subdivisional Code 
Authority, it was decided to fix the Code dues 
on a basis of 5 cents per thousand board feet 
of cut. This is a saving over the old dues of 
the Hardwood Lumber Code Authority which 
ranged from 10 to 20 cents on the cut. 


Trade Extension Wins More Supporters 


H. E. Everley, manager of the trade extension 
department, reported an addition of thirty mem- 
bers to the trade extension department of Appa- 
lachian Hardwood Manufacturers (Inc.). He 
said that there was promise of a good season. 
He told of the introduction in the general as- 
sembly of Ohio of a bill to prevent use of wood 
in the construction of buses used to transport 
school children, and said that Indiana and Ohio 
wood consumers and hardwood wholesalers 
were organizing to oppose the bill in the com- 
mittees and to see if it could not be killed 
before it gets a good start. 

A. T. Upson, manager of the trade extension 
department of the National Lumber Manufac- 
turers’ Association, stressed optimistically the 
prospects for lumber business this spring and 
summer. He said that already Title I of the 
National Housing Act had produced a big de- 
mand for lumber from wholesalers and retailers 


cluded western pine, fir and hemlock, southern 
pine and redwood from the Pacific slope. 
Everything pointed, he said, to an enormous 
sale of hardwood for interiors, as flooring and 
millwork. He stated that the slum clearance 
program would bring about the use of quantities 
of these items, and that wood would take prece- 
dence for interiors. He said that Title II of 
the FHA had not proved a big success up to 
now, but there were hopes of improvement 
soon. He expressed great hopes of business 
from the Work-Relief bill now in Congress. 
He said that if that went through there would 
be created almost a billion dollar market for 
lumber and forest products of all kinds. [This 
bill was finally passed on April 5.—Epiror.] 
He mentioned in particular the plan for the re- 
construction of secondary highway systems not 
connected with Federal or State highways. He 
said these roads would probably be of gravel, 
and the bridges would be of timber construc- 
tion. Large amounts of heavy timbers would 
be used for these bridges, and there would be 
big orders for guard railing and heavy plank- 
ing. These roads would be on the farm-to- 
market systems used for mail and school buses 
mostly. He said that in addition there would 
be a heavy demand for heavy planking and 
common lumber for making the concrete forms 
that are to be used in the elimination of grade 
crossings in making overpasses and under- 
passes. It was generally understood, he said 
that this work would consume close to $1,800,- 
000,000 of the work-relief funds. If this con- 
struction was gotten under way, there would be 
good lumber demand for the next two years at 
least, he predicted. He said, however, that the 
lumber industry ought to be more on its toes 
to see that these opportunities for business do 
not go to manufacturers of other materials, 
whose agents “are always active.” 
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Facilitating Drop-in and Curb 
Service for Motorists 


PorTLAND, Ore., April 8—One of the out- 
standing features of new arrangement of the 
Oregon Lumber Yards at 1750 Southeast 
Powell Boulevard is the assortment of plywood 
sections, cut small enough so that they can be 
easily carried to an automobile at the curb. 
This service is to meet the many small demands 
ground home or garage. The public is finding 
that plywood sections are easy to handle in 
walling in the interiors of garages and attics. 

One almost would think he were in a chain 
grocery, with all merchandise arranged on 
shelves and plainly labeled and priced. There 
are five shelves in each section, and six sec- 
tions. 

At the rear of the cash-and-carry section are 
12 rows of drawers, four deep, forming support 
for trays, on which are brushes, glue, door knobs 
and other hardware, all labeled as to price. 


The central portion of the cash-and-carry 
store room is filled with an assortment of ply- 
wood, roofing paper, etc. The plywood comes 
in 5-ply and 7-ply, and in sizes ranging from 
3% by 2 feet upward. 

In the nail section, running along one entire 
side, and placed below the shelving, every type 
of nail is carried. The top of the nail section is 
hinged, Thus in addition to making it possible 
to lift it up to fill the compartments, the top 
serves as a shelf. 

Along Powell Boulevard there passes a large 
amount of traffic. The Oregon Lumber Yards 
have been in business there for 12 years and are 
very well known. The fact that curb service in 
other lines has proved successful gave Manager 
Phil W. Patterson an idea, with the results 
described. 

All this, however, does not mean that the 


company is on a cash-and-carry basis entirely. 
One-half of the building is stocked with regula- 
tion, full-length lumber, and other building ma- 
terials. Truck delivery service is maintained. 

In keeping with the change in mode of mer- 
chandising is the new coat of paint given the 
whole exterior of the building, in a color scheme 
of orange and yellow, set off with a neon sign. 
Painted on the front of the building is a list of 
principal items carried. 

The basic idea is to provide motorists easy 
access to stocks of building materials, and to 
have lumber and plywood cut into convenient 
sizes. 





Door Display Rack Saves Time 


A novel display rack designed by the Santa 
Fe (N. M.) Builders Supply Co. saves about 
50 percent of the time required to make the 
average door sale. 

The display is a wood cabinet 10 feet long 
and of a height and width to accommodate 
28x68-inch stock. The doors are hung with 
metal fasteners attached to stout steel braces 
at top and bottom of the case. At present 
only 25 doors are being shown, but an extra 
hanger has been provided between each two 
units, so that the case will actually take care 
of 50 standard doors. 

In addition to saving time, the case provides 
a much better selling arrangement. A customer 
can see the entire variety in above size (designs 
in most other sizes are the same) at a glance. 
Because the doors are hanging in normal posi- 
tion they show to much better advantage than 
when laid out in the stockroom, or even when 
shown individually on wall hangers. 

—_—_ 
CEDAR-LINED closets possess a special appeal 


for the housewives, because of their moth-re- 
sisting properties. 





The accompanying 
sketch shows the construc- 
tion and use of a special 
rack to display composi- 
tion shingles. About five 
feet high at the back (the 
face slopes upward and to 
the rear) the rack contains 
vertical slots cut into the 
upper planks, into each of 
which is slipped a sample 
of one variety of shingle. 
The rack holds each shin- 
gle in vertical position so 
that it may readily be 
lifted out of its slots by a 
prospective customer for 
closer examination. 
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Opposes Lobbying for Lumber 
Exemption from Sales Tax 


ToLepo, Oui1o, April 8.—Far from being a 
“yes-yes” man, J. W. Cunningham, head of the 
lumber concern bearing his name, does not 
hesitate to “speak out in meeting” upon occa- 
sion, even though his views differ from those 
of the majority, or even run counter to his 
own interest as a lumber dealer. Hence his 
friends were not surprised when in a paid ad- 
vertisement in the Toledo Blade of April 2, 
after denouncing the Ohio sales tax as a de- 
vice of spendthrift politicians to squeeze more 
money out of the taxpayers, and declaring his 
absolute opposition to the measure—“‘lock, stock 
and barrel”—he turned his guns on attempts 
being made to secure exemption for building 
materials, in a scathing blast as follows: 


“Now that we have this unholy sales tax, 
I’m not in favor of exempting anyone from it. 
Lumber dealers are being urged to lobby for a 
bill now before the legislature to secure exemp- 
tion for building materials. I am not in favor 
of this bill. Lumber is no more essential than 
food, and clothing, and fuel, and a dozen other 
things—and I see no reason why we should 
sneak out from under the tax. Let’s not be 
“cry babies”’—but let’s thruw the whole thing 
overboard and force some economy in public 
affairs!” 

. . u 
An Important Point in ‘Door- 
bell" Sales Technique 


Front door or back door? Here’s a bit of 
practical experience that may help decide the 
question: Which is the better avenue of ap- 
proach for a dealer’s outside salesmen? 

John Clark, of the Irvy Myers Coal & Lumber 
Co., Hawthorne, N. J., says that their outside 
salesman in canvassing for modernization sales 
finds it more profitable to call at the back door 
during the morning and early afternoon unless 
he has an appointment with the housewife. Ac- 
cording to Mr. Clark: 

“The average housewife spends much of her 
day in the kitchen, consequently it is easier to 
answer back-door calls and she therefore is 
more affable to the salesman who shows her this 
consideration. Much of the sales resistance at 
the front door is due to peevishness of the house- 
wife because she finds a salesman awaiting her 
there. More than likely she has left some 
important culinary operation in the kitchen and 
wants to get back to it, which precludes her 
listening attentively to a sales talk. Often a 
housewife will wash her hands and doff her 
apron before answering the doorbell, thinking 
that a friend has come to visit. When she finds 
a canvasser, she takes a negative slant from the 
start. Back-door interviews are more cordial, 
because they cause housewives least inconve- 
nience.” 

“Then, too, the back door is screened in the 
spring and summer and the salesman can talk 
through it, eliminating the problem of getting 
by the locked door. He also can size up the 
kitchen layout with regard to possible modern- 
ization improvements. ‘Most housewives are 
keen for modern kitchens. Our salesman begins 
all modernization suggestions with the kitchen 
and builds up interest this way. Once he has a 
housewife interested in kitchen modernization 
it is easy to induce her to let him check up on 
other possible improvements.” 

“During the middle of the afternoon, however, 
the front door is better, because the housewife 
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then is out of the kitchen, until time to start the 
evening meal.” 

“Back-door salesmanship has helped us make 
substantial sales of modernization, because it 
eases the salesman’s way into the home for in- 
spection and sales talk.” 





to Help Sell Trellis 


Growing things always attract more attention 
than inanimate objects. For that reason living 
vines used in a novel store display created a 
great deal of interest in trellis work, for the 
Schillig-Scott Lumber Co., Sterling, Colo. One 
entire corner of the display room was devoted 


to this item. The display was built up on a 
platform about one foot above the floor. This 
was covered with strikingly natural appearing 
artificial grass. Above this was built a fancy 
trellis, extending up almost to the ceiling. The 
vines were potted in large containers concealed 
under the raised platforms so they would appear 
to be actually growing out of the ground. The 
vines were trained up the trellis and before the 
season was far advanced they had climbed a 
good part of the distance to the top. Because 
of their quick growth and abundant foliage 
grape vines were chosen. 

“The more life and action it is possible to 
put into displays, the more attention they at- 
tract,” says J. F. Scott, secretary-treasurer of 





Front of Display Room of Bass & Co. (Inc.), Bowling Green, Ky. 


the company. “Motion is always desirable. So 
are bright colors. One of the advantages of a 
display like this is that it gets people to make 
comments, and ask questions. This gives us an 
opportunity to talk up the item without having 
ourselves broached the subject directly. People 
are always more receptive to suggestions 
brought out in this way.” 





Good Series of Insulation 
Advertisements 


Gree._ey, CoLo., April 8—A series of eight 
newspaper advertisements, all headed “Insula- 
tion Talks,” introduced a new insulation line 
in a highly effective manner for the King 
Lumber Co., Greeley, Colo. The series was 
preceded by a large announcement in which 
the main advantages of the product were out- 
lined and readers were invited to observe 
window demonstrations of it in a vacant store 
in the business district. The series was fol- 
lowed up by personal letters to likely users of 
the product. 

The ads themselves were educational, de- 
signed to show the benefits of insulation. The 
first was prefaced thus: “An explanation in 
simple words of the principles and benefits of 
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home insulation will be printed in this space 
from day to day.” By using the same location 
it was possible to build a consistent following 
of readers with ads only two columns by three 
inches each, 

The first ad, entitled “Talk No. 1,” stressed 
the facts that no canvassers or high-pressure 
salesmen are used, and that any standard insul- 
ating material could be supplied. No. 2 
answered the question, “What is home insula- 
tion?” by stressing the idea of summer and 
winter heat control. The third told “Why you 
should insulate your home” (six good reasons 
were given). “What is good insulation?” was 
answered in No. 4, six points being listed. 
No. 5 told “Why use thick insulation?” showing 
that the greater the thickness the less heat 
escapes. The next ad told why the featured 
product should be used, listing six reasons. 
The seventh “talk” was headed, “The Satis- 
fied User.” The last ad answered the ques- 
tion: “Why the King Lumber Co.?” stressing 
the reliability of the firm. 





Exceptional Display Room 


BowLinG GREEN, Ky., April 8.—A retail dis- 
play plant of an unusual sort belongs to Bass & 
Co. (Inc.), and is located at Bowling Green. 
This concern, which is headed by Oscar Bass, 
operates five or six yards and has its head 
offices at Hopkinsville. 

Any dealer living within reasonable distance 


of Bowling Green, and desiring to see modern 
display methods, can hardly do better than to 
visit this plant. Mr. Bass handles plumbing 
and heating; in fact everything that goes into 
house construction except electric fixtures. 

Along one side of this big sales room are 
cubicles or stalls, each set up as a bath room. 
These cubicles are set at a 45-degree angle, 
with the fronts open of course, so that a person 
in the front of the store, or even walking along 
the sidewalk, can see into all of them. Walls 
are finished with Johns-Manville and other wall 
tile board. The remainder of the room is ar- 
ranged and equipped much as any smart sales 
room would be. 





Talks Economy of Better Grades 


Raton, N. M., April 8.—By stressing the 
fact that labor costs are higher, on either 
building or repair jobs, when cheap lumber is 
used, the Home Lumber & Mill Co., here, 
has been able in the past year to make 75 per- 
cent of its total sales on the better grades. 
The profit has been about 20 percent higher 
than on cheaper stock. 

“We use two appeals in selling the man who 
wants to buy cheap lumber,” explains Manager 
W. M. Denton. “First, we bring out the in- 


Display of Paints, Lock 
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creased immediate labor cost. We show hoy 
the better stock means less cutting and fitting 
We also emphasize the longer life of goo4 
lumber.” 


Extracting Checks without Los. 
ing Good Will 


The dealer who wants to stay in business 
must be particularly watchful to keep his ac. 
counts paid up and liquid. One lumber dealer 
recognizing this, after some hard thinking 
evolved a series of collection letters which he 
figured would turn the trick and yet keep cus. 
tomers smiling. He used subtle dunning methods, 
and experimented with these until he had found 
just the letters which would extract checks 
painlessly and yet not lose the customer’s friend. 
ship. 

Then he numbered them in 1, 2, 3 order and 
had the office girl copy them and mail them 
out on Friday of each week until results fo. 
lowed. Here they are: 

FIRST LETTER 

This is just a little reminder that we have 
not received a check on your account $......, 
but possibly you did not get our statement 
mailed on the Ist, so we enclose another 
memo bill. 





SECOND LETTER 
Holy Smokes! Did you know you had not 
sent us a check in whole or in part on your 
3 aaa sent you on the Ist? 
We know how easy it is to overlook these 
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little things, so we are just sending you 
this to remind you again. 


THIRD LETTER 

Much as we'd like to go on a cash basis, 
people simply won't listen to it. They prefer 
to say, “Charge It!” So we've got to do it. 

But with every charge account comes the 
painful duty of extracting checks painlessly. 
Please don’t make this task any harder for 
us by much longer refraining from sending 
us a check or writing us a letter telling us 
why you can not pay, or when you can; or 
phone us, or “sumpthin.” 


FOURTH LETTER 
It seems a sad commentary on life that we 
should have to ask for payment of our bill, 
even at the risk of offending you. It is a 
sorry state of affairs, but your continued 
silence makes it necessary. What can you 
do to help a fellow out of a predicament? 
Right away! 
FIFTH LETTER 
Really now! This is the fifth letter, and 
we have no reply to the other four, no 
check—no nothing! We are now facing 4 
situation on your account which is disturb- 
ing our peace of mind. Please don’t make us 
lose patience with you! Send in your check 
by return mail! 


SIXTH LETTER 
We don’t believe you intend to pay us. 
The only thing left for us to do is to sue 
you, and this is final notice of demand with 
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payment refused, and not hearing from you 
by «eeere the account goes to suit. 

We would not write you this last letter, 
put we are still hopeful that you will re- 
spond at the eleventh hour and save us all 
an unpleasant situation. But remember, the 

is the deadline. 


And so the series ends. To some delinquents 
the entire series of letters has to be sent, but 
with others only two or three are required to pry 
joose a check. To certain accounts only selected 
letters out of this series are sent, but debtors 
known to be slow pay get the whole works. 

The reason for using a series, sending one 
letter every week, is to exhaust all peaceful 
means of collecting yet hold the customer. Each 
letter is diplomatically worded so as not to give 
offense, and comparatively few accounts need 
the entire dose of medicine to make them 
loosen up. 





Lumber Company's Parade 
Float Awarded First Prize 


Tacoma, WAsH., April 8.—Each year thou- 
sands of people line the streets to witness the 
annual Daffodil Parade. At that time all the 
bright beauty of the broad flower fields of the 
Puyallup Valley are transferred to Tacoma as 
floats bearing millions of flowers pass the admir- 
ing throngs. 

This year Tacoma’s Daffodil Festival was a 
gorgeous pageant. Over 50 floats were entered 
and the mile-long parade was interspersed with 
bands, mounted troops and bugle corps. Three 
million daffodils were used on the floats and for 
street decorations. 

The pageant was di- 
vided into four divisions, 





First-prize float of John 
Dower Lumber Co., Taco- 
ma, Wash., decorated 
with 19,000 daffodil 
blooms. Two truckloads 
each of moss and Oregon 
grape also were used in 
its creation 





in three of which prizes 
were offered for the 
best entrants. In the 
commercial division, the 
John Dower Lumber Co., with its dream house 
built entirely of daffodils, won first prize and a 
large engraved silver cup. 

Although the John Dower float was deco- 
rated entirely with daffodils, Oregon grape and 
moss, over 19,000 pieces of wood were also 
used, for to secure each daffodil bloom to the 
house on the float the stem was removed and a 
wood toothpick was inserted into the end of the 
bloom and then thrust into the moss which was 
wired in thick layers on the house. 

As the John Dower float passed down the line 
of march it was greeted with applause greater 
than was given any other float. 


——— 


Home Craftsmanship as a 
Source of Business 


By displaying materials used by home crafts- 
men and by suggesting things to make, the 
W. E. Cooper Lumber Co., Highland Park 
(suburb of Los Angeles), Calif., has increased 
its retail sales volume very materially during 
the past year, according to Ernest Loughland, 
manager. 

The Cooper place of business looks more like 
a store, and is operated more like one, than the 
usual lumber yard. As the customer enters, 
the first thing he sees is a rack filled with dowels 
i sizes one-eighth to one inch. 

“You know there’s a fad for making bird 
Cages with dowel sticks,” Mr. Laughland says, 
observing the customer examining the stock. 
“We've certainly been selling lots of them for 
that purpose.” 

‘he customer also will see nailed to the wall 
a picket fence gate of the kind that formed the 
entrance to every front vard in the old days, 


AMERICAN LUMBERMAN 


still admired by many people who believe they 
lend individuality and charm to certain types 
of homes. A placard on the gate quotes the 
price at 4%4 cents per picket. 

On the same wall are samples of mirrors 
built into medicine chests or home-made 
dresser tops. If mirrors are needed for home 
shop projects the lumber company has them in 
all sizes. 

In plain view from the front, the rear half of 
the store is well stocked with racks of hard- 
wood lumber in sizes usually preferred by the 
home craftsman. 

“The home craftsmen make everything from 
airplane models to beautiful pieces of furniture. 
A few have become excellent amateur wood- 
carvers,” said Mr. Laughland. ‘“We have en- 
couraged woodworking by showing interest in 
their work, but increase in that part of our busi- 
ness has been due principally to the fact that we 
endeavor to have on hand the desired kinds of 
hardwoods.” 

Paints and varnishes, brushes, hinges, springs, 
bolts and other small articles are prominently 
displayed near the front of the store. 


What Dealers Are Doing 


CepAar Fats, Iowa.—The Townsend & Mer- 
rill Co. was host to its yard managers in this 
district, plus 40 painters. Refreshments, enter- 
tainment, and a paint demonstration featured the 
occasion. 





Aupupon, Iowa.—The Green Bay Lumber 
Co. held a building school at its yard on a re- 





An educational pro- 


cent Saturday evening. 
gram covering various phases of building was 
presented with co-operation of manufacturers. 


CuHILLIcorHE, On10.—The Chillicothe Lum- 
ber Co. entertained contractors and carpenters 
from all over the county in celebration of its 
14th anniversary. Modernizing opportunity un- 
der the FHA was stressed, and a home re- 
modeling film was shown. About 150 attended. 


MorrisTOWN, TENN.—The Burke & Hodges 
Lumber Co. was awarded contract for fabricat- 
ing concrete forms for a new viaduct in Knox- 
ville. About 200,000 feet of lumber will be re- 
quired for the forms. 


Wueeiinc, W. Va.—The Scott Lumber Co. 
in co-operation with Johns-Manville sponsored 
a meeting for contractors, held in a local hotel, 
to boost the FHA modernizing drive. The 
sound picture “Before and After” was shown. 


Kent, On10o.—The P. L. Frank Lumber Co. 
sponsored “Farmers’ Day” at local Better Hous- 
ing exposition on a recent Saturday, donating 
a special attendance prize. Twenty-three local 
merchants made displays at the exposition. 


LAKEview, Ou1o.—G, C. Thompson, manager 
Lakeview Lumber Co., entertained a group of 
contractors and carpenters, in the company of- 
fice, with a demonstration and motion picture 
relating to Johns-Manville products. The Na- 
tional Housing Act was explained, and lunch 
was served. 


WortTHINGTON, Ou10.—Howard Potter, presi- 
dent, presided at a meeting of contractors, car- 
penters and painters held in a local hotel, spon- 
sored by the Potter Lumber & Supply Co. The 
purpose was to acquaint the craftsmen with the 
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products handled by the company, especially 
those of the Pittsburgh Plate Glass Co. A rep- 
resentative of that concern demonstrated its 
paints. 


MarSHFIELD, Wis.—The O. & N, Lumber Co. 
recently was host to building contractors at a 
showing. of “Before and After,” a sound film 
teaching the contractors to visualize for home 
owners typical repair and modernization jobs. 





and Will Retire 


Ursana, Ixi., April 8—S. E. Huff, owner 
of the long-established retail lumber business 
bearing his name, has sold it to the Fred A. 
Smith Lumber Co., line-yard concern with head- 
quarters at Rockford and eight other yards at 
various Illinois points. 

For the present Mr. Huff will assist the new 
manager, Andrew B. Spiers, in the conduct of 
the business, looking forward, however, to his 
ultimate retirement. 

Mr. Huff has been engaged in the lumber 
business since 1881, starting in Cerro Gordo 
and later engaging in the same business in 
Decatur with his brother, W. J. Huff. Then 
came a period in the manufacturing end of the 
industry, as operator of a sawmill in Houston, 
Tex., known as the Lone Star Lumber Co., 
which Mr. Huff sold in 1900 to establish him- 
self in Urbana. 

He has been active in civic affairs here, be- 
ing chairman of the board of the Carle Hospital 
Association, president of the library board, 
member of the Urbana-Lincoln Hotel board, 
chairman of the board of trustees of the First 
Methodist Church, and chairman of the Out- 
look Tuberculosis Sanitarium. 

The new manager, Mr. Spiers, is well known 
to the building trades fraternity in this section, 
having for the last twenty years been traveling 
representative of Bird & Son, roofing manufac- 
turer. 


Retail Yard Changes Hands 


Hume, ILu., April 8—The property of the 
W. M. Simpson Lumber Co., here, has been 
purchased by Horace Cowen, who will conduct 
a retail lumber and building material business. 
Mr. Cowen has been identified with the lumber 
business for the last twenty-five years, having 
during that period been with the Armour Grain 
Co., and later with the W. M. Simpson Lumber 
Co. Extensive modernizing of the plant is now 
under way. 


Buys Control of Mill Operating 


on Farm Logs 


BrooOKHAVEN, Miss., April 8.—A controlling 
interest in the Lincoln County Lumber Co. 
here, recently has been purchased by L. O. 
Crosby and associates, of Picayune, Miss. To 
a representative of the AMERICAN LUMBERMAN, 
Mr. Crosby said that it is planned to enlarge 
the mill and increase the capacity in order to 
enable the plant better to take care of logs 
purchased from farmers during the seasons 
when it is most convenient for the farmers to 
deliver them. However, there has been no 
definite decision as to when these improvements 
will be made. The plant has some timber of 
its own, but buys from the farmers much of the 
timber on which it operates, and Mr. Crosby 
says it will be the purpose to continue to work 
closely with the farmers who have timberlots 
adjacent to their farms, and “we hope to per- 
petuate this operation by having the timber 
growers of Lincoln County as our partners. 
Therefore it will be our purpose at all times to 
do the best we can for them, in order to en- 
courage the farmers to take care of the young 
timber, thus making a continuous supply pos- 
sible.” 

Mr. Vernon, the original principal owner of 
the Lincoln County Lumber Co., will be retained 
as manager, and Mr. Crosby announces that the 
business will be carried on practically as it has 
been in the past. 
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The Tennessee Valley Authority is much 
discussed at present; what with Federal 
court decisions, private arguments over 
the “yard stick” electric rate structure and 
the implications of what is usually de- 
scribed as “government in business.” 

About these things the Realm expresses 
no opinions. They are outside our ward. 

However, one part of this vast experi- 
ment is of special interest to our industry. 
When the TVA built the town of Norris, 
in eastern Tennessee, it was compelled to 
deal with a factor that promises to be of 
the greatest importance to all builders and 
material dealers. 

This is the small house of modern design 
and modern standards of equipment and 
efficiency, produced at a cost within the 
reach of the family of modest income. If 
the building industry can answer that ques- 
tion satisfactorily, as the motor-car indus- 
try is answering a similar question in its 
field, the building interests will have taken 
a long step forward. Our big future mar- 
ket, unless all signs fail, will lie within the 
small house field. But it is clear that the 
small house, like the small car, must be 
not only inexpensive but must also utilize 
elements of good appearance, efficiency and 
operating economy. The TVA has kept 
these elements in mind; and for this rea- 
son the town of Norris deserves the atten- 
tion of lumbermen. 


A CONTINUING EXPERIMENT 


This department naturally does not inti- 
mate or believe that this unusual industrial 
village is a complete answer to all our 
questions. The Authority built to suit its 
own purposes and under conditions which 
do not prevail everywhere. The work has 
been done under favorable conditions. The 
Authority began practically with a clean 
slate; though it did remodel some thirty 
farm houses already on the location, re- 
constructing them according to the general 
standards followed in the new buildings. 
It could and did command a high type of 
architectural and engineering skill in lay- 
ing out the town and in planning the 





No. |—Hand-riven oak shingles on roof 
and side walls. No. 2—HOUSE BUILT 
FROM PLAN, part of which, for first 
No. 3 
—A cinder-concrete-block house. No. 4 
—Hand-riven oak shingles on a side 
wall—a_ detail showing texture. 
No. 5—In the house open to visitors—fire- 
place and wooden cottage paneling. 


floor, is on following page. 


view 





of the 


houses. A centralized control made pos 
sible the fitting of individual buildings 
both in design and in location, to a unifig 
plan. It received specialized co-operation 
of manufacturers of household appliances, 
These conditions are seldom all present jp 
private building. But after making guj. 
able allowances, the fact remains that the 
Authority has made one of the notable 
practical studies of the small house. 

This department can do little more than 
describe the results in the terms of ap 
pearance. The experiment is still going 
forward, as more houses are built; and the 
Authority would hardly be willing to say 
that it has answered all these questions, 
even for the special purposes of this spe 
cialized town. Cost figures that have been 
released are in terms of averages; and 
certain overhead items are still rather 
high, since the sewage and water systems, 
streets and other public services were made 
adequate for a town of 10,000 people, and 
these costs must be prorated over only 
about 15 percent of that number. Certain 
novel types of construction have not been 
in use long enough to develop fully their 
special excellences or their possible defects. 

The department spent an afternoon in 
the village; going about the streets, taking 


photographs and studying the house that | 


is open to inspection. Later we visited the 
TVA offices in Knoxville, where Maurice 
Henle, of the publicity department, an- 
swered our questions and supplied us with 
drawings and information releases. 

Most readers of this journal know that 
the town of Norris is in eastern Tennessee, 
some twenty-five miles from Knoxville and 
five miles from the big dam which bears 
the same name. This region of many 
rivers, lying west of the Great Smoky 
Mountains, used to be known to the early 
pioneers as the “Western Waters.” The 
series of dams, of which Norris is but one, 
was intended in part for flood control and 
the checking of soil erosion, and only in 
part for the production of electric current. 

When the Authority began the construc 
tion of the dam, it planned first to build 4 
temporary construction camp to house the 
workers. But the cost of this temporary 
camp would have been large, and the build 
ings would have been of little value when 
the dam was completed. So the decision 
was reached to build a permanent town at 
a somewhat larger cost. <A construction 
camp was included to house the single 
men; but this camp was so built that it 
will be permanently valuable in later in- 
dustrial developments. These industrial 
developments are to justify the permanent 
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A Visit to the Model TVA Village 


A TOWN BUILT TO ACCOMPANY A DAM — AN EXPERI- 
MENT IN DESIGN; OF TOWN AND DWELLINGS— 
BEAUTY, UTILITY AND MODERATE COST AS OBJECTIVES 


town; though the precise nature of these in- 
dustries, I believe, has not yet been decided. 


FOUR-ROOM HOUSE IS STANDARD 

Capable town planners laid out the streets in 
curves and circles, conforming to the natural 
contour of the hills. So each house has its own 
setting. All of them fall into a general picture, 
and there is a happy absence of that monot- 
onous regularity that marks most old-fashioned 
industrial towns. There are the necessary pub- 
iic buildings, such as a school, a range of com- 
mercial buildings, a trade shop and the like. 

This department was chiefly interested in the 
more than three hundred dwellings; most of 
them single-family units. Ail but two or three 
of these single-family buildings are built with 
four rooms and bath, though the size and elab- 
orateness vary considerably. I believe that all 
the houses are electrically heated. They have 
electric refrigeration, cooking units and water 
heaters. Some at least have electric dishwashers 
built into the kitchen sinks. Since this is an 
electric town, it is but natural that full use 
should be made of current. This makes for defi- 
nite differences in design; doing away, for ex- 
ample, with the usual heating apparatus. 

The houses have been built in three groups or 
hitches. The first group numbered about one 
hundred and fifty. : When it became apparent 
this this would not be enough, a second group 
of about eighty was added. The third group 
also numbered about eighty. The Authority ex- 
perimented as it went along; and houses in the 
first group, generally speaking, are the largest 
and most elaborate. ‘These houses were divided 
between all-frame construction and brick veneer. 
Those in the second group were the smallest and 
least expensive; though they also have four 
rooms and a bath in each. This group was the 
most experimental; and, should they prove suc- 
cessful and continuingly desirable, they may give 
lumbermen many a headache. They are built of 
cinder-concrete blocks, finished inside and out by 
painting directly upon the blocks. The floors are 
of concrete with pre-cast joists and slabs having 
a surface similar to tile. Some of the roofs are 
sheet metal laid on wood rafters. These rafters, 
and the doors, about tell the tale of the wood 
used. The third group consists of single units 
somewhat larger than those of the second group, 
and are built of cinder blocks, frame and native 
stone. Interior partitions are of wood, and the 
inside walls are finished above with plywood and 
below with wide boards, wainscot fashion. 


SOME AVERAGE COSTS 

Before describing the houses—a better idea of 
which can be gotten from the accompanying pic- 
tures—we may as well mention the averaged 
cost figures given out by the TVA. The average 
cost of the first group was $6,180. These are 


four-room cottages with bath, fireplace, porch 
and an attic large enough for two rooms. The 
cost includes labor, materials, connections to 
water and sewer mains and the prorated share 
of planning and overhead costs. The one-story 
cinder-block houses of the second group, each 
with four small rooms and bath, cost $1,890. The 
third group, each with four rooms, bath and fire- 
place, cost $2,074 each. 

Costs varied, as they do everywhere, accord- 
ing to the amount of space, the design, finish 
and elaborateness of equipment. Some costs seem 
high; others surprisingly low. Rentals also vary 
widely, ranging from $14.50 per month for a cin- 
der-block house of the second group, to $45 for 
the two or three larger houses. The average for 
the fully-electrified house of the first group is 
$30.88. The average for the third group is $22. 
Based upon costs, rental percentages seem un- 
even; only twice as high for the first group as 
for the second. Why there should be this varia- 
tion we do not know; though it seems a probable 
assumption that the Authority decided the first 
group, by reason of larger size, more elaborate 
design and more extensive equipment, cost more 
than a comparison of living values would justify. 

There are many designs, and some variation 
of interior arrangement. One of the local fea- 
tures is the use of hand-riven oak shingles, made 
on the job from local timber. These shingles 
were split out just as were the pioneer clap- 
boards; though the shingles are much shorter. 
These shingles are used, we believe, on all the 
roofs except those of some of the cinder-block 
houses, which are of metal, and they are used on 
the side walls of a certain number of houses. 
These shingles soon weather to an interesting 
texture and have, of course, a long life. 

The variation of design, the careful attention 
to setting, and the complete landscaping—give 
the town a highly attractive appearance. It is 
worth noting that the FHA is asking, and in 
most cases insisting, that the loans it makes shall 
include items for completing the outside setting; 
grading, walks, seeding and shrubbery. This 
is a matter in which the Government is setting 
an example that private business might well 
imitate; for no house looks complete and live- 
able, and certainly it does not have full resale 
value, until it is finished clear to the lot line. 
The finished appearance of Norris is not the least 
of its charms. 

We know nothing of the character of the 





No. I—House of native stone. No. 2—One of 

the larger Norris houses. No. 3—Wainscot and 

plywood wall, not yet painted. No. 4—On an 

enclosed porch—French doors, hand-riven oak 

shingles, concrete slab floor, and electric control 
boxes. 
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people living in Norris, save what we could 
infer from appearances. They are prac- 
tically all young people; and they look no 
more like the traditional “hill folk’’ of the 
neighboring mountains than do the people 
on Michigan Avenue or Broadway. We 
noted young women walking purposefully 
along the streets of Norris who, we were 
ready to gamble, were on their way to 
afternoon bridge parties. 

Without more exact figures than this de- 
partment has available, it is impossible to 
make an exact comparison of costs. The 
cinder-block houses, which are quite small 
and of unproven utility, present the lowest 
lump-sum costs. No doubt quantity produc- 
tion lessened unit expenditures somewhat. 
The use of plywood on interior walls is a 
device which is being used by many build- 
ers. The absence of basements, made 
feasible by low-cost current in heating, 
marks a certain saving. The hand-riven 
shingles are a novelty, and no cost figures 
are available. All the frame and veneer 





This is the floor plan of the Norris home, 

photograph of which is shown on preced- 

ing page, on the left-hand side, second 
from the top 


AMERICAN LUMBERMAN 


houses are fully insulated, as are the roofs 


of the block houses. So far as we could 
learn, no pre-fabrication went into the con- 
struction. As we see it, the most notable 
achievements are in town planning, finished 
appearance, excellent designs made specific- 
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ally for small houses and not merely gy 
down from larger designs, completeness of 
equipment, and dignity and adaptability of 
architecture. Whatever else it is, and what. 
ever it may prove, Norris is a handsome 
town; a place it is a joy to visit. 
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Sells Cottages by Showing Samples 


SeattLe, Wasu., April 8—An 
avalanche of Sunday visitors des- H. FE. 
cended upon the new Cape Cod “We 
cottage which is at the core of around 
the merchandising plan of the Mil- 
ler Lumber Co. They exhibited 
remarkable interest in this home 
as well as in the new log cabins 
built for summer use in the Puget 
Sound country. 

Built by the Miller company as 
a demonstration home, especially 
adapted to the small-income family, 
the cottage, which takes its charm 
from picturesque Cape Cod, has 
embodied within it many modern 
appointments, and can be built for 
$1350, which latter fact has drawn 
the large Sunday afternoon attend- 
ance from many parts of the Puget 
Sound region. 


The Miller Lumber Co., in busi- 
ness in the Georgetown, or south- 
end, section of Seattle for many 
years, has taken a large merchan- 
dising stride forward with the new 
and comprehensive Cape Cod plan. 
for its little, white, green-shuttered 
cottage, whose architecture has 
been transplanted by the design 
of W. G. Brust, Seattle architect, 
from the East Coast fishing village 
to the Puget Sound area, has be- 
come a white spot of lumber sales 


complete 


LUMBERMAN concerning this house, 
Milter said: is 

built it to 

Seattle 
does not include any basement con- 
struction cost, but is for the house 
above the basement line. 
It is a small, 
with the idea of heating by stoves 
or circulating heaters, but where a 


ginning to agree 
true, 

and 
which 


sell in : , 
$1350. Cape Cod cottage 
the local 


proved its construction. 


for 


4-room house, built 
cottages: One for all 
with $1,000 down 





Model Cape Cod cottage built by Miller Lumber Co. 


with us that this 
and are looking on the 
small loans with more favor. 
was visited by 


FHA officials, 


“The first two weeks after the 
opening we sold 11 of the Cape Cod 
cash, one 
payment, 


Walsh, our sales manager, will 
make it his permanent office. 

“We find it is better to separate 
the selling of homes from our lum- 
ber business, because it is impos- 
sible to wait on the lumber trade 
and at the same time talk to pros- 
pective home builders, without in- 
terruptions. We found this true 
last year, when by having a 
sample log cabin home on display 
we were enabled to sell 172 homes 
of that type.” 


Our 


who ap- 


one 








Co-operative Display 

J. B. Sullivan, .of the Rome 
Builders Supply Co., Rome, Ga, 
tells the AMERICAN LUMBERMAN 
about a co-operative show-window 
display plan worked out by the 
city’s Chamber of Commerce. This 
organization occupies a downtown 
sales room; and since it did not 
need the display windows for its 
own immediate purpose it arranged 
a deal with twenty-six local firms. 
Each firm pays two weeks rent on 
the room for the Chamber, and in 
return is allowed to put a window 
display in the front for two weeks 
out of the year. This suits the 
purposes of the Chamber of Com- 
merce. Not only does it get the 


and model homes. 


Co-operating with the Miller 
company are a host of financial 
houses and other businesses. The 
Merrill & Ring Lumber Co. tied 
into the merchandising plan of the 
new model home with its promo- 
tion of red cedar shingles. inasmuch 
as the Miller Lumber Co. has af- 
forded “roof insurance” for its 
Cape Cod cottage with that type 
of shingles. 

O. B. Williams Co., First Ave- 
nue (South), Seattle, emphasized 
the fact that its organization had 
furnished the sash, doors and mill- 
work, 

In a statement to the AMERICAN 


basement is added a small furnace 
could be used. We installed in the 
fireplace a circulating heater, which 
in the mild climate of Seattle is 
sufficient to heat the four rooms. 

“We figure that 75 percent or 
more of the people now employed 
are earning between $75 and $150 
a month, and this house was built 
with the idea of selling to those 
classes, as we feel that the 25 per- 
cent making more than $150 a 
month, for the most part, already 
have proper housing. Experience 
since the opening of the Cape Cod 
cottage has convinced us that our 
conclusion was correct. 

“Banks in this territory are be- 


with $750 down, one with $500, and 
the others with full 80 percent 
loans on the 20-year plan provided 
under Title IL of the National 
Housing Act. 

“The first Sunday the Cape Cod 
cottage was open it was viewed by 
3,000 people, and 400 to 500 a day 
for the first week. The second 
Sunday 2,000 persons passed 
through, and the week-day average 
(ter the second week) was about 


350. We are convinced that it pays 


to build a sample house to close 
sales. 

“We intend to keep this house 
as a permanent sales room. It has 
been furnished completely, and Mr. 


rent paid through the year, but its 
windows contain a year- -round ex- 
position of the city’s industries. 
Mr. Sullivan’s turn came recently, 
and he placed in the window a well 
balanced line of merchandise suit- 
able for spring. The background 
consisted of screen doors. Mr. Sul- 
livan has his own downtown store 
and sales room, and carries 4 
complete stock of building: mate- 
rials and accessories. He is con- 
vinced that displays help to make 
sales. They remind customers af 
needs; and often a buyer who 
comes down for a screen or a gal- 
lon of paint is reminded of other 
needs. 
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A Wee Little Place 


We dream many dreams in the heydey of youth, 
When the heart, not the eyes, look at life, and its truth. 
Then nothing will do but a mansion of brown 


On the principal street of the principal town. 
But the principal town is some city afar, 


And the principal street—well, you know how they are. 


Then a man comes along, or a lady of grace, 


And no castle you build—just some wee little place. 


For the joy of the world isn’t made by our dreams, 


Nor a castle in Spain that magnificent seems, 


And the peace of the world is not made of a street 


Where the avenues cross or the boulevards. 


For the joy and the peace and the comfort abide 
Where the language is kind, where the loving reside. 
It’s a thing for the world and a thing for the race 
When two people like that build a wee little place. 


No, your town isn’t made of your mansions alone, 
Of your giants of steel, of your castles of stone. 


They count quite a lot, and they run into sums, 


But it isn’t from these that your happiness comes: 
It's the greatest of things for the cities of men 
When the hands of the young begin building again. 


Its a marvelous thing, it’s a wonderful case, 


Mr. Belcher used to have a suit. 
Now he has a sponge for the suit. 


During the seventeenth century the 
English often used to drink forty to 
fifty cups of tea a day. No wonder 
Great Britain is an island. 


Some Illinois teachers object to 
taking the oath to support the Con- 
stitution. They don’t know you can 
do it with your fingers crossed. 


A Los Angeles communist was 
jumped on by the crowd for jump- 
ing on the American flag. He should 
be allowed one more jump—across 
the Pacific. Of course, he might not 
make it in one jump, but let’s not 
worry about that. 

Raymond Moley says that, as a 
Democrat, he hopes the Republicans 
will nominate for President some 
weaker man than Arthur Vanden- 
berg. Well, they’ve got ’em. 

Easter is a day for display, but of 
humility, not pride. 

Every day in every way Uncle 


When the new, when the young, build a wee little place. Sam is getting debter and debter. 


Between Trains 


Granp Rapips, Micu.—The Grand Rapids 
Retail Grocers & Meat Dealers’ Protective As- 
sociation they call it, and it might just as well 
be a name for any dealers, lumber or other- 
wise. In the retail business you are always 
playing on the defense, and seldom are allowed 
to carry the ball. If it isn’t the customer, it’s 
the city council or something, and if it isn’t 
something it’s something else. In some States 
you have to pay a sales tax, and the politicians 
get the money, while all the dealer gets is the 
mad. The retail dealer is the buffer between 
one thing and another, and anyone who has 
buffed knows that it is not any great fun. 
Nevertheless the meat men and grocerymen re- 
fused to be downhearted at their annual dinner 
tonight, and our only regret was that it wasn’t 
a flock of retail lumbermen, who, we feel sure, 
need a little chirking up these days. 


MANSFIELD, On10.—It was fine to be in a 
town that isn’t crying over any crisis, or look- 
ing forward to the future with anything but 
confidence. The vice president of Westing- 
house, which has done so much to introduce 
electrical appliances into so many homes, in- 
troduced us at the annual dinner of the Cham- 
ber of Commerce tonight, and we trust we were 
not a refrigerator at least but rather an electric 
toaster or something like that. Anyhow, what- 
ever was left of the depression we all laughed 


away, for in Mansfield the accent is on the 
man. 


We See b’ the Papers 


Now it is complained that the Treasury De- 
partment isn’t cleaning currency as frequently 


. nent. Nobody is cleaning up the money 
ne did. 


Bank deposits are fifteen million dollars more 
than they were at the bottom of the depression. 
Unfortunately, the fifteen million are unem- 
ployed. 

The Soviet ambassador says the Soviet Gov- 
ernment will do everything it can to preserve 
peace. The communist idea of preserving peace 
may be observed in any strike area. 


The Taj Mahal is one of those things that 


everybody knows about without attempting to 
Pronounce it. 


At Petersburg, Ill., a woman has been elected 
President of the bank. Did you ever try to 
orrow a ten from the wife? 


We don’t recall ever having seen a drunken 
sailor, but we do know a number of Congress- 
men. 


_Hailstones an inch thick fell recently in Vir- 
ginia. Evidently Carter Glass was making a 
speech somewhere. 


Europe still owes twenty billion to us. But 


what is twenty billion to us? 


_ Someone has discovered a white frog with 
pink eyes. Or thinks he has. 


Mr. Hoover was given a loud cheer when he 
got off the train in New York. We hope he 
didn’t get off at the Bronx. 


It was easy to repeal prohibition, but it is 
not so easy to repeal a drouth. 


Perhaps what we ought to end is the war 
prophets. 


The only trouble with a lot of things that 
are done for the workers is that they won't 
work. 

“Bloodshed Looms,” says a headline. That 
must be where some of these red dresses the 
wemen wear come from. 


’ 


The Ghosts of Spring 


Spring never comes, up here among the trees, 

But I recall all other things than these: 

The happier springs of other, happier, days, 

Before one knows how little pay life pays, 

The sadder springs when grief was near at 
hand, 

That only time can make us understand, 

Yes, all the steps of all our journeying, 

Our other springs, return with every spring. 


How many times I’ve seen the budding bough, 
The same each springtime as its branches now, 
How many times have opened unto me 

The violet, the pale anemone. 

And all the violets of all the past 

I found were violets that could not last. 

And each anemone has closed its eyes 

When life and summer brought the hotter skies. 


Ghosts of old flowers, ghosts of hopes and 
dreams, 

Each spring come 
streams ; 

Yes, every spring has sweetness of its own, 

And all the beauty earth has ever known. 

Down in the city men remember not; 

Up in the woods, here nothing is forgot. 

Loves that no longer even bear a name 

In every springtime seem again the same. 


smiling with awakening 





(Gru remade. 











HAVE YOU 


ORDERED... 


_ MICKLIN 
\ CORNERS 








— We actTuAL 
SIZE 


The BIG selling season is here! Don’t miss 
your share of the profits! Carpenters, home 
owners, wood workers, florists, sign and dis- 
play men everywhere want Micklin Corners. 
Micklin Dual Corners make true, rigid, 
right angle joints on screens, shelves, etc., 
without mitering or mortising! Micklin 
Single Corners make saggy and wobbly 
joints strong as new. Everyone who buys 
Micklin Corners is a prospect for lumber, 
screen wire, paints and other accessories. 


Consumer Advertising Released! 





Our National advertising will reach thou- 
sands of prospects right in your own com- 
munity! Sales helps of all kinds (including 
attractive, three color, wooden counter dis- 
play) furnished without charge. Prepare 
NOW to supply the demand. Order from 
your jobber TODAY, or write 


MICKLIN MFG. CO. 
Dept. 65 Omaha, Nebr. 
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Selling Lumber Through Commission 
Lumber Salesmen 


(By J. F. Carter, New Orleans, La.) 


The subject of this paper might 
be criticized on the ground that 
lumber is not sold, and, further, 
that commission men are not sales- 
men. ‘Therefore this explanation: 
I shall presume to set forth how 
lumber can be sold, and shall trans- 
form commission men who are not 
salesmen. 

It must be understood that I am 
not dealing with either of the other 
two means for distributing lumber 
—the salaried salesman and the 
wholesaler of lumber. I am dis- 
cussing only a single method of 
distributing because the subject is 
quite large enough—to introduce 
the other two sales arms might 
complicate the story. This paper 
is composed of facts, some of my 
own opinions, and opinions of 
others. It is written for the pur- 
pose of placing thoughts before 
sales managers and commission 
lumber salesmen in the hope that 
there might grow from it an im- 
mediate improvement in handling a 
commodity which is sadly in need 
of salesmanship. 

This paper will be looked upon 
as critical in some cases, and per- 
haps there will be disagreement 
with my statements. For which 
reason I| again call attention to the 
foregoing paragraph. 


Put All Salesmen on Equal 
Footing 


Much of what I express here- 
after may be applied with equal 
force to other arms of distribution. 
My attitude is that every man on 
the selling firing line is entitled to 
exactly the same consideration, the 
same ethical treatment, as given to 
any other salesman. 

Many “commission men” are 
buyers for their friends. They claim 
this was forced upon them through 
years of maltreatment. They can 
be brought around to actual sales 
representation if the mill so de- 
sires. But not through condemna- 
tion. Equality of treatment will 
turn the trick. 

Perhaps sales managers will 
think this is more of a treatise on 
managing sales. The subject turns 
that way. Any development of the 
subject will find the writer trying 
to bring about an accord between 
sales managers and salesmen, and 
this must come through construc- 
tive criticism. 

While some may reach another 
opinion as to my ideas, my sole 
aim is to offer any suggestions, my 
own or others, which might bring 
about a more directly supported 
plan of actual salesmanship. It is 
a crying shame that lumber is dis- 
tributed as it is. And right here 
it might be said that the sales man- 
ager is much too often pressed to 
get orders on the books, when he 
should be given that freedom which 
would either end in good sales, 
properly made, delivered so that 
the least claim can be made, or per- 
mitted to send in his resignation. 


Where the sales manager, however, 
is given a free hand, the burden of 
blame for poorly made sales rests 
upon his shoulders. 


Here we go with a series of sug- 
gestions : 

(1) Commission salesmen should 
be carefully chosen by sales man- 
agers, and not merely named be- 
cause of a nice letter. 


Provide “Exclusive” Sales 
Territories 
(2) A commission salesman 


should be given exclusive territory, 
definitely described in written form, 
and every piece of business devel- 
oped in that territory should be 
credited to him, and the commis- 
sion paid to him. All inquiries re- 
ceived by the mill should be re- 
terred to the salesman in the ter- 
ritory from which the inquiry came. 


(3) <A stated percentage as 
commission should be named, with 
an extra compensation for extra 
work, such as contacting architects, 
engineers etc., settling claims or 
disputes, or developing new busi- 
ness. 


(4) No stock sheets or price 
lists or offers of lumber should be 
sent to any others than the bona 
fide, recognized exclusive sales rep- 
resentative in any given territory 
—and not to anyone who asks for 
such sheets. That is, an attempt 
should be made to sell through the 
salesman in each territory. 


(5) Stock sheets and price lists 
to commission salesmen should tell 
every possible piece of information 
about the stock; whether air or 
kiln dried; whether of proper dry- 
ness; assortment of lengths; quan- 
tity offered for sale; whether 
grade-marked; whether old or new 
stock; state the price and do not 
ask for “best offers’; and such 
stock sheets and price lists might 
very well indicate definitely the 
facilities of the mill to manufac- 
ture special and _ stock items, 
whether made to order or from 
rough stock on hand. 


(6) Based on the exclusive rep- 
resentation plan, the commission 
salesmen might learn much at the 
mill by its paying the expense of 
a trip once each year. 


(7) Commission salesmen who 
merit the name usually have the 
favored entree to a certain number 
of purchasers. Whether orders 
move through the salesman or di- 
rect from such purchaser to the 
mill, it would appear the commis- 
sion belongs to the commission 
man, whether with exclusive repre- 
sentation or not. 


(8) Each party should agree 
that all communication expense 
shall be paid by the one sending 
such communications. 


Mill Should Pay for “Extra” 


Services 


(9) On numerous occasions a 
sales manager visits large buying 
centers, books orders direct with 
customers, then calls on a friend 
in the commission business for a 
chat and for information, perhaps 
asking him to try to move a few 
items for the mill. In hardly any 
other industry would that be looked 
upon as ethical. 


(10) A case like this: A com- 
mission man sells yellow pine for 
a mill, but does not represent the 
hardwood; the mill sells some 
hardwood directly to the yard, and 
there develops a claim; the mill 
asks the commission man to settle 
the claim—on hardwood—without 
compensation. 


(11) Cémmission men are in 
position to influence more and bet- 
ter sales, provided they are given 
all information about the lumber, 
and provided they are presented 
with all promotional literature of 
the mill or any association. 


(12) Commission salesmen 
might be brought together at fre- 
quent intervals at their own cent- 
ers for informative discussions of 
questions which they meet each 
day in selling. This will make them 
better salesmen, better able to cope 
honestly with the problems hung 
on them in their rounds. 


Salesman Can Help Stabilize 
Prices 


(13) If mills have surplus items 
or items which are sluggish for any 
reason, why break the market by 
offering them right and left at re- 
duced prices? The buyer of lum- 
ber buys because he needs lumber. 
lf the regular commission for a 
sale, plus a nice bonus for moving 
the particular surplus or sluggish 
item, is paid, and the regular price 
asked, the mill makes more money, 
the item is moved, and the commis- 
sion man is rewarded for his extra 
effort and expense. The plan is 
now tried successfully. Its spread 
to other mills might stabilize a 
market. 


(14) Commission lumber sales- 
men have been taught (and have 
had enforced upon them) the bad 
practices in which too many of 
them indulge. On the theory that 
satisfied men are willing to work 
hard and on the theory that men 


usually like to develop good instead 
of bad practices, the establishmen 
of sternly practiced rules of fair 
treatment on every kind of transg. 
tion should immediately change thy 
attitude of the commission sale. 
man. 


(15) Mills have been known ty 
receive an offer and reply to th 
effect that it is too low—withoy 
saying what is right. That oc. 
sions additional cost for someone 
It also develops hard feelings q 
the part of one or the other, | 
may Cause a customer to lose faith 
in the salesman or the mill. It may 
permit an order to go somewhere 
else than to the species desired ané 
first required. 


(16) Mills are asked for car 
numbers, and do not respond. A 
negative reply is better than none. 


Mill Must Provide the 
"Ammunition" 


(17) Because of the increasingly 
close specification writing by some 
industries and yards, a commission 
salesman should be as _ truthfully 
informed of the character of stock 
he is handling as if he were at the 
mill himself. The more facts a 


salesman has, the better he sek P 
and the more quickly he gets th fF 


order and moves along toward the 
next prospect. 


(18) 
ten commission salesmen attend a 
meeting of sales managers now and 
then. 
tion, the understandings 
would be reached, would be of in- 
estimable value. 


(19) Commission lumber sales- 
men, probably representing several 
mills in the same species, or several 
species, should truthfully inform 
each mill the names of all others 


being represented; the same fait- ff 
ness and openness of treatment 


should be granted as is asked. 


(20) Commission salesmen 
should bend every effort to have 
their orders conform to the stant: 
ard specifications of the association 
representing that species, for there 
are grade rules covering practic 
ally everything required in lumber. 
Moreover, they can do much t 
stabilize lumber distribution if they 
will endeavor to have their mill 
implicitly follow all rules and reg 
ulations of the regional associa 
tions. 


(21) Commission salesmen rer 
resenting two or more specits 
should not pit them against eat 
other in order to achieve a silt 
That is not selling. 


(22) Commission salesmet 


might find it beneficial to promote 
a standardized, grade-marked prot 
uct in the interest of their custom 
ers; and may have a good influent 
to the same end in discussions wi 
the mills they represent. 


Have a band of eight or : 
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PoucHKEEpsiE, N. Y., April 8.—As a result 
of his article on “Why Are Woodworkers Dif- 
ferent,” published in the March 16 issue of 
AMERICAN LUMBERMAN, Henry T. Lumb, of 
Lumb Woodworking Co., of this city, has re- 
ceived numerous letters from woodworking con- 
cerns, commenting on the situation facing the 
industry as indicated in Mr. Lumb’s article. 
The head of one well known concern, among 


other things, says: 

That is interesting reading on page 56 of 
the March 16 issue of AMERICAN LUMBERMAN. 
Surely you have touched on the vital diffi- 
culty. of the lumber industry. It is discour- 
aging to find many lumbermen with huge in- 
terests at stake prove the most difficult to 
interest in their own business salvation. A 
substantial improvement in demand could be 
had by using their own products wherever 
pest, and instilling into their employes the 
penefit of using the materials they help pro- 
duce, to enable them to obtain more regular 
employment. The lumber industry, with the 
wood fabricating industry, represents an 
enormous purchasing power, and it is dis- 
heartening to find many of these concerns in 
their own purchases buying goods made of 
substitutes, when the same goods made of 
wood might be purchased to better advan- 
tage. It seems to me that many of our diffi- 
culties can be laid to our own lack of 
thought, to our inertia, and possibly to our 
stupidity. I surely am glad to see your in- 
telligent thought expressed in the above 
mentioned article. 


Trained Men of Ideas Is the Need 


From an entirely different section of the coun- 
try comes another letter in. which, among other 
things, the writer says: 

Your article in March 16 issue of AMERICAN 
LUMBERMAN interested me greatly and was 
the best of its kind I have ever seen. Your 
explanation of the problem is “We wood- 
workers are so busy with the little things 
of the present, that we don’t take time to 
think of the big things of the future.” Now 
I agree to some extent with your views. 
However, what I want to know is why should 
this be the case? There is hardly more de- 
tail, nor more “little things’’ connected with 
the lumber business than with other im- 
portant industries. Why do we woodwork- 
ers shy from modern methods of organizing? 
Why is the lumber industry considered the 
“lemon” among the basic industries? Why 
is itso unprogressive and unwilling or unable 
to adopt more scientific ways of doing busi- 
ness? Why do we not try to make the pub- 
lic wood conscious? Why do we not stop 
being order takers and become merchandisers 
and creators of demand and preference for 
wood? 

I believe a large portion of our trouble Is 
due to the type of men in the industry. Is 
not the lumber industry sadly lacking in col- 
lege and university trained men? Has not 
the industry put too much stress on hard 
work rather than brains and technical train- 
ing? Why do so few college trained people 
select the lumber industry for their chosen 
vocation? Every spring, scouts from the 
large corporations are to be found on the 
campuses of our great universities, contact- 
ing the likely looking graduates. Did any- 
one ever hear of a lumber company going 
after college graduates? 

Our industry needs young blood in it and 
new ideas. It is crying for technical train- 
ng and research workers which all other 
large industries now have. We have de- 
pended long enough on long hours of labor. 
The woodworkers have had enough of strong 
backs and weak brains. We must have new 
methods, and new attitudes toward how our 
business should be done in 1935. We must 
look more to the educated youth of our coun- 
try for our personnel and workers. We must 
do as the automobile, the radio, the substitute 
People are doing. 

Am I right or wrong? 


Modern Managerial Skill Is Lacking 


From still another section comes a_ letter 
‘igorously pointing out the weakness of the 
woodworking industry as compared with others, 
among these being the lack of investigation and 
research to prove whether or not, for some pur- 
Poses, other materials are better; the failure to 
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adopt sound investigation and scientific research 
to eliminate loss due to inherent characteristics 
of wood, such as warping, inflammability, etc., 
which can be corrected or offset by scientific 
methods, the statement in this connection being 
made that “there is too much lag between the 
best known practice and the average actual 
practice of the industry;” the great need for 
better design and workmanship. This writer 
continues : 

Much of the business lost by the wood in- 
dustries is because of the lower relative 
price at which competing goods can be 
bought. In the main, prices can be reduced 
only by reducing costs, and the wood indus- 
tries have been much slower than their com- 
peting industries to introduce modern 
methods for reducing costs. Other industries 
have reduced their costs by the application 
of the methods of scientific management 
within the individual plants or units, such 
methods including labor and material saving 
methods, cost keeping and various types of 
executive control, based on analysis and re- 
search. That these methods are not being 
used by the wood industries to the extent 
that they are by competing industries is evi- 
denced by their loss of markets, by the high 
labor cost of wood products as compared with 
competing products, notwithstanding lower 
labor rates in wood industries; by the small 
increase in output per man hour during the 
last ten or fifteen years as compared with 
that attained by competing industries; by the 
relatively few management engineers, either 
staff or professional, employed by the indus- 
try as compared with competitors, and by the 
very substantial results obtained where com- 
petent engineers are so employed. 

Competing industries have reduced their 
costs by scientific organization, integration 
and management of considerable sections of 
these industries through mergers of one 
type or another. 

In my opinion, those who hope to achieve 
important results through voluntary co- 
operative methods are indulging in wishful 
thinking. The way out for the wood indus- 
try, I believe, is: First, let each woodworking 
executive see that his own plant is operating 
at highest efficiency; second, unite strategic 
groups of plants into effective operating units 
through mergers; third, join co-operative 
movements where reasonable results may be 
expected, but cease to rely on them for im- 
portant results on fundamental matters. 





Price Decline Occurred Ahead 
of Cost Reduction 


CAMDEN, ArK., April 8—M. B. McLeod, 
manager of the Arkansas Lumber Co., who is a 
close student of economics and especially well 
posted on conditions in the lumber trade, does 
not believe that there is any basis for the unrea- 
sonable fear of some dealers that lumber prices 
will go to 1932 levels. Commenting on the situ- 
ation in a letter to his salesmen, Mr. McLeod, 
among other things, said: 

Many buyers of lumber feel that prices 
will continue to go down because of the Lum- 
ber Code suspension. We feel that in a great 
measure the effects of this already had been 
discounted, and there should be no reason 
for further decline. Even though mills are 
able to reduce their operating costs by cuts 
in wages and longer working hours, the most 
optimistic do not expect to reduce costs by 
this method more than 75 cents to $1 a thou- 
sand. The average selling price for yellow 
pine lumber already has declined more than 
enough to offset this saving. Many of the 
“mushroom” or “shade tree” type of mills al- 
ready have quit, and have been closing down 
ever since fixed prices were thrown out. It 
was this type of mill that kept Code authori- 
ties awake at night trying to balance pro- 
duction with demand. In the aggregate these 
‘little’ mills produce an enormous amount 
of lumber. Most of them are now “out.” 


Sending new price lists and stock sheets to 
the salesmen, Mr. McLeod said: “In these lists 
we have tried to meet the changed condition in 
the lumber market in so far as it is possible for 
us to meet it.” 
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Long Leaf 


These for this emblem of Quality on 
the Long Leaf Dimension and Tim- 
bers you purchase. 


It identifies a pioneer lumber pro- 
ducer with vast holdings of choice virgin 
Long Leaf Timber—one of the largest 
and finest stands in the South. 


lt signifies bright, straight, carefully 
manufactured, uniformly seasoned stock, 
accurately graded and noted for its 
strength and durability. 


Zimmerman Service has been tested 
through nearly half a century—it has 
found favor with many hundreds of 
Dealers because it has always satisfied 
their customers. 


Specify "Zimmerman" when you need: 


Southern Yellow Pine 


Dimension & Timbers 
Lignasan Treated Lumber 
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Richard Shipping Corp. 


Established 1847 
44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling export lumber shipments 














Week” BIG MONEY/ 
Run a Farquhar Sawmill! 


For three-quarters of a century Farquhar Saw- 
mills, powered by Farquhar Steam Rigs, have 
provided EASY, ECONOMICAL, TROUBLE- 
FREE OPERATION and SURE PROFITS. 
Write TODAY and Get the New FARQUHAR 


SAWMILL CATALOG A wealth of 
valuable information for the sawmill operator 
—EASY TIME PAYMENTS. Farauhar Dis- 
tributors in your territory carry new and 
used machinery. Repairs and supplies, 











A. B. FARQUHAR CO., Ltd. Box 621, York, Pa. 


SAWMILLS 




















Live News From the Housing Field 


Report Many Modernization Loans 


Houston, Tex., April 8—M. H. James, ex- 
ecutive assistant director FHA in Houston, re- 
ports that, up to March 23, of the thirteen 
qualified lending institutions at Houston eleven 
had made 306 loans, amounting to $131,407, for 
modernization purposes. Local firms using out- 
side lending agencies had made 171 moderniza- 
tion loans, amounting to $63,233. The estimated 
number of modernization jobs in Houston is 
2,650 and the estimated cost is $915,000. The 
ratio of loans financed without insurance to 
insured loans is $4.70 to $1. Mr. James says 
building permits for Houston for this year 
amount to $1,102,632, being about two months 
ahead of the record for the same period in 1934. 





Rules Wallboard Acceptable Ma- 
terial for FHA Loan Houses 


Wasuincton, D. C., April 8—Answering 
inquiries as to whether or not a dwelling in 
which wallboards are used can qualify for loan 
insurance, the Federal Housing Administration 
has issued the following rules: 


1. Composition wallboard is recognized as 
an acceptable material for exterior sheath- 
ing and for interior finish and its use for 
such purposes shall not in itself be a basis 
for the rejection of an application for mort- 
gage insurance. 


2. Insulating fibre board is recognized as 
an acceptable material for exterior sheath- 
ing, for a base for interior plastering, and 
for interior finish, and its use for such pur- 
poses shall not in itself be a basis for the re- 
jection of an application for mortgage in- 
surance. 


3a. Conformance to Federal Specifications 
for Fibre Board, “Insulating, Structural 
(LLL-F-321) for Grade A (Insulating Build- 
ing Board)” shall be evidence that a board 
possesses the proper qualities for adequate 
exterior sheathing and interior plaster base. 
The manufacturer's certification may be ac- 
cepted as evidence of conformance. 


3b. In determining suitability of a wall 
or insulating board as a sheathing, consider- 
ation shall be given to the manner in which it 
is protected from contact with water. There 
should be % to 1” of air space between the 
board and masonry veneers or stucco, and 
adequate means should be provided at the 
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3d. If Board is used as an interior finish, 
consideration shall be given to the probable 
durability and appearance of the completed 
finish and its advantages for insulation and 
sound absorption. 


First Northern California Loan 
for a New Home 


San Francisco, Cauir., April 8.—The first 
loan granted in northern California under Title 
II of the National Housing Act was recently 
approved. The transaction involved a loan of 
$6,000 for the purpose of constructing a new 
house in Oakland, the applicant being Alva G. 
Starr, public-school principal. The money was 
loaned by The Bank of America National Trust 
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Banker Ferroggiaro (right) hands Mr. and Mrs. 
Starr the completed loan papers 


& Savings Association. The dwelling planned 
by Mr. Starr is to be in the Spanish style. 

In a statement to the AMERICAN LUMBERMAN, 
L. M. Giannini, president of The Bank of 
America, said: 

“This Act is significant to the lumber indus- 
try because it paves the way for borrowers to 
contribute to national recovery by new building. 
It means the creation of new purchasing power 
and an important group of buyers in this terri- 
tory, which will benefit business and industry 
in general. 

“Our bank already has on file 345 applica- 
tions for new construction, under Title II of 





Architect's conception of the home to be built by Mr. and Mrs. Starr 


foot of the wall, to keep water from direct 
contact with the sheathing and to allow 
drainage away from it. Consideration shall 
also be given to manner of jointing to pre- 
vent infiltration. 

3c. If insulating board is used as a plas- 
ter base, consideration shall be given to man- 
ner of obtaining a bond between the base 
and the plaster. 


the National Housing Act. These involve a 
total contemplated expenditure of $1,489,000. 
Seventy-one of these applications, involving 
$360,710, have already been approved by the 
Federal Housing Administration. 

“In addition, this bank alone has advanced 
over $3,000,000 for modernization purposes in 
California.” 


LUMBERMAN 
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Starts First of Fifty Homes 


Burrato, N. Y., April 8.—The largest pro. 
gram of home building in western New Yor, 
in five years has been begun here by Centr, 
Park Annex (Inc.). Fifty homes will be built 





on East Depew avenue. All will be of typ. n the m 
family type, and will be sold under the FHA bevels slic 
plan of insured mortgages. Ground for This tool, 
first house was broken on April 1, and all wij ished, accu! 
be built during present year. a weight 
Assurance of Washington officials that $5. It is operat 
500,000 will be spent in Buffalo for low-cog other free 
homes in the slum sections of the city has been B cut, This 
received, and several sites are under considers. operator Ci 
tion. It is probable that the southern section time—simp 
of the city will be favored. Governor Lehman Only one 
has signed a bill validating the acts of the But. tool, which 
falo Municipal Housing Authority, members of scaffold or 
which were appointed last summer by Mayor tachment « 


George J. Zimmermann. 


i : ircles frot 
High taxes on real estate in Buffalo have lei | fcture. di 


feature, dis 


to an advance in rents recently, ranging from reatly to 
$2.50 to $10 a month. Scarcity of apartments o cinic lig 
is acute in the price range between $20 and Because 
$35 a month. One real estate firm receives an f are not al 
average of fifteen calls a day, but has only four contractor 
places vacant and expects no further vacancies the old v 
before May 1. new tool 1 

tion indust 
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Florida Is Modernizing 

Tampa, Fta., April 8.—Following an inspec- 
tion of the south part of the State, Dr. Fons 
A. Hathaway, Florida administrator of the 
Federal Housing Administration, reports from 
his Jacksonville office that larger city permits 
show $55,000,000 in repairs and modernization 
in the State since the inception of the Na- 
tional Housing Act. Reports of activities are 
not all in from the larger towns, nor does the 
total include a great amount of construction in 
communities that require no permits. Jackson 
ville leads with permits for $833,171; Miami re 
ports $827,490; and Miami Beach, $427,070, 
Tampa, Tallahassee, St. Petersburg and Or- 
lando are close behind. Orlando has a set 
for full territory canvass to locate jobs, and 
Tampa’s forces under Franklin O. Adams, 
widely known architect, are already at work 
with half a hundred canvassers. Open weather 
has helped the work a great deal. 
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Loans Are Being Offered te: ll 
Mosite, ALA., April 8.—C. H. Cowan, presi- This new 
dent Cowan Lumber Co. (Inc.) reports con- by insula 
siderable painting, reroofing and repair business F "tractor 
developing under Title I of the National Hous- J 2ustical 
ing Act. “This business,” said he, “together have beer 
with such new construction as inevitably will tang | Sta 
come will result in good business for the gS age 
dealers.” ested in 7 
He also cited the encouraging fact that some ome and 
of the larger insurance companies, and some advised t 
other sources of private capital are re-entering lustrated 
the mortgage market, apparently stimulated by request a 
the Housing Act. ing oo | 


The Merchants National Bank of Mobile is § 
advertising that it has “funds now available 
for construction or purchase of new homes, re- 
financing existing indebtednesses, or creating 


Tells of 


new mortgages.” _ A very 
This announcement took the form of a large ~ beer 
display advertisement, ten inches deep and four pn 
columns wide, in the Sunday Press-Register o Th WOOK 
March 30, stating that: a folc 
The United States Government guarantee ® . — 
under Title II of the National Housing Act spondenc 
now enables us to make new or refunding among t! 
loans on homes already existing, or loans for beautiful 
the construction of new homes. Such loans of Mr. z 
will be granted to responsible individuals trived to 
with good credit records and with capacity he cent 
to pay in accordance with the scale of grad- of the ( 
ual payments required under the Act. much att 
New construction will stimulate business Position 
—home ownership will make better citizens clea K 
—we wish to do our full part towards these . r ss 
ends—and will welcome interviews from 4! oom 1 
interested. shown, 
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NEW MERCHANDISING HELPS 








Will Help the Insulation Industry 


RoyaL Oak, Micu., April 8.—An interesting 
and constructive contribution to the insulation 
industry is a tool, recently developed and put 
on the market by a local company, which 
pevels, slices and grooves insulation boards. 
This tool, made of cast aluminum, highly pol- 
ished, accurately machined and extremely light 
in weight is cleverly named the Bevil-Devil. 
It is operated entirely by one hand, leaving the 
other free to hold the guide or board being 
cut. This clever tool is so designed that the 
operator can “slice” and “bevel” at the same 
time—simply by inserting three blades at once. 
Only one workman is required to operate the 
tool, which can be worked just as easily on a 
scaffold or bench as on the floor. A unique at- 
tachment can be obtained for cutting perfect 
circles from 4 to 48 inches in diameter. This 
feature, distinctive only to the Bevil-Devil, adds 
greatly to the decorative possibilities around 
electric light openings and for wall designs. 

Because plain solid walls of insulation board 
are not always attractive and the dealer and 
contractor sometimes meet with resistance on 
the old wallboard type of construction, this 
new tool meets a need long felt in the insula- 
tion industry. With it many new designs are 
possible. Beveled and grooved batten strips 


can be made to cover the joints, and built up 





Showing attractive effects obtained by use of Bevil-Devil 


wall columns, pilasters, rosettes and border dec- 
orations can be easily cut out. Tile designs, 
square and diamond shape are possible, the 
workman being limited only by his imagination. 
This new tool has been enthusiastically received 
by insulation manufacturers, lumber dealers, 
contractors, window display decorators and 
acoustical engineers and sales of the Bevil-Devil 
have been made in large numbers in practically 
every State in the Union and Canada. It also 
has been sold in numerous foreign countries. 

The dealer and the contractor who are inter- 
ested in increasing their insulation board busi- 
ness and in giving builders something new are 
advised to investigate the Bevil-Devil. An il- 
lustrated descriptive folder will be mailed upon 
request addressed to the Kimball Manufactur- 
ing Co. (Inc.), of this city. 





Tells of Return of a “Quaint Custom" 


_ A very effective piece of sales literature has 
Just been issued by the Arkansas Soft Pine 
Bureau, for the special purpose of promoting 
that wood for surfacing interior walls of homes. 
This folder, which fits handily into a No. 6 
envelope (the size ordinarily used for corre- 
spondence), has several outstanding features, 
among them a very attractive color scheme, 
beautiful illustrations, and unique cutout figures 
ot Mr. and Mrs. Home Owner, cleverly con- 
rived to “‘stand out” when the folder is opened. 

l¢ center illustration shows the living room 
of the Cape Cod cottage which attracted so 
much attention at the Century of Progress Ex- 
Position, paneled in the Paul Revere design of 
clear Arkansas soft pine. Other interesting 
_ interiors, similarly treated, are also 
shown, The central theme of the folder is ex- 


pressed in its caption “A Quaint Custom Re- 
turns, and Becomes a Modern Fashion.” The 
“custom” is that of the Colonial pioneers, who 
lined the rooms of their homes with wood, and 
the modern adaptation of that custom is ex- 
pressed in the beautiful interiors seen in many 
better-class homes today. All dealers who buy 
trade-marked Arkansas soft pine are entitled to 
a supply of these folders for local distribution, 
without cost, up to a reasonable quantity. 
Requisitions, or requests for samples, should be 
addressed to the Arkansas Soft Pine Bureau, 
30oyle Building, Little Rock, Ark. 





Six Departments Co-ordinated 
in New Division 


Organization of a building materials divi- 
sion to provide greater concentration of sales 
effort on the company’s products for the build- 
ing field is announced by the Armstrong Cork 
Products Co. of Lancaster, Pa. 

The new division will be headed by H. R. 
Peck, who has a broad background of fifteen 
years of experience with the company. . 
Denebrink, who likewise has had wide experi- 
ence in sales and merchandising activities of 
the company, will be assistant general man- 
ager of the division. 

Six departments will be co- 
ordinated in the building ma- 
terials division. T. R. Nunan 
will be in charge of the low- 
temperature insulation depart- 
ment, which will handle the 
sale of corkboard, cork cover- 
ing, and the materials re- 
quired for their erection; J. L. 
Allison will head the high- 
temperature insulation depart- 
ment, which will be respons- 
ible for the sale of insulating 
brick and other products used 
in industrial furnaces; L. E. 
Cover will be manager of the 
Temlok department, in which 
will be grouped the fibre- 
board insulation products made by the com- 
pany for residential and general building con- 
struction; H. D. Stewart will be manager of 
the floor tile department; R. H. Craig will 
head the acoustical department; and J. C. Mc- 
Carthy will be manager of the Linowall de- 
partment, which will handle the sales of the 
company’s linoleum-type wall covering. 
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A New Line for the Dealers 


MINNEAPOLIS, Minn., April 8.—Retail lum- 
ber and building material dealers throughout 
the country will be interested in announcement 
of the Insulite Co. that in order to meet the 
rapidly growing number of uses for hardboards 
and the increasing demand on the part of the 
trade for a wide range of finishes and thick- 
nesses, it has put on the market a complete new 
line consisting of four HardBoard products 
which will be sold in connection with its well 
established insulation board. These new prod- 
ucts, Insulite HardBoard, Insulite Tempered 
HardBoard, Insulite DualBoard and Insulite 
PanelTile all will be wrapped in the durable 
and attractive red wrapper which always has 
identified the company’s insulation boards and 
will be labeled with the familar green and 
black label. Commenting upon these extensive 
additions to the company’s line, E. H. Batch- 
elder, Jr., vice president in charge of sales, said: 

The activities of millions of home owners 
in modernizing and improving their prop- 
erties have greatly increased the oppor- 
tunities for Insulite dealers to sell a wider 
variety of jobs. These new products will 
find a ready reception by home owners every- 
where. Our salesmen are now actively offer- 
ing the new line to dealers, and we are 
ready to make prompt shipment of all orders. 
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Missouri Dealers Hear Inspiring Talks 


Cape GrrRARDEAU, Mo., April 5.—Closing one 
of the best-attended sessions in recent years, the 
Southeast Missouri Retail Lumber Dealers’ As- 
sociation today re-elected Charles E. Kiefner of 
Perryville, a former Congressman, to serve his 
17th year as president. All the other officers 
likewise were re-elected, as follows: 

Vice President—J. Lanier Byrd, Charleston. 

Secretary—wW. T. Nethery, Hayti. 

Treasurer—O. T. Pfefferkorn, Chaffee. 
Henderson, 


Directors—Robert Jackson; 


F. M. Robinson, St. Louis; C. A. Himmel- 
berger, Cape Girardeau; L. T. Metz, Poplar 
Bluff; Leon Herrick, Crystal City. 


Cape Girardeau was selected as the 1936 con- 
vention city. 

The 150 members and associate members at- 
tending the one-day convention at the Hotel 
Marquette heard emphasis placed on the oppor- 
tunities offered by the Federal Housing 
Administration for retail lumbermen to increase 
their business by constructive selling, and the 
necessity for the establishment of a State-wide 
organization of retail lumbermen with a “100 
percent dealer” policy. Exchange of reports 
among the dealers of improved conditions in 
their communities lent an optimistic note to the 
meeting. 

Notes Definite Improvement 


President Kiefner in his annual address de- 


clared: 

We are noting a definite improvement of 
business generally, indicating a decided 
movement towards recovery. It is well that 
we as retail lumbermen do not simply mark 
time, but avail ourselves of the advantages 
now coming our way. There was never a 
better time for lumbermen to do a great 
work in their communities. Lumbermen 


everywhere are taking the 
out the depression and 
able business. 


lead in beating 
bringing back profit- 


The visiting lumbermen were welcomed by 
Mayor Edward L. Drum, response being made 
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KIEFNER, W. T. 
Perryville, Mo.; 
President 


NETHERY, 


Hayti, Mo.; 
Secretary 


by L. T. Metz, of Poplar Bluff. E. A. Duen- 
sing, of Jefferson City, president of the Missouri 
Retail Lumber Dealers’ Association, made an 
appeal for a more efficient State-wide organi- 
zation of retailers composed of the several 
district associations, 

We must have 
organization 
selves in 
cies, and 
he said. 

We must demand that the 
just dues. Buying must not be done by the 
governmental unit direct from the manufac- 
turer, but supplies should be bought from the 


a properly functioning State 
if we are going to protect our- 
legislative matters, in trade poli- 
if lumbermen are going to survive, 


dealer get his 





retailers in the community in which govern- 
ment-fostered projects are located. 


The one thought he left with the convention 
was that governmental buying of supplies, par- 
ticularly cement and other materials used in the 
construction of State, county and municipal 
projects, must be changed. 


"Selling" Is Way Out 


Meredith C. Jones, of St. Louis, regional 
FHA director, told the lumbermen, “It is up 
to you to sell yourselves out of the depression.” 
He discussed briefly Titles I and II of the 
NHA, pointing out that the program is not 
simply one of borrowing, as about six dollars 
of private funds of home owners have been 
spent for every dollar borrowed from the 
banks. 

The NHA is one of the finest pieces of con- 
structive legislation of the Administration, 
but it has not been fully successful every- 
where partly because dealers—not being 
properly familiar with its terms—did not 
take advantage of it, and those dealers have 
not geared themselves up to do justice to the 
opportunities offered, Mr. Jones said. 

With the public being made improvement 
conscious it is up to us to go out and sell, 
and in selling, to tie up with the Better 
Housing campaign. The NHA has been 
advertised for us; it is the most advertised 
campaign since the Liberty Loans. 


Must Make Yards Essential 


C. H. Walker, of Cincinnati, told the lumber- 
men if they are to survive and make their 
lumber yards community institutions they must 
“make their businesses community necessities 
rather than conveniences.” In an inspirational 
discussion on “What’s the Matter With Us?” 
Mr. Walker cited the aggressive manufacturing 
and sales policies of the automobile industry, 
and told the dealers: 

Automobiles are not a necessity; we once 
got along without them, but not one of us 
go out to sell a new roof, other repair proj- 
ects, or a new house with the same con- 
sistent enthusiasm as is displayed by the 
automobile salesman. The home is the most 
important institution, hence lumbermen 
have a marked obligation of service to their 
communities. 

We have coasted 
essentials go ahead of us. Building affects 
more lines of industry than anything else. 
If there is building there is prosperity. Now, 
where is the best place to get business? The 
rural districts now have money. Statistics 
show that last year there was a billion- 
dollar increase in business in rural districts. 


along and let the non- 


We have regarded the NHA as a plan we 
could use if we wanted to. We have an 
opportunity now to go to the property owner 
and sell him the NHA. Little money ig re. 
quired, and this on convenient terms. Pay- 
rolls are mounting. The day of the store. 
keeper is past—we've got to get out and sell, 


W. H. Powell, a visiting lumberman from 
St. James, in southwest Missouri, in a brief 
talk reiterated Mr. Duensing’s contention that 





LEON HERRICK, 
Crystal City, Mo.; 
A Director 


J. LANIER BYRD, 
Charleston, Mo.; 
Vice President 


governmental purchasing should be done from 
retailers in the communities where the projects 
are located. To bring this about, he urged a 
more compact and effective State organization. 

Charles Hestwood, of Kansas City, said the 
only solution to the lumberman’s business prob- 
lem is “streamlining his business.” The lum- 
berman has to keep pace with the times; must 
modernize not only his yard, but his selling. 

The final session of the convention took the 
form of a banquet attended by 175 lumbermen 
and friends. The guests included, besides muni- 
cipal officials, Scott Wilson, chairman of the 
Missouri State Highway Commission. James A. 
Finch, Cape Girardeau attorney. gave the ad- 
dress, speaking briefly but pointedly to the effect 
that “industrial America is possible only be- 
cause of profits in business. Only capital and 
labor, plus management, can bring us back to 
industrial prosperity.” 


Among the Lumbermen’s Clubs 


Wholesale Discounts and Anti-Wood 
Laws Discussed by Club 


CINCINNATI, Outro, April 8—What was in 
many respects the most important meeting held 
by the Cincinnati Lumbermen’s Club in many 
months took place April 1, when the club 
placed itself on record as opposing all efforts 
to discriminate against wood by legislative 
action in Ohio. Several speeches were 
made condemning a bill recently introduced in 
the general assembly, designed to prevent the 
use of wood in any bus used for the transporta- 
tion of school children in the State. Ed. H. 
Ward, president of the club, said similar bills 
introduced in Alabama, Texas, Florida and In- 
diana had been defeated. A committee com- 
posed of H. E. Everley, manager of the trade 
extension department of the Appalachian Hard- 
wood Manufacturers (Inc.); R. E. Thompson, 
C. Earl Hart, J. C. West and E. M. Bonner was 
named to take steps to oppose the bill, and to be 
on the alert to stop any similar legislation de- 
signed to destroy the market for forest prod- 


ucts. E. W. DeCamp, former president, called 
the attention of the lumbermen to the fact that 
in placing guard rails on highways, the middle 
rail had been supplanted by a steel plate, which 
he said was another invasion of the wood 
market. 


A lively discussion of adequate discounts to 
wholesalers next took place. J. C. West, presi- 
dent of the J. C. West Wholesale Lumber Co. 
and the West Statistical Service, reported that 
he had sent questionnaires to virtually every 
hardwood producer in the Appalachian regiof, 
and out of two hundred replies only one mill 
said that it would give a discount to a whole- 
saler. All others said that they expected the 
wholesaler to deal on an open market basis, and 
refused to give 8 percent or any stated discount. 
Expressions by E. G. Garties, John H. Bade, 
C. Earl Hart, R. E. Thompson, W. J. Wright, 
T. C. Matthews and E. M. Bonner indicat 
generally that it would cost the producer com 
siderably more than 8 percent to market his 
stocks direct, and that it was hurting the im 
dustry for a mill man to refuse to co-operate 
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with a wholesaler. One producer said that the 
requisites lor the average small sawmill oper- 
ator were a strong back, a weak mind and poor 
judgment. Such an operator often had no ade- 
quate ideas Ol costs of operation or other values ; 
all he seemed to figure was his stumpage out- 
lay. This speaker figured that the sales cost of 
the average millman was between 12% and 15 
percent to market his lumber, and some of them 
paid more. _ Al : 

Nominations of officers for the May election 
resulted in the re-naming of Carl J. Edelmann, 
secretary, and J. Watt Graham, treasurer, on 
both the Chair and Floor tickets. Other nomi- 
nees were: Chair ticket: For President, Ed. 
H. Ward, renominated; first and second vice 
presidents, Wilbur J. Wright and A. S. Kaff, 
directors, Carl Funch, Dewey S. Ammon, T. C. 
Matthews and Phil S. Anguerra. John H. 
Bade, chairman of the Chair committee, pre- 
sented these names. T. C. Matthews, chair- 
man of the Floor committee, presented the fol- 
lowing: For president, E. M. Bonner; for 
first and second vice presidents, E. G. Garties 
and Charles A. Anderson; for directors, Wilbur 
J. Wright, Dwight Hinckley, C. Earl Hart and 
Cliff W. Hagemeyer. 


Baltimore Club to Entertain Capital 
Retailers 


BattimoreE, Mp., April 5.—The Baltimore 
Lumber Sales Club, at a recent meeting made 
arrangements to have the Washington retailers 
and yardmen as guests at some place yet to be 
determined on the first Monday in May. It is 
expected that a large contingent of the club will 
go over to the national capital on the evening 
selected and have supper, together with a gen- 
eral exchange of views. 

a 





Philadelphians Express Optimism 

PHILADELPHIA, Pa., April 8.—Optimism pre- 
vailed at the April meeting of the Lumbermen’s 
Exchange of Philadelphia, held Thursday aft- 
ernoon at the headquarters in the Commercial 
Trust Building. The majority of the members 
present expressed belief that the lumber busi- 
ness would be better this spring and summer 
than it was in 1934. Most of the predictions 
were based on the fact that the FHA is now 
functioning, and that a considerable portion of 
the work-relief funds will be utilized in de- 
stroying undesirable slum districts and build- 
ing modern housing. 

To replace James A. Richardson, of Hyde & 
Richardson, who, following his appointment as 
vice president at the annual meeting found it 
impossible to accept, George D. Shaw, of James 
Shaw & Son (Inc.), was elected vice president. 
_ At a meeting of the board of directors which 
followed the regular session Thursday after- 
noon, Col. Wm. A. March, of I. F. March & 
Sons of Bridgeport, Pa., was elected to repre- 
sent the Lumbermen’s Exchange at the twenty- 
third annual meeting of the Chamber of Com- 
merce of the U. S. A., to be held in Washing- 
ton, D. C., April 29 to May 2. 





Contract Awarded for Pulp Mill 


Construction 


SPOKANE, WasH., April 6.—The general con- 
tract for all building construction for the new 
4,000,000 pulp mill of the Weyerhaeuser Tim- 
ber Co., at Everett, Wash., has been awarded to 
Alloway & Georg, of Spokane. Local Coast 
labor will be used, but the supervising group 
will be taken from the Alloway & Georg forces 
in Spokane. The mill is to be ready for use by 
an. 1, 1936. Twelve buildings are involved in 
the construction contract. Commenting on 
this, Mr. Georg said: 

One of the most difficult construction jobs 
we have ever attempted will be building the 
digester plant. Six steel tanks, tile lined to 
resist acids, first will be placed. These are 
«9 feet each in diameter, 90 feet high, and the 
building must be put up around them. 

lhe pulp mill will be built adjacent to the 


Present unused plant A of the Weyerhaeuser 
Timber Co, 


3 
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Wrapping Up 


the most valuable purchase 
of a lifetime! 





OUR customer is making the biggest investment of 


his lifetime when he builds a home. He wants this 
investment well protected. And he wants the family that 


is to live in the house protected against drafts and cold 


floors. He wants to save heating costs. He wants to avoid 
damp, spotted plaster. 


You can give him all these things by insisting on Sisal- 
kraft in walls, floor and roof. It’s a satisfaction to rec- 
ommend this tough, strong, permanent building paper 
because any owner will immediately recognize its supe- 
rior quality. Here’s one building material that is actually 


and easily self-demonstrating. 


And, don’t forget, building paper when installed, can’t 
be replaced. The time to think about the protection your 
customer will want in the future is right now—while he 


can still make the right choice—Sisalkraft. 


THE SISALKRAFT CO. 


205 W. Wacker Drive Chieago, Ill. 





REG. U. S. PATENT OFFICE 


Soundly Merehandized for Sound Uses 
Sold EXCLUSIVELY through retail dealers 
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An Experiment In Low-Cost Housing 


Forest Products Laboratory Demonstrates Prefabricated Dwelling 


For example, the depth 
in the floor panels 
reduced from 


Mavison, Wis., April 8.—The 
first demonstration of the low-cost, 
all-wood prefabricated house sys- 
tem under development by the 
Forest Products Laboratory was 
made at the Madison Home Show, 
March 27-31. Three photographs 
accompanying this article show, in 
sequence : The house knocked 
down; construction seven hours 
later, and the house complete. As 
an indication of assembly possi- 
bilities, the four-room house was 
set up in all details by seven men 
in twenty-one hours—which time, 
naturally, does not include the 
landscaping. 

“This particular house,” said W. 
W. Weber, of the Forest Products 
Laboratory staff, in a statement to 
the AMERICAN LUMBERMAN, “is 
being displayed at the Home Show 
primarily to demonstrate the ap- 
plication of this system of unit 
construction which has been de- 
veloped at the Laboratory, and 
which, we believe, offers significant 
possibilities for meeting the need 
for low-cost, all-wood homes, as 
well as other types of structures, 
through standardized methods of 
prefabricated mass production and 
assembly.” 

Further detailed information re- 
searding this house, supplied by 
Mr. Weber, follows: 

The house here shown is a 
basic example of a system of 
prefabricated all-wood construc- 
tion developed in line with mod- 
ern structural research and mod- 
ern wood fabrication. It repre- 
sents new methods of manufac- 
ture and assembly that are prac- 
ticable only under the industrial 
order of the present and future; 
it is mot suitable for production 
by ordinary carpentry in the tra- 
ditional manner. 

In other words, the system is 
based on the use of standard 
units, sections, or panels to be 
made in large quantities by fac- 
tory methods and then assembled 
quickly and without waste on 
the site. Its ultimate success 
will depend on close technical 
control in production, accurate 
dimensions of units, and efficient 
painting practice to insure last- 
ing weatherproof service. 

Neither this house as shown 
nor any other like it is on the 
market today. It is an experi- 
ment indicating a logical next 
development in the nationwide 
housing movement, and it illus- 
trates possibilities which indus- 
triaiized wood-fabrication has to 
offer in economical and efficient 
home building. 


Some Details of Construction 

The unit panels of which the 
house is built are all of the same 
width, approximately four feet. 
In length they range from 8 to 
14 feet All utilize the “stressed 
covering” principle, so success- 
fully applied in aircraft con- 
struction to secure strength and 
lightness; that is, plywood sheets 
forming the panel faces are 
glued to both sides of the struc- 
tural framing and thus become a 
definite part of the load-carrying 
system instead of being a dead 
load on the supports as in or- 
dinary nailed construction. In 
this way the framing members 
can be materially lightened with- 
out any sacrifice of strength or 
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electrical wir- 
ing and outlets for servicing the 
into the units. 


The roof panels, to insure am- 


are of the same 
struction as the floor panels in the 
present design, but are made two 
feet longer to provide for over- 
hang at the eaves. 
the floor and roof panels are re- 


ready final assembly on the 


Are Prefabricated 


The finished floors of the house 
prefabricated. 





The three photographs reproduced above show, in sequence from top to 
bottom: (Top) The house knocked down. 


(Center) Progress seven hours 
after assembly began. 


(Bottom) The house complete as viewed at the 
(Wis.) Home Show 


pieces of which they 
are factory-produced and assem- 
bled on 4-foot squares of ply- 
so that all that remains 
to be done on the site is to lay 


the strength 


instead of the customary 
wall thickness of 6 to, 8 inches. 
Secure but easy-fitting joints are 
provided by 
double grooves to receive 
the edges of the inner and outer 


to the floor panels by means of the 


The bathroom floor 
is a new wood product under de- 

The standard unit wall panels 
are of four main types. 
windows are 
in three types, while the 
other type, for both exterior and 


chemically 
treated, is molded under pressure 
a dense, black, 
Discs 4% inches in 
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diameter, the largest size mag 
with present experimental equip. 
ment, are machined into hexg. 
gons and. squares to form the 
main body of the floor and jts 
border, In quantity productioy 
the whole floor would undoubt- 
edly be molded from this plastic 
in a single unit. 


Flexibility of Design 


The fact that the house is mage 
up of standard parts does not 
mean that any two houses gp 
built must be identical in de. 
sign and appearance. By inter. 
changing various units, diiferent 
conditions can be met; for ip. 
stance, if the orientation of the 
nouse were different, another to. 
tally different floor plan could be 
used, windcws could be moved to 
other locations, roof design could 
Le altered, and entrances could 
be placed to suit the require. 
ments of the site. The use of 
standard factory-made parts does 
not mean standard house units 
identical in every part, but it 
offers the possibility for individ. 
uals to have individual houses at 
lower cost than is possible today 
Industrialization of house build. 
ing merely substitutes wall, floor 
and roof panels for timbers 
boards and shingles. 





A Home for Country or City 

The adaptability of the all- 
wood sectional house system t 
construction in any region and 
at any time of the year is a spe- 
cial advantage. The plastering 
problem is definitely eliminated 
There is no waiting for plaster 
to dry, no warping of woodwork 
from lurking dampness, and n 
network of plaster cracks to en- 
mesh the interior year by year 
The interior lends itself to an) 
scheme of decoration and fur- 
nishing that owners may demand 
—plain or ornate, modernistic or 
conventional. The present treat- 
ment, under the direction of the 
Related Art department of the 
Home Economics faculty of the 
University of Wisconsin, offers 
many suggestions for comfort 
and attractive appearance of the 
home, well within the reach of 
families of moderate means. 

Conveniences and service fea- 
tures would, in general, be de- 
signed with an eye to compatt- 
ness and proper over-all dimen- 
sions. The clothes closets 4 
shown are made in ready-built 
units and need only be fastened 
in place. Kitchen cabinets and 
shelving have also been designed 
as part of the house, but suitable 
equipment of this type is readil) 
obtainable on the market in an) 
size or make desired. The plumb- 
ing, heating and electrical equip- 
ment seen in the house are com- 
mercial installations illustrating 
close use of available space. 

Although the work has not yel 
progressed sufficiently far to per- 
mit advance announcement 0 
costs or to warrant hasty com- 
mercialization of this particulat 
structural system, there is little 
reason to doubt that such a house 
is potentially susceptible of mass 
production at lower costs thal 
current practice permits. 

Mr. Weber desires to have 
made clear that until a more com 
prehensive renort now in prepafe 
tion is completed, the laboratory 
staff is not in position to suppl! 
more detailed information than af 
pears in the forevoing article. 
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Uncle Sam Presents 


THE WORLD’S BEST CUSTOMER 
For 
BETTER QUALITY 
HARDWARE 


Here he is—Home Builder, 1935— introduced 
to you by Uncle Sam with the assurance that 
he has the money for better quality hardware 
— for better building materials of all kinds. 







® STANLEY Helps You Sell Him 


with advertising material which brings you powerful arguments to 
appeal to this customer’s receptive mind. He will be paying for his 
home for twenty years—will it be attractive, livable, when the last 
payment is made? On his choice of materials depends the answer. 


Le 
by ~\ 






The Advertising Set-Up + Well Timed + Perfectly Co-ordinated 





TAULhING « 


a 
ihe Yin B BENE 














The booklet, “Decide NOW 
National Advertising in maga- What Your Home Will Be Like” Striking Window Display brings 


zines reaching thousands of clinches the sale for you... the readers of this advertising 
new home builders ... home the final, most important step into your store. Gives you the 
modernizers. in the selling program. direct benefit. 


Mail the coupon without delay. Secure the material which will bring to you 
personally a share of the new business that this advertising is producing. 


THE STANLEY WORKS 


New Britain, Conn. 


(7% | ! THE STANLEY WORKS A413 
7 Ao % = -: New Britain, Conn. 

Please send material checked. We want 

to tie up with your constructive program. 


_) BOOKLETS (Quantity) [] WINDOW DISPLAY 
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Mixed Cars. 
CREOSOTED 4% UNTREATED 
ITEMS IN ONE CAR 


Protection against Termites, Decay, 
etc., is afforded by the use of 


CREOSOTED LUMBER 


for Sills, Joists and other exposed 
parts. 


That’s why Colfax Service should 
appeal to you, Mr. Dealer. You can 
obtain any desired assortment of Cre- 
osoted items—Lumber, Timbers, Posts, 
Poles or Piling along with whatever 
you need in the regular untreated 
items of Yard and Shed stock and 
Mouldings—all in the same car. 


No. 1 and Better Colfax stock is 
kiln dried—all the rest Lignasan 
dipped to prevent stain, 





All Colfax products conform with 


“SPA” grades—and will be grade- 
marked if desired. 
Let us tell you more 


about this special service. 


























UMBER&|REOSOTING|0 


COLFAX. LOUISIANA. 





—SSSSSSSSSSssSSSSSH== 
How Much Profit 
MUST You Earn? 


That’s a vital 
question today 
for all lumber 
manufacturers 
and dealers to 
consider. 








Here’s a 
New Book 
“Pricing 
for Profit’ 


: By 
i W. L. Churchill 


This book is truly A Guide to Profitable Busi- 
ness because it clearly and_ specifically 
answers such important questions as: 
@ Where should your profits come from? 
@ How must you determine right prices? 
@ How shall you get the right prices? 
@ What is the correct ratio of selling cost 
to profit? 
@ How do you synchronize your sales and 
production? 
@ Where should your price corrections 
begin? 
Every Lumberman Needs 


This Book--Order Today! 
315 Pages — $3.00, Postpaid 
For Sale by 


American Lumberman “4),..7°"nee 
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SOFTWOOD EXPORTS FOR TWO 
MONTHS MAKE BIG GAIN 


Gain in Softwood Exports 
Brings Total Above Last Year's 


WasuincrTon, D. C., April 8.—Foreign ship- 
ments of softwood and hardwood lumber, sawed 
timber and logs and hewn timber, during the 
first two months of this year totaled 321,767 M 
board feet, compared with 221,715 M_ board 
feet during the same period of last year, a gain 
of 45 percent, according to W. LeRoy Neu- 
brech of the Forest Products Division, Depart- 
ment of Commerce. 

This gain is due entirely to increased exports 
of softwoods, as hardwood exports were slightly 
under those of the first two months of last 
year. Softwood exports this year were 58 per- 
cent larger than last year’s. 


In the Softwood Boards, Planks and Scan- 
tlings Group the most outstanding percent- 
age gains were made in rough Douglas fir 
(54 percent above last year), dressed Douglas 
fir (83 percent above), and redwood (48 per- 
cent above). Fair quantitative gains were 
made in rough southern pine and the “white” 
pines. Exports of cypress, dressed southern 
pine, cedar, spruce and hemlock were all 
under last year’s. 

In the Hardwood Boards, Planks and Scan- 
tlings Group, the following items gained over 
last year: Beech, birch and maple; chestnut; 
cottonwood; red or sap gum; tupelo or black 
gum; poplar and wagon oak. Of these spe- 
cies, the “gums” and poplar showed the 
largest quantitative gains. All other species 
segregated—ash, hickory, oak, walnut, ma- 
hogany and magnolia—declined under last 
year. Hardwood small-dimension stock ex- 
ports were likewise below the 1934 figure. 

In the Sawed Timber Group, the most out- 


standing gain was in Douglas fir, which 
totaled 55,665 M feet, compared with 23,970 
M feet in the two month period of 1934, a 


gain of 32 percent. Southern pine also 
made a good showing, exports totaling 17,886 
M feet, compared with 12,168 M feet, an in- 
crease of 46 percent. Cedar and hemlock 
sawed timber exports were also greater than 
last year’s. Hardwood sawed timber exports 
totaled 39 M feet, a gain of about 40 per- 
cent. 

Softwood Logs and Hewn Timber totaled 
58,470 M feet, an increase of over 100 percent. 
The gain was largely due to larger exports 
of hemlock, which were 300 percent over 
those of the two month period of 1934. Gains 
were also made in Douglas fir, western 
cedar and southern pine. 

Hardwood Logs and Hewn Timber exports 
totaled 3,168 M feet, a gain of 20 percent. 








Unfair Log-Sealing Is Detriment 
to Foreign Trade 


Wasuincton, D. C., April 8—At present, 
when American exporters are facing a crisis 
and are bending every effort to hold their for- 
eign markets, it is most discouraging to be con- 
fronted with certain competitive conditions, 
based on dishonest and unfair practices, accord- 
ing to Axel H. Oxholm, chief of the Forest 
Products Division, Department of Commerce. 
Specific reference is made to loss of trade in 
certain oriental countries, particularly at a time 
when this part of the world is offering the best 
opportunities for the extension of American 
lumber markets. 

Certain facts have come to the attention of 
the Forest Products Division which show a 
widespread practice of under-scaling log ship- 
ments, thereby saving appreciable amounts both 
on freight charges and customs duties. Those 
who ship on certified tally are unable to meet 
this competition, particularly since, as everyone 
knows, it is very difficult to make an accurate 
check on shippers’ tally. 

Surely this competition must be as unfair to 


certain foreign importers as it is to the Ameri. 
can exporters, says Mr. Oxholm, and there. 
fore it should not be difficult to stop these 
fraudulent practices, if foreign importers and 
the honest exporters co-operate in bringing this 
question to the attention of the proper author}. 
ties. 

American shippers must submit to trade bar. 
riers of all kinds in dealing with most foreign 
countries, but this form of unfair competition 
can not be met unless joint action is taken, 
While the practices referred to are chiefly con- 
cerned with the oriental trade, there is no as- 
surance that they have not been extended to 
other fields as well. . 

The obvious remedy is to have the logs ex. 
ported to foreign markets scaled by one impar- 
tial organization, and to have foreign competi- 
tors adopt the same practice. 





Ocean Rate Cut Brings Claims 
for Price Reductions 


_ Battimore, Mp., April 8.—Discussing condi- 
tions in the export trade yesterday, John L, Al- 
cock, of the firm of John L. Alcock & Co., said 
that the recent reduction in ocean freight rates 
had resulted in making foreign buyers hesitate, 
and promises to cause complications. Two 
“tramps” that cut the rates were expected to 
land between six and seven million feet of oak 
and other lumber in the United Kingdom, and 
the drop of 10 cents per 100 pounds in the 
freight rate at once meant a drop of about $4.50 
a thousand feet in price. Consignees, who had 
received shipments when the rate was 10 cents 
higher, are now claiming corresponding reduc- 
tions from the shippers. 





Discuss Forwarding Charges 
from Gulf Ports 


New Or eans, La., April 8.—Hearings were 
held recently by C. O. Arthur, examiner of 
the Shipping Board Bureau of the U. S. De- 
partment of Commerce, on proposed agreements 
for forwarding charges upon export shipments. 
Many forwarding agents are parties to the 
agreements along with ocean carriers which are 
members of the Gulf-United Kingdom and Guli- 
French Atlantic-Hamburg Range Freight Cor- 
ferences. Many commodities are involved. 
There is a charge of $1 a car on lumber. There 
was no opposition from lumber exporters, but 
Georgia cotton interests, flour mills in_ the 
Mississippi Valley and others offered testi- 
mony. It was stated that, if forwarding 
charges were assessed at Gulf ports, they would 
be placed at disadvantage with South Atlantic 
ports, where forwarding services are rendered 
free of charge. Forwarding agents and repre- 
sentatives of the steamship companies offered 
testimony that the forwarding agents performed 
a necessary service for shippers that the steam- 
ship lines can not perform for them. 


. . . . Fr 
The examiner will report his findings and 
recommendations to the Bureau, when oppor- | 


tunity will be given to file objections. 

D. H. Walsh, secretary of the Gulf Asso- 
ciated Freight Conferences, testified that the 
agreements do not compel a shipper to employ 
a forwarder, if he does not need one, and they 
permit him to employ any forwarder he desires 
whether or not he be a party to the agreement. 
It was the specific intent of the agreement not 
to assess for forwarding services which are not 
performed. 

It was testified that some of the services per 
formed by forwarding agents include the advis- 
ing of shippers of sailings scheduled and 
ocean rates, making of contracts with carriers, 
the tracing of inland shipments for prompt 
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AMERICAN LUMBERMAN 


Ocean Rate Reductions and Their Effect 


K 


delivery of cargo, the unloading of cargo from 
car to wharf, securing of dock receipts and 
consular invoices, and the remarking, reweigh- 
ing, rechecking and assorting and inspecting of 
the goods. In the case of lumber, the for- 
warding agent is required to notify the shipper 
of the results of official inspection and to inform 
him of the advisability of shipping in other 
lumber to replace that found to be off-grade, 
and when the new shipment arrives to see that 
it is substituted for the quantity that has been 
rejected by the inspector. The lumber for- 
warder also is often required to deposit the 
bills of lading and drafts in a bank, and gener- 
ally to do everything necessary to facilitate the 
shipment. 





Exporters Oppose Rule Aimed 
Against Low-Rate "Tramps" 


New Orteans, La., April 8—Lumber ex- 
porters testified in opposition to a proposed 
regulation to require posting of rate tariffs with 
the Shipping Board Bureau of the U. S. De- 
partment of Commerce thirty days in advance 
of the loading of vessels at American ports 
for foreign ports. The hearing was before a 
special committee of the New Orleans Asso- 
ciation of Commerce. 

There are two classes of transportation avail- 
able for the shipment of lumber exported from 
New Orleans. The steamship lines that have 
regular sailings are organized into Conferences 
which make rates that are the basis on which 
the steamship lines execute contracts covering a 


on Prices, Port Charges and Scaling of 
Log Shipments—Subjects of Week's News 


period of months with shippers. The other 
means of transportation is offered by tramp 
steamers, which offer rates below the Con- 
ference rates to shippers. The exporters say 
that the proposed regulation is aimed at the 
tramps, and if it goes into effect will give the 
Conference lines a monopoly of the shipping at 
any rate they choose to make. 

John E. Burtis, traffic manager of the Amer- 
ican Pitch Pine Export Co., said that many 
of the American-subsidized steamship lines, 
which are members of the Conferences, handle 
tramp tonnage. He cited an instance of an 
American Shipping Board operator, who, when 
a shipper refused to pay a certain rate on his 
line, accepted the cargo at a lower rate on a 
tramp steamer for which he was acting as 
agent. 

Roger E. Simmons expressed the opinion that 
low rates charged by tramp steamers enable 
American exporters to compete on the foreign 
markets with exporters from other countries 
and said, “It is unfair to prevent an exporter 
from taking advantage of a trade which he 
can develop by the use of price.” 

Edward Swan, traffic manager of the Stand- 
ard Export Lumber Co., expressed himself as 
being opposed to the proposal. 

A. E. Hegewisch, who, as a forwarder, han- 
dles a large portion of the lumber exported 
through the port of New Orleans, testified 
that tramp and non-Conference steamers have 
given American exporters the advantage of 
cheaper rates, for the tramps are a_ safety 
valve for the exporter in that they tend to 
keep rates from going too high. 





Sash and Door Jobbers to Be 
Guests of Producers, Retailer 


Lurxin, Tex., April 8—The Texas-Louisi- 
ana Sash & Door Jobbers, a branch of the 
South Central Sash & Door Association of 
Memphis, has accepted an invitation to hold 
its April meeting in Lufkin, and the meeting 
will be held here April 18 and 19. By special 
request, two days were allotted for this meet- 
ing in order that all in attendance could in- 
spect the plants of the Angelina County Lumber 
Co. at Keltys. and the Angelina Hardwood Co. 
at Ewing. A special invitation has been ex- 
tended to the members to bring their wives, 
secretaries and sweethearts. All those in at- 
tendance will be guests of the Angelina Build- 
ing Material Co., the Angelina County Lumber 
Co. and the Angelina Harwood Co. during the 
entire period of their stay. 

The program includes the business meeting 
in the afternoon of April 18, with dinner and 
a dance in the evening. Any unfinished busi- 
ness will be completed on the morning of the 
19th, and the plants will be inspected during 
the remainder of that day. 





Leases Arkansas Plant; Runs 
at Full Capacity 


TEXARKANA, ArK., April 8—The Haydon 
Lumber Co., of which W. E. Haydon is presi- 
dent, has taken a long lease on the plant of the 
old Standard Lumber Co., has completely over- 
hauled the plant, and is now running it to full 
Capacity. The equipment consists of sawmill, 
dry kiln and planing mill, complete in everv 
detail, the planing mill also containing a com: 
plete cabinet shop. All one and two inch lum- 
ber is dipped in Lignasan to prevent sap stain, 
and all upper grades are kiln dried. In con- 
nection with its manufacturing operations, the 

aydon Lumber Co. also operates a retail 
lumber and building material business. 


Texas Dam Will Irrigate Cut- 
over Lands 


3EAUMONT, TExX., April 8—In one of his re- 
cent regular weekly broadcasts over radio Sta- 
tion KFDM, Harvey W. Gilbert, well known 
3eaumont lumberman, explained the $20,000,000 
Rockland dam project. Mr. Gilbert, who is 
chairman of the Beaumont-Port Arthur jndus- 
trial commission, said 325 men are employed on 
the site doing necessary preliminary work, to be 
finished by May 1. There are now available in 
the territory, for which water for irrigation pur- 
poses can be supplied from this proposed dam, 
20,000,000 acres of cut-over land which can be 
acquired at a cost not to exceed $3.60 per acre, 
and much of it at a lower price. This dam is 
to be located 75 miles north of Beaumont. Leg- 
islation to authorize this project is now before 
Congress and is supported by Mr. Gilbert; Jesse 
H. Jones, head of the Reconstruction Finance 
Corporation; and other prominent men of the 
Southwest. While this legislation is practi- 
cally assured, Mr. Gilbert urged his listeners 
to write their congressmen and solicit their 
support. 

According to Mr. Gilbert, there will be a 
rider to the Rockland dam project, providing for 
Government loans of $5,000 each to homestead- 
ers who will take up small parcels of this irri- 
gated land. This money will be used to build 
a small home, buy sufficient tools for one year, 
and equip each homestead with one horse or 
mule and one cow. Loans are to be self-liqui- 
dating and are to be paid off in ten to twenty 
years. Due to industrial opportunities in the 
territory, heads of these families will find work 
nearby, while other members cultivate the small 
farms; thus assuring the soundness of the loan. 

Mr. Gilbert also referred to the proposed 45- 
foot ship canal from Beaumont to the Gulf, and 
urged his listeners to put their influence behind 
this movement to insure its success. He said 


_ that with this 45-foot canal, Beaumont and Port 


Arthur would be able to bid for the vast amount 
of trans-Atlantic business that originates in the 
Southwest, now shipped through eastern ports, 
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G. H. ZIMMERMAN, P. E. TURNER, 
Waco; Houston; 
New President Vice President 


[Special telegram to AMERICAN LUMBERMAN] 

Houston, Tex., April 10—The forty-ninth 
annual convention of the Lumbermen’s Associ- 
ation of Texas opened yesterday with a reg- 
istration of over five hundred delegates. Presi- 
dent L. D. Garrison called the meeting to order 
promptly at 10 o'clock. He first introduced 
Walter Jenkins, of Houston, an international 
song leader. Mr. Jenkins led in convention 
singing, ending with the audience standing and 
singing “America.” Rev. E. M. Munroe, pas- 
tor First Presbyterian Church, Houston, gave 
the invocation. 

Thos. C. Spencer, of the Spencer-Sauer Lum- 
ber Co., Houston, welcomed the guests to Hous- 
ton, mentioning that it had been seven years 
since Houston had been host to the convention. 
During this time many changes had occurred. 
He paid reverence to those lumbermen who had 
passed on. Mr. Spencer called attention to the 
great opportunity before lumbermen today. He 
said: “Opportunity is knocking at your door, 
it is up to you to let him in.” He said Texas 
farmers had a fairly good market for the prod- 
ucts they raised, and that sections of the State 
were recently blessed with a $1,000,000 rain. 
He urged lumbermen to be thankful at all times 
for what they had, and to always apply the 
Golden Rule to their business. He asked those 
in attendance to take time to look over the city 
and note the many changes since their last visit. 
He mentioned that building permits in the city 
were 80 percent over what they were for last 
year; that exports to foreign countries last year 
from Houston totalled 15,500,000 short tons, and 
that 1,607,126 bales of cotton had been shipped 
from the port. 


Changes in Retail Merchandising 


R. G. Mueller, Calcasieu Lumber Co., Aus- 
tin, responded to the address of welcome. He 
said that some of the best meetings in the past 
had been held in Houston, and that members 
always liked to come to Houston, as it afforded 
them an opportunity to inspect the many upto- 
date yards operated in the State. He thanked 
the convention committee for the excellent pro- 
gram arranged and for the entertainment 
planned. He mentioned that in former years 
85 percent of the sales of the average retail yard 
was lumber. Today less than 50 percent of the 
total sales of the uptodate lumber store was of 
lumber, and the rest was of other materials. 
He said the future successful lumber store 
would be the one which sold every item used in 
construction and maintenance of the modern 
home. 

President Garrison then introduced Geo. C. 
Vaughn, of San Antonio, who was probably the 
oldest member of the association present. Mr. 
Vaughn was president of the association over 
twenty years ago. He gave an interesting short 
talk in response to the introduction. Other 
prominent lumbermen were introduced and 
asked to rise in acknowledgment, including Ern- 


AMERICAN LUMBERMAN 


Texas Dealers Make Better 
Merchandising Their Theme 


est L. Kurth, of Keltys, Tex., who was re- 
cently elected president of the Southern Pine 
Association. President Garrison also read sev- 
eral telegrams, including one from Ormie C. 
Lance, secretary of the Northwestern Lumber- 
men’s Association, Minneapolis, Minn., and one 
from O. E. Woods, secretary of the Southwest- 
ern Lumbermen’s Association, of Kansas City, 
Mo. 

Mr. Garrison then gave his annual address, 
which was a resume of association activities. 
He mentioned the benefits derived from the 
Lumber Code and said that while it had not as 
yet been made to operate successfully, he felt 
certain that changes would be made which 
would continue the benefits already obtained. 
He also referred to the financing plan of the 
Government, and said that some method would 
have to be devised whereby mortgages could be 
sold to those desiring them, and buyers still be 
protected by the Government, and that a plan 
to this end was being worked out. He men- 
tioned the weekly radio broadcasts sponsored 
by the lumbermen of Texas and Oklahoma. As 
the contract has expired and is up for renewal, 
he asked delegates to give it careful considera- 
tion. He mentioned that the cement distribu- 
tion plan adopted in Dallas July 30 had been 
rejected, as the retail dealers were the ones who 
should handle cement and not the manufacturers 
or contractors. He referred again to the Code, 
stating that the reason it was not operating suc- 
cessfully was because of the lack of enforce- 
ment and because the dealers did not want it 
to operate. He said the Government was going 
to extend the NRA whether or not the dealers 
wanted it, and that it behooved the industry to 
co-operate to the fullest extent for their own 
protection. 


Tells About CCC Building; Freight Rates 


Secretary R. G. Hyett then called attention 
to the treasurer’s report which was printed and 
distributed to each delegate. This showed re- 
ceipts, $16,947.07; disbursements, $16,411.61; 
balance on hand, $562.46. 

The secretary then gave his own report, 
which he curtailed, due to the lack of time. He 
mentioned the growth of the association, a net 
gain of 110 members having been made during 
the year since the last convention at Mineral 
Wells. He announced that the Government had 
abandoned the erection of portable houses in the 
various CCC camps, and that from now on this 
construction work would be on a competitive 
basis, offering dealers an opportunity to bid. 

He mentioned the fact that the legislative 
committee had done wonderful work in follow- 
ing all bills introduced, there being 958 bills 
in the house and 491 in the senate, which had 
been gone over. Also that the association had 
not as yet been successful in preventing the rail- 
roads from raising freight rates from east Texas 
mills, and it looked as if the dealers would have 
to meet the increase or use trucks. At present 
it looked doubtful that a raise in rates could 
be prevented. 

Jas. W. Rockwell, of Rockwell Bros. & Co., 
Houston, gave a report of the Lumbermen’s 
Underwriters. This showed a healthy condition, 
there being a surplus of $561,000 while the State 
law of Texas required only $74,000. Total 
amount of insurance in force at present is 
$14,378,000. 

Jack Dionne, of Houston, gave one of his 
inimitable humorous talks, telling many of his 
famous stories. He said he did not want to be 
serious—that he would leave that part to others 
—but he did tell the lumbermen that the be- 


ginning of the depression was not the beginning ° 


of the lack of building, for a decline in con- 
struction activity had been going on for the past 
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ten years. Today the industry was faced with 
the greatest opportunity it has ever had. The 
success or failure of the FHA program will reg 
entirely with the dealers. They will have to 
work, as this new business would not jus 
“happen.” National conditions are ripe for the 
greatest building era this country has eyer 
known. He lauded Geo. Zimmerman, of Waco 
Tex. for the untiring efforts he had put forth 
on behalf of the lumber industry. He urged 
the dealers to make a concerted effort to get 
their share of business that should result from 
the spending of the five billion dollars the Goy- 
ernment had just appropriated. 

Pres. Garrison appointed the following com- 
mittees : 

Nominations: E. P. Hunter, Waco, chair- 
man; Alex R. Thomas, San Antonio; J. Lee 
Johnson, Jr., Fort Worth; H. A. Sauer, Hous- 
ton; H. B. Hawley, Dallas. 

Resolutions: J. A. Kirkpatrick, Waco, chair. 
man; C. T. Vaughn, San Antonio; Robert 
Lander, El Paso; J. W. Rockwell, Houston: 
J. W. Deal, Kansas City, Mo. 

The meeting then adjourned, to convene 
at 1:30. 


The first speaker on the afternoon session was 
Don Critchfield, representing the Forest Prod- 
ucts Better Paint Campaign. His address, with 
his interesting and unique demonstration that 
lumber and building material dealers should sell 
good paints, has been covered in detail in re- 
ports of other conventions. 


Must Try to Increase Consumption 
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Harry T. Kendall, of St. Paul, Minn., was 
unable to attend, and his place was taken by 
Ray Saberson, of the Weyerhaeuser Sales Co, 
who talked on “Lumber Industry Co-ordina- 
tion.” Among other things he said: 

Manufacturers must have adequate, reliable 
distribution, which they must protect. All 
branches of the industry have been made 
aware of the problems of each other. When 
outlets are closed, there is bound to be an 
overflow. When production is larger than 
consumption, it is difficult to make progress, 
Everything possible should be done to in 
crease the consumption of lumber and build 
ing materials. 


The speaker said that the National Housing 
Act was worth many times more than its cost, 
even if it had done no more than these two 
things for the construction industry—give a bik 


lion dollars worth of publicity to the industry, 
and introduce instalment selling in the building 
He declared that there is a 
long era of prosperity ahead, and the success of 
the industry depends on the sales efforts of the 
He asked the dealers to quit quoting 
prices per thousand feet, and to quote on the 
complete unit, whether remodeling or new com 


supply business. 
dealers. 


struction. 


To Get Started—Use Salesmanship 


The speaker said money is now available for 













































































































































































the consumer to buy on the instalment plat § 
This new era of instalment selling makes it nec 
essary for lumbermen to better visualize the 
contemplated work to the consumer. People 
no longer buy what they need, but what they 
want, and lumbermen should make them want 
better homes. In closing he said: 

We have the market and the materials 
and now the money is available. The spark 
to set it off is salesmanship. 

T. E. Damm explained FHA methods in de 
tail. He, too, stressed the need of salesmanship 
to take advantage of the vast market spread out 
before the lumber and building industries. He 
cited several examples of surveys made undef 
Government auspices, showing the tremendous 
amount of needed repairs, both in homes a 
business houses. He said: “The dealers should 
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AMERICAN LUMBERMAN 


Renew Radio Program; Recognize Changing Conditions; 

Urged to Sell Good Merchandise and to Buy From Re- 

liable Concerns; Discuss Opportunities In Remodeling, 
Home Building and Air Conditioning. 


have not only the desire to serve but the im- 
pulse to act.’ 
Subordinate the Price in Purchasing 


The Wednesday morning session was opened 
with community singing, and solos by Mrs. 
Vivian Jenkins. The first speaker was J. Lee 
Johnson, Jr., of the Cicero Smith Lumber Co., 
Fort Worth, whose subject was “Purchasing.” 
He said too many lumbermen try to make profits 
by buying. The important thing was not how 
cheaply goods could be bought, but rather think- 
ing what advantage the goods would be to 
the organization, to sales, to operation of the 
yard, and to the policy of the company in mak- 
ing the purchase. Nothing is gained by en- 
deavoring to make a saving through buying 
from unreliable concerns. He urged the dealers 
to place their orders for all merchandise with 
reliable companies who have an established dis- 
tribution policy and who stand back of their 
products—companies who would not try to take 
undue advantage in any way. He _ urged 
stronger co-operation among the lumbermen 
with their competitors, within their own organ- 
izations, and with the manufacturers of all 
products handled. He said: “It takes co-op- 
eration to build a successful business. It’s the 

biggest thing in the lumber industry.” Con- 
tinuing, Mr. Johnson said: 

Co-operation is needed so that all dealers 
will profit from the vast amount of business 
which is now developing. Salesmanship will 
be required, of course, but co-operation is at 


= the bottom of it all. 


The speaker closed by saying: “Place your 


orders with those concerns that have a definitely 
established distribution policy—those firms who 
have stood by the retailer. Co-operation and 
goodwill is the thought I want to leave with 
you. 


Advocates Radio Education of Consumer 


W. M. Lingo, Lingo Lumber Co., Dallas, told 
of results obtained during the past six months 
from the Friendly Builders’ Hour broadcast. 
This radio program, he said, was for the bene- 
fit of every dealer in the territory. It offered 
the greatest opportunity ever presented to the 
industry to sell the building material business 
to the consumer. The average person, he said, 
has no conception of what goes into the con- 
struction of a home. Radio can be used to edu- 
cate people on the value of owning homes. It 
offered the lumbermen an opportunity to take 
their places in modern business. Radio, he 
thought, offered the best opportunity to combat 
chisellers. The past six months’ broadcasting 
had not scratched the surface of the potential 
market that can be reached by radio. So far the 
committee had kept within the allotment for 
expenditures for this work, but asked for more 
money so that even greater results could be 
obtained. 

Mr. Lingo read numerous letters from listen- 
ers. from coast to coast, just as an indication 
of the possible prospects within the State. He 
made a strong plea for a renewal of the con- 
tract with the radio people for at least six 
months. Consideration, he said, is now being 
given to extending the broadcast by hooking up 
with other cities in the South. In closing, Mr. 





THOS. C. SPENCER, I B. McFARLAND, 
Houston; Houston; 
Entertainment Merchandising 


Lingo said he thought Texas dealers should be 
proud to have been the first in the country to 
introduce this method of selling homes. 

Several dealers spoke from the floor, telling of 
results they had obtained through the radio 
programs. 


Broadcast Contract Is Renewed 


G. H. Zimmerman, of Waco, who has been 
chairman of the radio campaign in the past, 
was Called to the platform and made a wonder- 
fully stirring talk on the advantages to be had 
by continuing the broadcasts. He said it was 
the foundation for the greatest co-ordinated ef- 
fort ever put forth by the lumber industry of 
the United States. He said the Southern Pine 
Association is willing and anxious to co-operate 
in this work, but he wanted the retail lumber 
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When you're in a hurry, just remember that we have five big mills to draw 
on and can give you 


SUDDEN SERVICE 





and doing 








ANGELINA COUNTY LUMBER COMPANY, KELTYS, TEXAS. 


KURTH LUMBER MFG. CO. 
CLARKSVILLE, TEXAS. 


CONROE LUMBER CORPORATION 
CONROE, TEXAS. 






ANGELINA HARDWOOD CO. 


TROUT CREEK LUMBER CO. 


KELTYS, TEXAS. 





KIRBYVILLE, TEXAS. 





64 


dealers to carry it on for themselves. He 
thought a large part of the pick up in business 
was due to these radio broadcasts. 

As a result of the talks by Mr. Lingo and 
Mr. Zimmerman, the convention voted unani- 
mously to renew the contract, and the commit- 
tee was authorized to wire radio station WFAA 
at Dallas that the contract will be renewed. 

Frank Daniels, of the Dascomb-Daniels Lum- 
ber Co., Kansas City, Mo., was introduced. He 
said he had been attending the Texas conven- 
tions since 1891. 


FHA Financing Is Discussed 


A. D. Simpson, president National Bank of 
Commerce, Houston, told how the National 
Housing Act affected the bankers and the lum- 
bermen. He said it offered lumbermen a great 
opportunity to increase their business and it 
warranted their support. A total of 121,410 
housing loans have been made, averaging $421 
per loan, and these loans so far have averaged 
a term of 28 months. Only six claims have been 
made because of failure to meet the payments. 
He said that a large national insurance com- 
pany was ready to spend $100,000,000 in FHA 
loans. The qualified banks in this territory 
have applications for loans for $11,000,000 worth 
of new homes. 

Joe Nix, from the FHA office in Dallas, ex- 
plained how loans could be made under Section 
II of the National Housing Act. He said there 
is a shortage of over 2,000,000 homes today, 
and told how Section II of the Act benefited 
lumbermen directly through increased volume 
of sales, and indirectly by stabilizing real es- 
tate values, and how the national mortgage as- 
sociations provided for in Section III would 
take care of loans made by banks. An amend- 
ment to the Housing Act, providing for the or- 
ganization of a National Mortgage Association 
with Government funds, is now before Con- 
gress and is expected to be passed this week. 
This association will start with a capital of 
$32,000,000. 

E. P. Hunter, of Wm. Cameron & Co., Waco, 
presented the report of the nominating commit- 
tee for directors. By unanimous vote the re- 
port was adopted and the persons recommended 
by the committee were elected. 


Mills Will Co-operate With Dealers 


The first speaker at the last session was O. N. 
Cloud, assistant to the president, Peavy-Wilson 
Lumber Co., Shreveport, La., substituting for 
C. C. Sheppard, president National Lumber 
Manufacturers’ Association, who was unable to 
be present. Mr. Cloud said that he could speak 
only as an individual, but he was certain that 
southern pine producers would agree with what 
he said. At present all are in a state of more 
or less confusion, hesitancy and uncertainty as 
the result of the existing situation of the Lum- 
ber Code. The Southern Pine Association, he 
said. has spent a quarter of a million dollars 
on Code matters, has made every effort to make 
the Code a success, and feels certain that last- 
ing good will result. The association is now 
ready and anxious to put additional money in 
trade promotional work. The solution of the 
present situation rests in a better understanding 
of mutual problems. Sales are only the mouth- 
piece of production. The mills, he said, are 
willing to tie in with the retailers on the pro- 
motion of sales and also in the radio program. 
He mentioned five books that are available 
through the association at cost. He agreed that 
termites are a serious problem, but deplored 
the unfair tactics employed by some manufac- 
turers in promoting the sales of termite eradi- 
cators. 

George H. Zimmerman announced that 369 
yards already had signed up for a continuation 
of the radio program, at a cost of 85 cents per 
yard per week. 

Kennett Hudson, of Ardmore, Okla., said he 
was certain that all Oklahoma yards now par- 
ticipating would renew their support. 

Representatives from various cities of the 
State extended invitations for the 1936 conven- 
tion, but after an eloquent invitation by George 
H. Zimmerman, it was unanimously voted to 
hold the convention in Waco. 





AMERICAN LUMBERMAN 


Air Conditioning Dealers’ Opportunity 


W. A. Stains, of San Antonio, spoke on air 
conditioning as applied to the lumber business. 
Contrary to common opinion, he said, air condi- 
tioning is not new. The first plant was in- 
stalled 28 years ago in a silk factory. Sales 
of lumber and building supplies, he said, can 
be promoted by tying in with this industry. Peo- 
ple are thinking about it and are beginning to 
buy new equipment. The outlook is good for 
a tremendous business in air conditioning. One 
large chain store system is considering it for 
all its stores. This alone would mean an ex- 
penditure of $31,000,000. Every home being 
built today, he said, is a prospect for air con- 
ditioning and lumber dealers should be inter- 
ested. As the building properly constructed 
for air conditioning is insulated, insulation 
should be sold to the builder today even if air 
conditioning is not. Weather stripping is an- 
other big item sold for air conditioned homes. 
The present cost for air conditioning a five- 
or six-room house is from $2,000 to $4,000. 
These costs are being lowered, and this will 
mean an increase in sales opportunities. 

Alex R. Thomas, of the Alamo Lumber Co., 
San Antonio, spoke on “Government Loans.” 
He said this subject had been well covered by 
previous speakers, so he would not repeat. He 
said the lumber dealer is the logical man to 
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create these loans and backed this statement 
by reading a letter from a prominent Texas 
banker who said the lumbermen should be the 
ones to do so. Mr. Thomas proposed that a 
resolution be passed and sent to Washington, 
asking that Title II of the National Housing 
Act be expanded so the lumber dealer could 
have a better opportunity to create these loans 
through having a market provided for the paper. 


The Changing Lumber Yard 


I. B. McFarland, general manager Temple 
Lumber Co., of Houston, led a discussion on 
“The Changing Lumber Yard and Merchandis- 
ing.’ He called on C. E. Maris, Carter & 
Maris Co., Franklin, who said merchandising 
policies varied with individual yards and meth- 
ods should be adopted to meet local con- 
ditions. He said the lumbermen should think 
more in terms of co-ordinated activity. Men- 
tioning that. the lumber yard had been moved 
from the switching yard to Main street, he said 
changing the yard location demanded a better 
display of merchandise. 

Continuing the discussion, Mr. McFarland 
said merchandising, retail yards, customers, con- 
ditions, sawmill situation, and, finally, the lum- 
bermen themselves had changed. Change in cus- 
tomers had been brought about by good roads. 
These have brought the housewife into the lum- 
ber yard. Women have studied architectural 
design and know the kind of home they want. 
Changes in mill conditions have been brought 
about through small mills springing up and 
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selling direct to the consumer. He condemne 
trucking companies who had become Salesmen 
of lumber in order to get return loads for their 
trucks. 

Mr. McFarland urged lumbermen to give 
more thought to buying and selling good mer. 
chandise. He said the yard of the future, if it 
remains in business, will be the one that gives 
the best service as well as the best merchap. 
dise and deals fairly with its customers, 

A report of the resolutions committee wa 
read and adopted, including a resolution which 
the secretary was instructed to wire to J, 4 
Moffett, head of the Federal Housing Admin. 
istration, asking that every effort be made ty 
have Title II of the National Housing Acct ex. 
panded so that lumbermen could create loans 
and that Title III be changed so that the jp. 
surance protection would follow the loan go 
matter who owned it. 


Officers Elected by Rising Vote 


The nominating committee presented its re. 
port, its recommendations being adopted unani. 
mously, and the following officers were elected 
by rising vote: 

President—George H. Zimmerman, William 
Cameron & Co., Waco. 

First vice president—P. E. Turner, Turner 
Lumber Co., Houston. 

Second vice president—Joe 
Lumber Co., Fredericksburg. 

Third vice president—A. Gross, Waco. 

Treasurer—Thomas C. Spencer, 
Sauer Lumber Co., Houston. 

Secretary and traffic manager—R. G. Hyett 
Houston. 

Sergeant-at-arms—John C. Ray, Waco. 


Assistant sergeant-at-arms—Webster Me- 
Evoy, Houston. 


Stein, Stein 


Spencer- 


Jack Ray, in his usual happy way, conducted 
the new officers to the platform. L. D. Garti- 
son, retiring president, gave an inspiring talk 
thanked the members for their support, and 
told of the pleasure it had been to serve a 
their president. 


The new president made one of his usulf 


stirring addresses, asked for the continued sup- 
port of the members, and pledged his best e- 
fort to keep the Texas association on its pres- 
ent high plane. He told of some of the work 
necessary to be done, said it meant hard work 
for everybody, but that he was going into it 
with his whole heart. 
Following adjournment, 
went into immediate session. 
The attendance at this convention was ont 
of the largest in the history of the association 
The main, topic throughout the whole con- 
vention was the radio program. 


EXHIBITS AN INTERESTING FEATURE 


As usual, the exhibits of lumber and _build- 
ing materials were an important feature of the 
convention, all of the available space at the 
Rice Hotel having been occupied by them. 
Among the outstanding exhibits were those 0 
the following companies: Angelina County 
Lumber Co., Keltys, Tex.; Frost Lumber In- 
dustries (Inc.), Shreveport, La.; Red Rive 
Lumber Co., Westwood, Calif.; Red Cedar 
Shingle Bureau, Seattle, Wash.; Wood Cor 
version Co., Cloquet, Minn.; Southern Pine As 
sociation, New Orleans, La.; U. S. Gypsum Co. 
the Sherwin-Williams Co. of Texas; Pittsburg! 
Plate Glass Co.; Certain-teed Products Corpo: 
ration; Celotex Co.; Philip Carey Co.; am 
Bird & Son (Inc.). 


the new directors 
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Harold Knapp, of Chicago, and J. Z. Hol: 
man, of St. Louis, were in direct charge of th 
Celotex exhibit. The booth was lined wit! 
Celotex wallboard panels, making a_beautilv 
exhibit. 


The Red River Lumber Co.’s exhibit was | 


charge of L. G. Opsahl, assistant general salé 
manager, and W. B. Laughead, advertisint 
manager, both of Westwood, Calif. In additi 


to samples of lumber and plywood in the & 
hibit, the company had erected a complete cabi! 
on the hotel balcony. This was to demonstrat 
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Approve New Label For Shingles 


sgaTrLe, Wasu., April 6.—The annual meet- 
ing of the Red Cedar Shingle Bureau, of this 
city, was held at the Washington Athletic Club 
here on March 29. Leo S. Black, president of 
the Bureau, briefly outlined the plan of the 
meeting. He told the members that this was 
purely a business meeting and it was expected 
they would continue it until whatever business 
came before it was finished. He particularly 
urged that any member who had anything on 
his mind, or any questions about the work of the 
Bureau, should not hesitate to bring them up. 

Of the red cedar shingles manufactured in the 
Pacific Northwest, about 90 percent are manu- 
factured under the rigid inspection of the Red 
Cedar Shingle Bureau and bear the Bureau 
label certifying that they are of a quality suffi- 
cient to meet the requirements of the commer- 
cial standard as issued by the United States 
Department of Commerce. 


No. 2 Grade to Bear Label 


As recommended by Manager W. W. Wood- 
bridge and the trustees, members approved a 
new Bureau trade name for No. 1 shingles. This 
name is “Certigrade.’ This name will appear 
only on labels for No. 1 shingles. In the past 
the Bureau has issued certified labels for a 
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No. 1 grade of shingles only, but, following 
action proposed by the board of trustees and 
ratihed by the members, the Bureau will here- 
alter issue labels for No. 2 shingles certifying 
that these No. 2 shingles have been inspected 
by the Bureau and are up to that grade. The 
labels on the No. 2 grades however, will not 
bear the name “Certigrade.” 

Miss Grace Jones, secretary-treasurer, made 
the treasurer’s report for the Bureau and also 
gave a brief report on the inspection work, 
which is under her charge. 

It has lately become a custom that the regu- 
lar monthly meetings of the board of trustees 
of the Bureau have their manager make a re- 
Port, and as this report is read it is taken up 
section by section and discussed by the trustees. 
This same form of discussion was used during 
the annual meeting. Mr. Woodbridge, the man- 
ager, made his report including his recommenda- 
tions, and as each section was read it was taken 
up for discussion and action. At the outset. 



















Mr. Woodbridge recalled that in his report at . 


the last annual meeting a note of pessimism per- 
meated every paragraph. He continued, “I am 


more than happy to tell you at this time that 
that pessimism has given place to an enthusiastic 
optimism, for in my opinion there is a very 
marked change in this shingle situation through- 
out the nation, and in every State I detect a 
trend back to our product.” 


To Help Train Shingle Salesmen 


Mr. Woodbridge outlined the work each of 
the six field men of the Bureau had been doing 
during the past year. He also described other 
promotional activities of the Bureau, including 
distribution and publishing of large quantities of 
literature on the subject of shingles. Samples 
of the latest addition to this literature were 
distributed to the members, this being a little 
bulletin which it purposes to publish monthly 
and which will be sent to every shingle salesman 
throughout the United States. It is hoped that 
through it the mén who are selling shingles to 
dealers will learn more about the products of 
the companies they are representing. Mr. 
Woodbridge was particularly enthusiastic about 
the Bureau’s activities at the various retail 
lumber dealers’ conventions this year, and the 
warm reception and praise accorded the Bu- 
reau exhibits at these conventions. 

Mr. Woodbridge, with the approval of the 
board of trustees, recommended that the Bureau 
adopt new bylaws which have been prepared 
by the Bureau attorneys in consultation with 
the trustees. After careful consideration and 
discussion of the bylaws and a few amendments 
to the draft as presented to them, the members 
adopted the new bylaws. 


No. | Shingles Given Trade Name 


The new name “Certigrade” was submitted to 
the members and received their approval. Mr. 
Woodbridge gave the literal interpretation of 
the new word as “Certified as to Grade.” “Cer- 
tigrade’”’ is to be used instead of the word 
“Certified” which has been appearing on the 
labels heretofore. The two principal reasons 
given for making the change were that certified 
is a common word, much used by manufacturers 
of other materials and where there is no offi- 
cial Bureau or standard certification. The word 
“Certigrade” is a coined word, a word which 
belongs to the Bureau and one that it can pro- 
tect from use by others not in the organization. 
The third recommendation—that labels be pro- 
vided for No. 2 grades of shingles—as was 
stated at the beginning of this report, was ap- 
proved, as were the other recommendations of 
the manager. 

In closing his report Mr. Woodbridge stated 
that he was leaving that evening on a trip, first 
going to Los Angeles, where he plans on hav- 
ing a motion picture producer make a film for 
the Bureau for use in its promotional work. 


Trustees and Officers Named 


The board of trustees for the ensuing year 
will consist of the following prominent shingle 
manufacturers: 

Leo. S. Black, Seattle Cedar Lumber Manufac- 
turing Co., Seattle; P. H. Olwell, Jamison Lum- 
ber & Shingle Co., Everett, Wash.; H. J. Bailey, 
Saginaw Timber Co., Aberdeen, Wash.; Jesse 
Schwarz, Crescent Shingle Co., Kelso, Wash.; D. 
H. Lowry, Whatcom Falls Mill Co., Bellingham, 
Wash.; E. H. O'Neil, Snoqualmie Falls Lumber 
Co., Snoqualmie Falls, Wash.; Robert Ingram, 
E. C. Miller Cedar Co., Aberdeen, Wash.; Paul 
R. Smith, M. R. Smith Shingle Co., Seattle; Ray 
Wilde, Pacific Timber Co., Everett, Wash.; A. H. 
Landram, St. Paul & Tacoma Lumber Co., Ta- 
coma, Wash.; Dale Craft, Loyal Shingle Co., 
Whites, Wash.; C. H. Kreienbaum, Reed Mill 
Co., Shelton, Wash.; H. V. Whittall, Huntting- 
Merritt Lumber Co. (Ltd.), Vancouver, B. C.; 
Earl MeNair, Robert McNair Lumber & Shingle 
Co., Vancouver, B. C.; Russell Horton, McMas- 
ter-Horton Shingle Co., Victoria, B. C.; A. L. 
Hughes, Joseph Chew Shingle Co. (Ltd.), Van- 
couver, B. C 

This board of trustees then proceeded to the 
election of officers, H. J. Bailey, Saginaw Tim- 
ber Co., Aberdeen, Wash., being named presi- 
dent; and P. H. Olwell, Jamison Lumber & 
Shingle Co., Everett, Wash., vice president. 
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2. Costs less to Install. 
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The Milcor Expansion wing is now pro- 
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dow casing; metal base and window 
stool; base screed; flashing and con- 
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Northern Piners Hold Interesting Meeting 


MINNEAPOLIS, Minn., April 8.—The annual 
meeting of the Northern Pine Manufacturers’ 
Association, held at Bemidji, Minn., on March 
29, was devoted principally to hearing reports 
from the officers and field representatives, to- 
gether with a short talk by E. J. Fisher, of the 
National Lumber Manufacturers’ Association, 
describing the work done by that organization, 
particularly in the line of protecting the inter- 
ests of lumber in building codes, and in obtain- 
ing the use of wood sash in public buildings. 


Stresses Need for Co-operation 


President Sherman L. Coy in his annual ad- 
dress referred to the imminent suspension of the 
Lumber Code, and the desirability of manufac- 
turers of northern pine continuing their co-op- 
erative efforts under a revived and rejuvenated 
association. He stressed the point that what 
affects one branch of the industry unfavorably, 
is almost certain to have a similar effect on 
other branches, and that to think otherwise 
would be a serious mistake. 

He paid a high tribute to the work of the 
National Lumber Manufacturers’ Association, 
“the only organized association qualified and 
authorized to represent the lumber industry na- 
tionally without prejudice to any single group 
or species.” He recommended that the North- 
ern Pine Manufacturers’ Association be con- 
tinued at least as a “skeleton organization 
wherein regular official inspection service would 
ye made available to all manufacturers wishing 
it, and also to customers.” 


Reports on Costs and Grading 


Secretary W. A. Ellinger reported in some 
detail the activities of the organization, which 
have been confined almost entirely to adminis- 
tering the Lumber Code in the Northern Pine 
Division. He reported a marked increase in pro- 
duction in 1934 over that of the previous year, 
and said that, while the average yield per 


Ontario Dealers Report Business Better 


CHATHAM, Onrt., April 8—The Southwestern 
Ontario Retail Lumber Dealers’ Association 
held its spring meeting here on April 4. E. A. 
Naylor, of Essex, presided, with C. F. Rich- 
ards, of London, as secretary. 

Chairman E, A. Naylor made a short address 
expressing his pleasure at seeing a good at- 
tendance and the belief that dealers would ex- 
perience a better year’s business than they had 
in 1934. 

The secretary-manager of the Ontario Retail 
Lumber Dealers’ Association, H. Boultbee, of 
Toronto, reported on the highlights of the 
eighteenth annual convention of the association. 
He reported that the resolution asking for more 
promotional work in eastern Canada by the 
Red Cedar Shingle Bureau had already pro- 
duced results. The Bureau had held a meeting 
of its directors and decided to spend more 
money in advertising in eastern Canada and to 
appoint a field man for the east. As soon as 
the right man could be appointed, he would be 
sent east. 

The new code of ethics adopted at the annual 
meeting of the O. R. L. D. A. was read to the 
meeting by the secretary-manager, and was 
unanimously approved by the Southwestern as- 
sociation. 


Housing Reports Submitted 


The housing reports submitted to the special 
committee on housing of the House of Commons 
were outlined by the secretary-manager, who 
also called the attention to the fact that press 
reports indicated that the government would 
soon pass an Act providing for government- 
assisted revival of building activity. 

H. H. Karley, of the Walter T. Piggott Lum- 
ber Co., Windsor, gave an account of a new 
time-payment plan for promoting business in 
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thousand feet in 1934 was still considerably 
below the cost of stumpage and manufacturing, 
it was larger than during the preceding year, 
and “the increase in average return more than 
offset the increased cost of production occasioned 
by minimum wages.” Contrary to the fears of 
some of the members, the suspension of mini- 
mum prices by NRA on Dec. 22 did not result 
in the destruction of the price level in the in- 
dustry. During the year, a bureau of grades 
was established, and a limited inspection service 
inaugurated. A new edition of grading rules, 
covering northern pine and aspen, was issued, 
and later these grading rules were reviewed and 
interpreted by actual inspection of lumber, in 
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repairs and alterations which had recently been 
adopted by his company. The plan had been 
announced by advertisements in the local news- 
papers and was meeting with success. Three 
simple application forms were used, The first 
was an application for the contract, the sec- 
ond, an application to the Border Cities Credit 
Bureau for a credit report, while the third was 
the contract, signed by the lumber company 
and the applicant. The latter called for a down 
payment of 10 percent of the contract price, and 
nine monthly payments, each of one-tenth of the 
contract price. The company expected that the 
plan would carry itself after seven or eight pay- 
ments had been received from the necessary 
number of contracts. It had already received 
more business under the plan than it was com- 
fortably able to take care of. 


Financing Home Building 


The Ontario Loan & Debenture Co. of Lon- 
don, Ont., has commenced advertising for bor- 
rowers who want to build. For approved appli- 
cants they are offering up to 75 percent of the 
value of the property. The loan company would 
see that all bills for materials and labor were 
paid. The period of the loan was 10 years, re- 
newable for ten years if the borower had kept 
up his payments. The plan could also be used 
for repairs as well as for building a home. 


Selling Wire Screen Cloth 


Russell T. Kelley, Hamilton, Ont., gave an 
interesting talk about wire screens. He stated 
that sales of wire screen cloth in the United 
States were 8 times as much per capita as in 
Canada, and he accounted for this by the fact 
that lumber dealers and wood-working plants 
were the distributors in the United States and 
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order that their application might be made yp; 
form by the official inspectors and members ¢; 
the bureau. Only one official claim inspectio, 
was made during the year. Mr. Ellinger urge 
a greater degree of regularity among the Oper. 
ators in sending in reports of production, ship. 
ments and orders. During the past year ther 
were held twelve meetings of the board of ¢. 
rectors, and considerable time was devoted to 
the problems of the small-mill operator, Dar- 
ticularly in connection with protecting his jx 
terests with respect to minimum prices, th 
small mill differential etc. 

During the discussions from the floor, sever, 
of the members expressed a desire to establis, 
a general association service, including the em. 
ployment of a full-time official inspector, jp. 
auguration of statistical and information sery. 
ice etc. 

G. H. Bateman, of Park Rapids, an enterpris. 
ing small-mill operator, urged small-mill Op 
erators to pay more attention to the manufac. 
ture of their lumber, to properly season it and 
then grade it carefully, all of which will enable 
them to obtain better prices and satisfied cy. 
tomers. 


Officers and Directors Re-elected 
Officers and directors were re-elected as {o- 
lows: 
President—S. L. Coy, Cloquet. 
Vice E. H. 
apolis. 


president 





Broughton, Minne. 


Secretary-treasurer—W. A. 
neapolis. 


Ellinger, Min. 


Directors—G. H. Bateman, Park Rapids 
R. R. Bailey, Virginia; F. A. Kelly, Cloquet 
G. F. McDonald, Minneapolis; W. A. Reming. 
ton, Hibbing. 





Twenty-seven operators were present at th 
meeting, comprising a group representative oi 
both large and small producers in the northern 
pine industry. 


sold completed screens. In Ontario, the dis- 
tribution had been largely through the hard- 
ware stores, who could sell the screen cloth 
only. The manufacturers of screen cloth in 
Canada made a study of the question and wer 
intending to cultivate the lumber dealers wit! 
planing mills as their chief distributors. 

The directors were asked to try to arrange 
to have the next meeting held at Sarnia, with 
a visit to the plant of the Imperial Oil Co., ani 
a boat trip to Windsor and return by one 0 
the steamers of the Northern Navigation (Wo 

A series of reports on conditions by dealers 
indicated that business is showing a_ healthy 
improvement over a year ago. 





Strikes Called at Arkansas 
and Alabama Mills 


New Orteans, La., April 8.—Labor trouble: 
have broken out at sawmill plants in Arkansas 
and Alabama. It is curious that the strikes 
occurred in both States on the same day, Apt! 
4. Notice to employees of the Chicago Mill & 
Lumber Co., West Helena, Ark., that hours 
labor would be increased and wages reducet 
caused a strike to be called. It is said that 
600 men are affected. 

At Jasper, Ala., the employees of the R. H 
Carr Lumber Co. demanded an increase ™ 
wages, and, upon being refused, quit work 
Employees also struck at the plants of the 





Cleveland Lumber Co. at Jasper and Eldredge 
Ala. 
sawmil 


In addition, fifteen small 


shut down. 


There are a total of about 200 employe § 














April 13, 193% 


tc 


13, 199: 


ade un. 
nbers of 
SPeCtion 
-r Urge( 
he oper. 
yn, ship- 
ar there 
d of dj. 
voted ¢ 
OF, par- 

his its 
ces, the 


» Several 
establish 
the em. 
tor, in- 
On sery- 


nterpris- 
mill Op- 
nanufac- 
n it and 
Il enable 
hed cus- 


ed 


1 as fol. 


Minne- 
>r, Min- 


Rapids 
Cloquet 
Reming- 


it at the 
tative oj 
northern 


the dis- 
1e hard- 
en cloth 
cloth in 
und were 
ers wit! 


arrange 
nia, with 
Co., and 
y one di 
ition C 
y dealers 

healthy 


1sas 


- troubles 
Arkansas 
e strikes 
ay, April 
‘o Mill & 
hours 0 
reduced 
said that 


he R. H 
-rease i! 
it work 
s of the 
Eldredgt 
-mployets 

sawmill 


ama, aft 


April 13 


1935 AMERICAN LUMBERMAN 


WHEN YOU BUY LUMBER FROM 
WEYERHAEUSER » » » YOU GET 
MORE THAN LUMBER 


Pecduct Jmpecvements at no higher 


cost than ordinary lumber. 
Weyerhaeuser 4-SQUARE lumber is processed on precision 


machines to exact lengths with smooth, square ends. Ready 





to use when it goes on the job. Nationally advertised. 


Identified and guaranteed. 


Specipic Sables Plaus that move the 


lumber out of your yard. 


Result-getting, lumber-yard tested sales plans that enable 
4-SQUARE dealers to cash in on the Better Housing 


Program, Home Modernization, the Farm, and other major 





markets. Powerful sales promotional material that locates 


prospects and creates profitable business. 


Finance Plaw that furnishes your 


customers with the money to 
make the purchase. 


A red-tapeless, quick-action Financing Service that supplies 





money for Repairs, Remodeling and Rebuilding under the 
liberal terms provided under the National Housing Act. 


A complete merchandising program that enables you 


to cash in on the unusual (tGfit Gapoetunities of the times. 
WEYERHAEUSER 


SALES COMPANY e SAINT PAUL, MINNESOTA 
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What the Associations Are 
Planning and Doing 


April 16-18—National Retail Lumber Dealers’ As- 
sociation, Shoreham Hotel, Washington, D. C. 
Annual. 

April 18—Southern Hardwood Traffic Association, 
Hotel Peabody, Memphis, Tenn. Annual. 
April 25-27—National Lumber Manufacturers’ As- 
sociation, Blackstone Hotel, Chicago, Ill. An- 

nual, 

May 6-7—Kansas Lumbermen’s Association, Ma- 
sonic Temple, Salina, Kan. Annual. 

May 8-9—Alabama Lumber and Building Materia! 
Dealers’ Association, Birmingham, Ala. Annual 

May 13-16—National Fire Protection Association, 
Biltmore Hotel, Atlanta, Ga. Annual. 

May 14-16—Associated Cooperage Industries of 
America (Inc.), Jefferson Hotel, St. Louis, Mo. 
Annual, 

May 14-15—Arkansas Association of Lumber Deal: 
ers, Hotel Marion, Little Rock. Ark. Annual. 

May 15-16—National-American Wholesale Lumber 
Association, Ambassador Hotel, Atlantic City, 

June 25-27—Northwestern Lumbermen’s Associa- 


tion, Breezy Point Lodge, Pequot, Minn. 
mer convention. 


Sum.- 





A Very Important Meeting 


WasHincrTon, D. C., April 8— Announcement 
is made by officials of the National Lumber 
Manufacturers’ Association that the annual 
meeting of that organization will be held in the 
Blackstone Hotel, Chicago, on the dates pre- 
viously scheduled—April 25, 26 and 27. It had 
been previously announced that the meeting 
would be held at another Chicago hotel, but it 
was found necessary to change the place to the 
Blackstone. 

As was announced in preceding issue, this is 
an exceedingly important meeting, because of 
developments relating to the Code, and other 
crucial matters. Therefore the fullest possible 
attendance of manufacturers is urged, in order 
that proper consideration may be given to the 
momentous subjects that will come up for con- 
sideration, and that proper action may be taken 


upon same. 
——— 


Will Discuss Everyday Problems 


New York, April 8.—That the annual con- 
vention of the National-American Wholesale 
Lumber Association, to be held at the Ambassa- 
dor Hotel, Atlantic City, May 15 and 16, will 
have no unnecessary frills, but will be devoted 
to discussions of everyday problems of the 
wholesalers, is the announcement of Secretary 
W. W. Schupner, who said: 

We will have no time for general sub- 
jects. Wholesalers want to know about their 
practical everyday problems, such as defini- 
tions of “wholesaler” and “wholesale trade’’; 
distribution policies; the possible increase of 
wholesale distributing yards and their effect 
on straight-car shipments; open trading and 
wholesale discounts; wholesale distribution 
costs ete. They want to know about the 
credit situation, not from a banker’s stand- 


point but from that of experienced whole- 
salers. All these things will be discussed in 
order to bring out varying viewpoints. Lat- 
est news of the Lumber Code and the ex- 
pected new NIRA will be presented, but we 
want to try to work out some of the con- 
fusing situations which the Code accentuated 
rather than _ solved. Representatives from 
manufacturers and retailers will be present 
to give us their ideas, which we need—be- 
cause none of these questions will be satis- 
factorily decided until they reasonably well 
represent the views of the entire industry. 











National Retailers Meet Next Week 


Wasuincton, D. C., April 10.—Advance 
reservations indicate a large attendance at the 
annual meeting of the National Retail Lumber 
Dealers’ Association, to be held in the Shore- 
ham Hotel, this city, April 16-18. 

During the forenoon of April 16 the annual 
meeting of the Retail Lumber Code Authority 
will take place. On the afternoon of that day 
the association will begin its convention, con- 
tinuing through the 17th. On the 18th the Code 
Authority will continue its sessions. 








Arkansans Fix Convention Dates 


Lirrte Rock, Arx., April 8.—\Announce- 
ment is made by L. P. Biggs, secretary Ar- 
kansas Association of Lumber Dealers, that 
the annual meeting of that organization will 
be held in the Marion Hotel, this city, May 
14 and 15. 





Long Island Salesmen Elect; Plan for 
Outing and Golf 


Freeport, L. I., April 8—At the annual meet- 
ing of the Long Island Salesmen’s Association, 
held in Freeport, officers were elected for the 
new year as follows: 

President—Al K. Sieber. 

First vice president—H. M. Mason, Jr. 

Second vice president—W. C. Hamilton. 

Third vice president—William J. McCloy. 

Treasurer—P. H. Medler. 

Secretary—E. H. Gale. 

Trustees—John P. Walsh, 
and Grant Burr. 





Roy Thompson 


A. J. Pracny, retiring president, reviewed 
the progress of the organization during the 
past year, and was given a rising vote of 
thanks for his splendid leadership. 

The new banner of LISA was presented by 
R. M. Guinn, chairman of the publicity com- 
mittee, and it was proudly displayed and much 
admired by the members. 

George A. Bahr, member of LISA and chair- 
man of the Nassau County Better Housing 





April 13, 199: 





Committee, gave an interesting and iNstructiye 
= on the provisions of the National Housing 

ct. : 

The new constitution and bylaws were or 
dered to be printed in book form. ; 

President Sieber appointed Roy Guinn x 
chairman of the publicity committee, and namej 
a golf committee composed of J. E. Lefer 
chairman; W. C. Hamilton, and L. W. Morr. 
son. 

Plans for the annual summer outing were dis. 
cussed, and it was voted that LISA join jn ; 
with various other sales groups. A. H, Ro} 
was appointed to make necessary arrangement 





Roofer Association Opposes Cod: 


Co.tumsus, Ga., April 9.—The Roofer Many. 
facturers’ Association, at a regular schedule 
meeting here today, which was well attends 
by lumbermen of this section of Georgia ay 
Alabama, after lengthy discussion went on re. 
ord as opposing a code for the lumber indy. 
try unless some method is found whereby j 
can and will be enforced. 

Secretary W. R. Melton was instructed ¢ 
inform congressmen from Georgia and Alabam, 
of the action taken, in connection with whic 
attention was called to the fact that after Ju, 
15 there will be no code for the industry unles 
congress should take action in the meantin 

In discussing the resolution, officials of th 
organization pointed out that the Lumber Cot 
as it now stands has not been enforced. |; 
case new legislation is passed regarding thy 
lumber industry, it is desired that its constity. 
tionality be tested before it is handed down} 
the lumber industry, the officials stated. 

Discussion of the code question consum¢ 
most of the time of the session, which was cor. 
cluded with a luncheon, F. C. Mills, of Acwort 
president, presiding. 

No time was set for the next meeting, th 
matter being left with President Mills to « 
a session whenever he deems necessary. Abor 
fifty members and visiting wholesalers a 
equipment and railroad traffic men were preset 


Northern H&H Appoints Forester 
New Poster Gives Rules 


OsuxosH, Wis., April 8—O. T. Swan, mar 
ager, Northern Hemlock & Hardwood Mam 
facturers’ Association, when sending of 
recently 5,000 copies of a poster carrying ty 
forest practice and fire protection rules adopted 
by the Wisconsin-Michigan lumbermen as | 
conservation measure under the Lumber Cot 
said that the northern lumbermen are now tt 
most progressive lumber group in the Unit 
States in developing conservation practices {i 
the full extent that public co-operation permit 
C. H. Stoddard, Jr., formerly with the Unite! 
States Forest Service, has been named lum 
association forester, with headquarters at Os 
kosh, and is prepared to advise all interests 











timber owners on matters connected with 
forest practice rules. These rules, among ot 
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Kansas City, Mo. 


Renew with Rankin 


Organized MU in 1898 


THE STRONGEST INSURANCE AT LOWER COST 


Rankin-Benedict Underwriting G., 


The Best Service for Your Needs 


TORNADO 
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things, provide that certain numbers of seed 
trees per acre must be left when logging. The 
ies for co-operative fire protection also have 
heen strengthened. < 





Eastern Salesmen Dine; Elect 


PHILADELPHIA, Pa., April 8—At the annual 
meeting of the Kastern Lumber Salesmen’s As- 
ciation, held Friday, April 5, at Kugler’s Res- 
gurant, the following officers were elected : 

president—William Coulbourn Bros. 
Penn 


OSs, 
Vice president—Horace G. Hazard, 
Lumber Co. 

secretary-treasurer— William McEwing, W. 
s, Rohrbach, Reading, Pa. 

For the Kay Foundation Fund, which worthy 
organization has been functioning, for the past 
gveral years, and has been of mvaluable help 
to the needy of the E, L. S. A. since its very in- 
ception, and particularly during the past two 
or three years, the following were appointed 
trustees: John J. Rumbarger, Horace G. Haz- 
ard and Mark H. tinley, each for terms of one 
year. . 

" The following were elected directors for three 
year terms: William Ross, Warren D. D. 
Smith and Harry Magargal. 

A dinner preceded the annual meeting and 

election of officers. 


Creosoted Wood in Building 
Construction 


Retail lumber dealers who are interested in 
keeping informed on all developments in build- 
ing construction will find especially valuable a 
recent publication of the American Wood Pre- 
servers’ Association, this being the report of 
a special committee on the use of creosoted 
wood in residences and other buildings, pre- 
sented at the annual meeting of that organiza- 
tion in January. While the instructions to 
this committee were to “report on the use of 
creosoted timber in residential and other build- 
ings, with especial reference to determining 
whether there is an odor problem and means 
for eliminating such odor,” the committee, in 
a supplementary report, went a little farther 
afield and included a compilation of informa- 
tion relating to the specifying, treating and 
distributing of pressure creosoted lumber for 
building construction. 

A feature of this report is a list of recom- 
mended uses of pressure creosoted lumber in 
general building construction, this list including 
more than a score of such uses, indicating a 
rather broad market for this material. A tab- 
ulation is given, showing that in a typical six- 
room bungalow of the type erected in Los 
Angeles, 2,252 feet of creosoted lumber is used 
below the first floor sub-floor, this adding ap- 
proximately only 1% percent to the total cost of 





ithe building. Of particular interest is that part 


ot the report relating to termite prevention. 
In this connection the report says: 

In sections of the country where termite 
damage has been extensive, particularly from 
subterranean termite activity, it is the con- 
clusion of investigators that all timber up to 
and including the first floor sub-floor should 
be protected. Based on our inspection of a 
humber of buildings in which pressure 
creosoted lumber had been installed and on 
the records and data available, we believe 
that the use of pressure creosoted lumber in 
buildings up to and including the first floor 
sub-floor and for similar construction to pre- 
ent termite and fungus attack is entirely 
ractical and will encounter no dfficulties 
Hrom odor or other troubles if such precau- 
ions are taken as suggested in this report. 


Copies of this interesting report may be se- 
ured by addressing a request to American 
reosoting Co., Louisville, Ky. 





Gets Refund on Income Tax 

Wasuineton, D. C., April 8—The Bureau 
bt Internal Revenue has announced that a re- 
und of $202,287.89 has been allowed the Peavy- 
byrnes Lumber Co., Shreveport, La., as an 
ee of income tax and interest for 
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Larger Plants Needed — As Result of 
Product Research 


St. Pau, Minn., April 8.—Taking full ad- 
vantage of the wide range of possibilities for its 
broad line of insulating, sound deadening, and 
accoustical products, Wood Conversion Co. at 
Cloquet, Minn., has during the past two years 
obtained a volume of sales that makes neces- 
sary a substantial increase in plant capacity. 
Because of the demand for Balsam-Wool in 
the insulation of attics in homes already built, 
this product has enjoyed a substantial increase 
in sales, nearly three times as much being sold 
for this purpose in 1934 as was used during the 
best previous year in the company’s history. 
The Nu-Wood line, once sold entirely for use 
as structural insulation and plaster base, has 
become increasingly popular as _ pre-decorated 
interior wall and ceiling finish. In the indus- 
trial division, the demand for a specially re- 
fined pulp has built yp a volume that requires 
more than double the previous capacity. 

Additions have been made to most of the 
present buildings, and new equipment set up for 
each department. Three thicknesses of an im- 
proved house insulation are being made in the 
Balsam-Wool plant. A new board forming ma- 
chine, unlike any now in use in the industry, 
has just been installed in the Nu-Wood plant. 
New grinders, a filter press and a large digester 
make up the additions in the company’s insulat- 
ing pulp mill. Used largely for box insulation 
by manufacturers of mechanical refrigeration, 
this pulp is shipped compressed in bales of 
high density. Manufacturers “fluff out” the 
bales in their own plants, forming insulating 
slabs of sizes to fit their particular needs. 

This increase in capacity of Wood Conver- 
sion Co.’s plants results from the development 
program which began in 1932. Each product in 


the company’s line was checked for possible im- 
provements which would make it more accept- 
able to the trade. When market surveys indi- 
cated a need for a new product, it was devel- 
oped and added to the line. Findings of study 
and research in 1932 are given full credit for 
the volume of sales in all departments. Accord- 
ing to the management, an extensive research 
program will be carried on so that new and im- 
proved products can be offered to the company’s 
industrial customers. It will be the aim of the 
company to supply its lumber dealer customers 
with uptodate construction materials which can 
be sold at a profit in substantial volume. 

Wherever the line of Nu-Wood interior fin- 
ish has been shown in lumber dealer conven- 
tions, building expositions, and repair and re- 
modeling displays, it has attracted most favor- 
able attention. At the annual convention of the 
Northwestern Lumbermen’s Association in Min- 
neapolis in January, the booth made of these 
products won first honors in the building ma- 
terials division. 





banat Gadtuaaie for Ten 
Farm Bridges 


Kansas City, Mo., April 8—Contracts for 
ten farm bridges on tracts bisected by the Loup 
River power district canal near Columbus, Neb., 
were awarded last week to the Central Bridge 
and Construction Co., Wahoo, Neb., and the 
Nebraska Bridge Supply and Lumber Co., 
Omaha, Neb. The contracts totaled $20,390.80. 
PWA officials must pass on the contracts be- 
fore they become effective. 
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Get Spring Ladder 
By Preparing For It 


More ladders will be needed this Spring because of the great 
volume of repairing, modernizing, decorating and new construc- 
tion that will be starting soon. 


You can enjoy your share of this clean, profitable business 
All you have to do is 
to stock the Babcock line—and it includes 
ladders for every purpose—show them— 
let it be known that you have these light, 
strong, safe Genuine Air Dried Spruce 


Ladders. Babcock Ladders practically sell 


Drop a line today for our latest cat- 
alog and prices together with mer- 
ehandising hints that have helped 
other dealers boost ladd 


W. W. Babcock Co. 


BATH, N. Y. 
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UERY AND COMMENT 


End Piling of Lumber 


We are contemplating the erection of a two- 
story retail shed, about 75x125 feet. Are there 
any advantages in end piling in a retail yard?— 
INquiIRY No. 3172. 

[This inquiry comes from a retail lumber 
company located in Missouri. End piling is 
quite common among retailers of the far West, 
particularly California, but it does not seem 
to have “taken hold” to any considerable extent 
in the central States, excepting as applied to 
moldings. Numerous Mid-West dealers store 
their moldings on end, and some of them say 
that they would not think of going back to 
horizontal storage. A few others report hav- 
ing tried end piling and abandoned it. 

The AMERICAN LUMBERMAN would partic- 
ularly like to hear from dealers, in any part of 
the country, as to why they favor either end 
piling or horizontal piling of lumber and mold- 
ings, especially the former. This information 
is desired for the benefit of individual inquirers, 
as well as of other readers. Replies of general 
interest will be printed in the “Retailers’ Round 
Table” department.—Ebiror. | 


Weights of Cordwood, Dry and 


Green 
Will you kindly advise the writer the 
weights of dry and green cordwood, such as 
maple, birch, and oak?—INqQuiRyY No. 3156. 


{This inquirer, a lumberman in Wisconsin, 
has been advised that the weights per cord of 
the woods mentioned are as follows: 


Per cord 
Green Dry 
Ibs. Ibs. 
PE oa cuce ddan aceha view eee 5100 4000 
SOMES TURIN 6c cc ciccncwecencace 5000 3900 
RE eee ren reer ee 5800 3900 
We RIG GREE. cccvccvcccesvocceces 5600 4300 
—EpIrTor.] 


What They Are Looking For 


Recent inquiries that have come to the AMER- 
ICAN LUMBERMAN, in which no doubt many of 
its readers will be interested, are listed below. 
To any reader interested, the names of inquirers 
will be given upon request: 

3174—Wants a list of concerns in Wiscon- 
sin and Michigan who produce birch lumber. 

3175—A market for a quantity of white 
cedar less than a carload, and wishes to con- 
tact a source of supply. 

3176—Wants quickly, an 
ated cut-off saw, either new or second hand. 

3177—Wishes names of West Coast mills 
in position to furnish kiln dried Sitka spruce 
dimension stock. 
3178—Wants to 
marking hammers 
pulpwood. 
3179—Wants a list of manufacturers 
are both cutting and selling Delta gum.” 
3180—Wants for the information of a large 
furniture factory, list of manufacturers of 
various kinds of furniture dimension stock. 


electrically oper- 


know where it 
suitable for 


can get 
stamping 


“who 


3181—Is interested in a log cabin siding 
made by a company that does not peel the 
bark from the lumber before manufacturing. 
Wants names of manufacturers of this type 


of siding. 

3182—Wants to get in touch with mills that 
manufacture white pine. 

3183—Wishes the address of a concern in 
the United States that makes machines for 
grinding wood shavings and scrap wood into 
sawdust or wood flour. 

3184—Uses two carloads of beech lumber 
per month in the manufacture of hand saws. 
Says price of beech now too high, unless can 
secure a source of supply that can make 
special prices on short ends. If obliged to 
continue the purchase of regular lengths of 
lumber wants to contact a concern that can 
supply a wood cheaper than beech but with 
approximately the same qualities. Lumber 
must be clear stock, kiln dried, 5 to 7 per- 
cent moisture content, S2S to }# inches thick. 
Very smooth, surfaced on both sides, and 


free from ripples or planer marks. Can use 
any width 5 inches and over. 
3185—Looking for a source of supply for 


wood garden items, such as fan trellises, lad- 
der trellises, arbors, archways etc. Prefers 
either New England or South Atlantic 
sources. 

3186—Interested in buying boxes in maple, 
mahogany and walnut finishes; approxi- 
mately 3% inches deep, 11 inches wide, and 
18 inches long. Wants names of companies 


equipped to produce boxes of this kind. 


Asks About Co-operative Exhibits 


You have carried in your columns consid- 
erable news as to co-operative exhibits by 
retail lumber dealers in various sections of 
the country. Most of these, we understand, 
are model houses, but we are not aware as 
to whether many of them are maintained as 
permanent exhibits. If you have the infor- 
mation at hand, we woyld appreciate being 
advised in what cities dealers are maintain- 
ing permanent exhibits. We should like to 
know, if possible, under whose auspices the 
various exhibits are conducted. Would ap- 
preciate your comment, with any information 
you could give us along these lines.—INQUIRY 
No. 3173. 

{The above inquiry comes from the secre- 
tary-manager of a lumber trade organization. 
The AMERICAN LUMBERMAN lacks positive 
knowledge of any exhibit that is maintained 
permanently—that is, year after year—by co- 
operative action of a group of lumber dealers. 
In Chicago and other cities there are permanent 
displays of building materials, which are main- 
tained, however, by manufacturers, not retailers. 
Instances also are numerous of groups of deal- 
ers maintaining co-operative exhibits of a tem- 
porary character. Just now such activities 
largely are taking the form of modernizing 
demonstrations, in connection with the com- 
munity Better Housing campaigns sponsored by 
the FHA. On pages 40-41 of this issue will be 
found a special article on the general subject 
of building shows, exhibits etc., written from 
the dealer’s standpoint, which has a distinct 
bearing upon the subject suggested by the 
above inquiry. The editor will be pleased to 
hear from any dealers who are participating in 
group activities of this sort—Ebrtor.] 


April 13, 193; 


Who Dries Green Oak Sawdust? 


Can you inform me if anyone is drying 
green oak sawdust and if so, advise how this 
is being done?—INQUIRY No. 3163. 

[The AMERICAN LUMBERMAN was advised 
that a lumber company in Wisconsin had de. 
veloped a somewhat crude process for drying 
green sawdust, but upon inquiry was informed 
by that company that it had not been able to 
develop a satisfactory method of doing this, 
The inquiry was referred to a manufacturer of 
drying machinery in Kentucky. This concery 
replied that while it had a number of driers 
operating on various kinds of sawdust, wood, 
chips, wood flour, match splints, it would be 
dificult to give any really reliable information 
without knowing more about the particular 
problem of this inquirer. A catalog was sent, 
to be forwarded to the inquirer, with the sug. 
gestion that he give more detailed information 
and also forward a sample of the wet sawdust 
as it would be fed to the drier. The company 
advised that it then would be in position t 
forward complete information, including an an- 
alysis of the cost of drying this sawdust. Any 
reader having information that would be of value 
to this inquirer, located in Delaware, is re- 
quested to file this information with the Ameni- 
CAN LUMBERMAN.—EDITOoR. } 


Ranking States in Hardwood 
Production 


We are interested in knowing how West 
Virginia ranks in the production of hard- 
wood lumber. Will appreciate the informa- 
tion.—INquiry No. 3166. 

[According to the Bureau of Census re. 
ports, in 1932 West Virginia ranked second 
among the States in the production of hard- 
wood lumber, being exceeded only by Louis 
iana. In 1933, however, West Virginia dropped 
to fourth place, the States producing a greater 
quantity of hardwood lumber being, in their 
order, Louisiana, Arkansas and Mississippi. In 
1933 Tennessee dropped from third place to 
a place in production of hardwoods.—En- 
TOR. 


— 





NEWS AND 
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Sawing With Electric 
rent.—The lumber business is 
very prosaic. One would not |sired. 
think it would furnish material |a 
for so many cock and bull 
stories; but it does. Here is 
one of them clipped from a re- 
cent issue of an English con- 
temporary: “A curious inven- 
tion for cutting wood has been 
patented in America. A _ gal- 
vanic current in sufficient quan- 
tity, passed over fine 


simple 


ture to a white heat. 


principle consists in the em- * 
ployment of the heated wire in 


stitute for the knife. 


substance, 
could be cut in the same way. 


By arranging the wire with|Maple City to Good Harbor. 
Stock is being fast taken, and 





handles or other means, so as 


Cur-|to guide it readily, trees, logs 
or plants may be cut as de- 
There is here, therefore, | son. 
and 
force, which may be employed 
to fell trees, divide them into 
logs, and perform all the op- 
erations of the saw and ax. 
The surface of the wood is 
slightly charred, but the black 
layer is very thin. 
tery employed need only be of 
plat-|the simplest character.” 
inum wire, raises its tempera-|the average young rural jour- 
The most |nalist would remark, “Comment 
important application of the|is unnecessary.” 


Opening Up Hardwood Re- 
surgical operations as a sub-|sources.—The following from a 
It was|local newspaper more explicitly 
found that red hot wire cuts|states what the Lumserman 
or burns its way through the|has before mentioned concern- 
flesh. The inventor discovered |ing a narrow gauge railroad in 
that wood, a comparatively dry |Leelenaw County, Mich.: “It 
even when green,|has been decided to build a 
narrow gauge railroad from 


the road will no doubt be com- 
pleted during the coming set 
This is a matter of no lit 
tle importance to the people of 
this section, and the lively ir 
terest they are taking plainly 
shows their appreciation of its 
value. Charles Kropp has cot/ 
tracted to grade, furnish ané 
lay the ties for one mile fret 
of charge. When the road 
As | constructed, the valuable hard 
wood timber growing betweet 
Maple City and Good Harboe 
.need no longer be slashed dow! 
* and burned for the purpose “| 
getting it out of the way, ® 
manufactures will be greatly 
encouraged at Maple City, am 
cordwood can be brought to th 
lake shore and shipped to Mil 
waukee and Chicago.” 

- + * S 


Robert Dollar, of Marquette 
Mich., is spending a few week j 
in the South. 
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April 13, 1935 


Chicago's FHA Financed 
Building $208,000 


(Continued from Page 43) 


of Title II which provides for insurance of 
loans on this type of building project may have 
been overlooked by many readers because it 
has not been widely publicized, but it can be es- 
pecially valuable in helping to solve the low- 
cost housing problem particularly under Amer- 
ican conditions because it offers one advantage 
denied Government-owned projects—discrimina- 
tion in selecting tenants. 

Also at this same time Chicago’s building 
show is in progress at the Straus Building, 
and Mr. Sudler said that since the show opened 
March 15, present and prospective home owners 
visiting the FHA booth have indicated their in- 
terest in obtaining Title II loans for more than 
$2,000,000, and that 75 percent of this amount 
is for new construction. They will be able to 
get the money, too, if they qualify, for these 
loans are being made. Among the banks and 
loans associations which actually have made 
Title I! loans Mr. Sudler named the following: 

Oak Park—Prairie State Bank; Chicago— 
Pioneer Trust & Savings Bank, Mid-City 
National Bank, Continental Illinois Trust & 
Savings Bank, National Security Bank, Aetna 
State Bank, Ogden Federal Building & Loan 
Association; Park Ridge—Park Ridge Fed- 
eral Building & Loan Association; Glen 
Ellyn—Du Page Trust Co.; Wilmette—Wil- 
mette State Bank; Warrenville—Warren- 
ville State Bank; Sandwich—Sandwich State 
Bank; Highland Park— Highland Park State 
3ank; Cicero—Cicero-Ogden Federal Build- 
ing & Loan Association; Naperville—Naper- 
ville National Bank; Lake Forest—First Na- 
tional Bank; Sterling—Sterling National 
Bank; Mount Prospect—Mount Prospect State 
Bank; Wheaton—Gary-Wheaton National 
3ank. 











While everybody is hoping for plenty of new 
building, modernization still is the “big noise” 
in the construction field. Banks at first were 
quite as wary about Title I as many now are 
concerning Title II, but the feeling of uncer- 
tainty about Title I is fast disappearing among 
the bankers, and although the complaint fre- 
quently has been heard that “a lot of banks” 
have qualified under this title but will not make 
loans, this rumor was definitely squelched Mon- 
day when Percy Wilson, regional FHA direc- 
tor, announced to the press that of the forty-six 





Chicago banks which have qualified, only eight 
have reported no activity. Among those which 
have made more than ten of these loans are 
the following: 


Bank No. loans Amount 
District National ........... 259 $79,475 
Personal Loan & Savings.... 192 67,780 
Continental Illinois National. 113 61,032 
lg OS 85 58,487 
Pioneer Trust & Savings..... 61 21,725 
CRicago City Bank... cccere 53 23,349 
Pullman Trust & Savings.... 53 25,967 
Mutual National ............ 49 17,154 


AMERICAN LUMBERMAN 


oa a re 45 23,738 
Milwaukee Ave. National.... 42 23,125 
Halsted Exchange National.. 35 20,766 
"ie ene 31 18,168 
City National Bank.......... 31 15,212 
National Builders ........... 22 15,191 
ee eee 20 12,705 
EGS VIO Rees 656 6c crcncee 20 7,103 
Terminal MAtional ...-cscses 16 6,436 
BEOTOCRMCING TURE cc cccvecscce 3 7,566 
Sears Community State...... 11 5,562 


Since officials estimate that these loans cover 
only about one-fifth of the total amount of mod- 
ernization work actually done, it would appear 
that there is some business being obtained by 
somebody—notably by those who go out and 
get it. Among these must be included the 
twenty-five Oak Park contractors who reported 
to Mr. Sudler’s office that they have all the 
business they can handle, and especially the 
eight who report they have all they need to 
carry them through the summer. Part of this 
is due to the fact these men are good salesmen, 
but usually in the Chicago territory it is be- 
cause they are contractors who know their busi- 
ness and who know lumber and material dealers 
who are good salesmen. The writer met one 
dealer who had sat up until midnight the night 
before with a contractor and a prospect, but 
who came home with an order worth sitting 
up several nights for. There is business to be 
had. Some people are getting it. Small won- 
der one operative builder exclaimed to an 
AMERICAN LUMBERMAN reporter: 

“Sure I’m building this house on speculation 
and I'll sell it in a hurry, too. There is a real 
market for houses around $6,000 to $7,500 right 
now. Surprising the way it’s opened up in the 
past five or six weeks. Distress property 
that’s any good at that price is all off the mar- 
ket now and people are looking for more. I’m 
kicking myself because I didn’t start building 
last fall instead of this spring!” 





A "State Fair" for Termites 


If termites have pride they certainly ought to 
be proud of the fine specimens of their handi- 
work which are on display in the offices of 
American Lumber & Treating Co., now located 
at 407 South Dearborn Street. As the accom- 
panying illustration indicates, President R. M. 
Morriss and his associates have collected ter- 
mite-infested samples of a great variety of 
commercial woods and have assembled them in 
a big glass case in the lobby of the office suite, 
as unassailable proof 
that although some spe- 
cies may resist termite 
attack longer than 
others, none is immune. 
Each of the fifty or so 
samples is labeled with 
its species and the place 
where it was _ pulled 
from some _ structure, 
and these locations in- 


country. And if that is 
not convincing, Mr. 
Morriss can take his 
visitor to an anteroom 
and show many more 
samples large and small 
—packing cases full of 
them—for which there 
was no room in the dis- 
play case. 

It would be a dark 
and dismal picture in- 
deed if the case con- 
tained nothing but these 
samples, but also there 
are samples of Wolmanized lumber, which has 
proved its ability to withstand the attack of 
these voracious insects for at least thirty years. 
In glass cases on top are samples of chemical 
treatments which may be applied to wood, and 
some of the information this company—or its 
subsidiary, the Antimite Co., Arcade Building, 
St. Louis—has available is somewhat of an 
education in the habits and means of combatting 
termites. One such bit of information is the 
new publication, “The Termite Primer,” which 
is brief as its name implies, is readable and 
illustrated, and may be had for the asking. 
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ARROW 
BRAND 
TIDEWATER 
RED 
CYPRESS 


is the key to greater sales 
volume this Spring. Its suit- 
ability for almost every home 
building use opens the door 
to more diversified outlet. 
Dealers will find Arrow 
Brand Cypress a profitable, 
quick-moving item to stock 
now. 


To be sure of immediate 
shipment and quick delivery 
always order your cypress 
requirements from the 


FLORIDA LOUISIANA 
RED CYPRESS COMPANY 
JACKSONVILLE, FLORIDA 









































CYPRESS 


We annually produce 40,000,000 feet of 


Louisiana Red Cypress Lumber, 
Lath and Shingles 


Also Tupelo Lumber, and have Complete 
Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 
Manufacturers DONNER, LA. 





clude all parts of the - 





WHITE PINE (2te—,_ 


Also California White 


and Sugar Pine 
Fir Wallboar 


Cedar and 
William Schuette Company 


West Coast Products 
New York 


Office—220 5th Ave. 








PITTSBURGH, PA. 












DOWNTOWN ST. LOUIS 


Fine Food at Reasonable Prices 


Aoiel “enna 


OUTSTANDING ROOM VALUES 
$2.50 up 











“The Heart Content’’ 
Have you delayed giving your wife this 
new book by “‘the lumberman poet’’? Let 
us send it to you-—take it home to 
how it will cheer her up! $1.50 postpal 
Address the Publisher 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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National Production, Shipments and Orders 


Wasuincrton, D. C., April 8—Following is the National Lumber Manufacturers’ Association report for two weeks ended March 30, and for thir- 
teen weeks ended that date, covering mills whose statistics for both 1935 and 1934 are available also percentage comparison with statistics for identica] 


mills for the corresponding period of 1934: 














TWO WEEKS: Av. No. wreseeen Percent 
Softwoods: fills 35 of 1934 
Southern Pine Association...........- eocccoce 166 51-210,000 110 
West Coast Lumbermen’s Association........ 434 176,727,000 93 
Western Pine Association......ccccccccsccce 121 57,079,000 75 
California Redwood Association........... 16 12,305,000 86 
SOG GUNPGEE cecccesseccccceceoeeosenes ‘ 17 3,659,000 167 
De Pe bcc cneccadsesedeedeoaeneneds 8 804,000 310 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 19 3, 844,000 154 
POU UMORTROEE cvcccceccesoecerecesceeses onéeee 13 1,452, 000 132 
ne GN. ds deri ones iaeseseewsieces 784 307,080,000 92 
Hardwoods: 
Hardwood Manufacturers’ Institute*......... 165 25,716,000 92 
Northern Hemlock & Hardwood Mfrs, Assn.. 19 2,951,000 73 
SPOOR das b cdcdcceeeeeeseecdssetecenes ° 13 924,000 ro 
i POPONES. «csc nccensertsaardacesoees 197 29,591,000 89 
CO |. ced cee gageheeeseseerenoe ve 949 336,671,000 99 
THIRTEEN WEEKS: 
Softwoods: 
Southern Pine Association..........++- ee 153 337,759,000 105 
West Coast Lumbermen’s Association........ 430 1,065,096,000 99 
Western Pine Association........... eeccoce 129 286,703,000 87 
California Redwood Association............+. 15 75,039,000 93 
Southern Cypress ........ eveecosooes ecoece os 17 18, 873 ,000 127 
POGUE FIMO coc cccesevaccedsccesesseoes 8 4,223,000 102 
Northern Hemlock & Hardwood Mfrs.’ ‘Assn. 23 15°340'000 110 
Northeastern .....ceescecs seececenvrnsosees ° 7 6,615,000 147 
OGRE GOECWOESS a ccccsececcavece peebeeenne 782 1,809,648,000 100 
Hardwoods: 
Hardwood Manufacturers’ Institute*......... 172 154,046,000 103 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 23 37,443,000 127 
Northeastern ....ceccseses Seessocecresceceees 7 5,303,000 100 
Total hardwoods ........ wbbthdchoweseenees 202 196,792,000 107 
Grand totAle .ccccccccccceses sceeeseusaone 954 2,006, 440,000 99 
*Periods ended March 23, 1935, and March 24, 1934. 


Shipments 
1935 
59,773,000 
184,328,000 
88,420,000 


364,138,000 


28,991,000 
3,529,000 
820,000 


33,340,000 
397,478,000 


350,233,000 
1,093,908,000 
544,216,000 
81,067,000 
29,571,000 
16,923,000 
13,264,000 
7,130,000 


2,136,312,000 
167,411,000 
26,454,000 
3,169,000 


197,034,000 
2,333,346,000 


Percent 
of 1934 


124 
12: 
131 


110 


93 
124 
120 
128 


1 
12% 


194, 865,000 
82,394,000 
13,995,000 

5,256,000 

2,374,000 

2,424,000 


1,773,000 


360,753,000 


28,343,000 
2,445,000 
600,000 


31,388,000 


392,141,000 


359,352,000 
1,140,382,000 
"622,161,000 
90,592,000 
27, 693, "000 


6,601,000 


179,936,000 
31,674,000 
2,763,000 


214,373,000 


2,496,256,000 





Percent 
of 1934 


121 
119 





Western Pine Summary 


[Special telegram to American LuMBERMAN] 
PortLAND, Ore., April 10—The Western 
Pine Association reports as follows on opera- 
tions of member mills during the two weeks 
ended April 6: 
Weekly average of identical mills, average 
number, 112%: 
Production (weekly average for 
three previous years)..........- 29,540,000 
Average per week 
during two weeks ended 
Apr. 6,1935 Apr. 7, 1934 
31,181,500 37,992,500 
40, 708,500 39,248,500 
37,605,000 41,740,500 
On April6, On April 7, 
1935 1934 


Production 
Shipments 
Orders received ..... 


For 113 mills— 
Unfilled order total.. 


West Coast Review 


[Special telegram to AMERICAN LUMBERMAN] 

SEATTLE, WasH., April 11.—The 523 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 
two weeks ended April 6 reported: 
Production 180,766,000 
Shipments lI! V2 969, 000 
Orders 8.10% over production 

A group of 523 ‘oe. whose production re- 
ports for 1935 to date are complete, reported 
as follows: 
Average 


162,418,000 144,112,000 





5.75% over production 


0, BLO, 


weekly cut for fourteen weeks: 

sé 84,796,000 
BUEN a's ic ok sink einen ah wt aha, wile a ial inion 83,681,000 
for two weeks ended 

rbdsend berdthsaweseseo ans 90,383,000 


A group of 523 mills, whose production for 
the two weeks ended April 6 was 180,766,000 


feet, reported distribution as follows: Unfilled 
Shipments Orders Orders 
Rail ...... 69,289,000 70,144,000 105,832,000 
Domestic 
cargo 79,450,000 85,576,000 168,966,000 
Export . 21,704,000 17,077,000 115,389,000 
Local ..... 22,526,000 22,526,000 = ..ccccee 





192,969,000 195,423,000 390,187,000 
A group of 438 identical mills, whose reports 
of production, shipments and orders are com- 


plete for 1934 and 1935 to date, reported as fol- 

Aver. for two 

weeks ended Aver. for 14 weeks ended 

Apr. 6, 1935 
82,951,000 
85,171,000 
87,670,000 


lows: 


Apr. 6, 1935 
Production 89,513,000 
Shipments 96,040,000 
Orders 96,908,000 


Apr. 7, 1934 
$3,013,000 
69,511,000 
77,682,000 








Output Oversold by II Percent 


[Special telegram to AMERICAN LUMBERMAN] 


Wasuinocton, D. C., 


follows: 
Softwoods 
Southern Pine Association (North 
Carolina mills included)........... 


West Coast Lumbermen’s Association* 
(Washington and Oregon).......... 
Western Pine Association 
Empire and California)............ 


Northern Pine Manufacturers*....... 
Northern Hemlock & Hardwood Manu- 
facturers’ Association .......cceees 
California Redwood Association..... 
Southern Cypress Manufacturers’ As- 
PGE pccnnen sedans eatawnseobens 
Northeastern Softwoods ........+.e+- 
ce re 


Hardwoods 
Appalachian and Southern Hardwoods 
Northern Hardwood 


ee 


Northeastern Hardwoods ............ 


North Central Hardwoods.......... oe 


TOGO, DWE ccscccosssscvaeses 


Os BOE 66 cc csee bese esses ooes 
*American mills. 


April 11.—Ten 











groups for the two weeks ended April 6, reported as 
Week No. of 

ended Mills Production Shipments Orders 

March 30 146 23,496,000 29,202,000 25,620,000 
April 6 155 26,345,000 25,221,000 27,237,000 
March 30 523 88,357,000 98,716,000 102,486,000 
April 6 523 92,408,000 94,253,000 92,937,000 
March 30 112 27,642,000 41,034,000 38,914,000 
April 6 113 34,721,000 40,383,000 36,296,000 
March 3 10 344,000 1,263,000 994,000 
April 6 10 150,000 1,348,000 743,000 
March 30 16 1,469,000 1,320,000 1,157,000 
April 6 20 2,627,000 1,326,000 1,390,000 
March 30 15 5,936,000 9,008,000 6,459,000 
April 6 15 6,170,000 7,207,000 9,206,000 
March 3 20 1,920,000 3,296,000 9’ 807,000 
April 6 18 1,499,000 2,945,000 2 351,000 
March 3 12 872,000 1,211,000 804,000 
April 6 9 127,000 611,000 1,154,000 
March 30 854 150,036,000 185,050,000 179,241,000 
April 6 863 164,047,000 173,294,000 171,314,000 
March 23 168 13,363,000 15,277,000 16,370,000 
April 6 161 13,862,000 15,185,000 13,435,000 
March 30 16 1,222°000 1,592,000 1,111,000 
April 6 20 1,050,000 1,555,000 1,306,000 
March 30 12 393,000 345,000 291,000 
April 6 662,000 358,000 162,000 
March 3 63 527,000 780,000 816,000 
April 6 67 434,000 555,000 519,000 
March 30 259 15,505,000 17,994,000 8,588,000 
April 6 25 16,008,000 17,653,000 5,422,000 
March 30 1,085 165,541,000 203,044,000 7,829,000 
April 6 1,120 180,055,000 190,947,000 6,736,000 





Relation 


of Unfilled Orders to Stocks 


Wasurncrton, D. C., April 8.—Following is a statement for six groups of identical mills and 
flooring factories of the gross stock and unfilled order footages in thousand board feet, March 30. 


Softwoods— 


Dt EE scree ce ceedcenoeenee ee 
eh 8 aaa ar es wa gs nr @wleian 
ceces dane one ees cee mews 


California Redwood 


Te PERIGEE 6 ve cccecseeeres 


Hardwo 


ON ee 


Northern 
Northeastern 


Flooring — 


ak 
Maple, Beech, Birch........... sebee 


ED CIPRO cécccvccesvecssene 
ae r rer ee ee 
Northern Hemlock ..............+.:- 
PRE ehh crn ekenereresizeeees 


eee ee ere eee ee eee eeeeeseses 


SE GEE cio bedeeckasee eo eudewes 


Wetes PPE WOCE ovickcvccccevcéve 
op Ee ee ere 











No. of Gross Stocks Unfilled Orders 
Mills 1935 1934 1935 1934 
‘ 140 407,375 408,692 54,178 75,407 
- 430 1,271,296 1,321,484 393,293 379,405 
- 113 992 1,039,987 165,284 140,321 
. 15 291,267 284,494 32,509 34,873 
17 192,740 252,634 6,752 4,587 
° 8 77,824 105,259 3,785 4,962 
. 11 48,133 54,153 4,197 2,931 
12 31,528 36,422 4,206 6,835 
- 745 3,313,147 3,503,125 664,204 649,321 
. 204 795,856 756,624 124,847 100,669 
; 12 104,593 95,581 7,437 5,857 
° 12 16,877 16,415 3,025 2,321 
56 19,082 20, 196 3,463 5,058 
- 284 936,408 888,816 138,772 113,905 
- 1,006 4,249,555 4,391,941 802,976 763,226 
‘ 90 57,417 62,532 9,392 17,005 
. 24 17,639 16,394 4,802 6,484 
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Texas Dealers’ Theme Is 
Better Merchandising 


(Continued from page 64) 


the redwood cabin siding and plywood panels 
ysed in constructing the “Paul Bunyan” cabins. 


John L. Avery, general sales manager Frost 
Lumber Industries, was ably assisted by James 
L. Farmer, of Fort Worth, in arranging its 
elaborate and attractive exhibit, which included 
samples of Perfection oak flooring. 


LINE YARDS STUDY PLAN FOR 
DISTRIBUTION 


Houston, Tex., April 8.—Preceding the an- 
nual of the Lumbermen’s Association of Texas, 
the Texas Line Yard Retail Dealers’ Associa- 
tion held its annual meeting here today, with 
President Arthur Deffebach, of Fort Worth, in 
the chair. This organization does not have a 
set program for its meetings, but takes up for 
discussion pertinent questions affecting the op- 
eration of branch yards. 

One of the principal questions discussed at 
this meeting was the radio program known as 
the Friendly Builders’ Hour, that has been 
conducted during the last twenty-seven weeks, 
these programs being broadcast over a chain 
covering Texas, Oklahoma and nearby terri- 
tory. Contract for the broadcast is up for re- 
newal, and the opinion seemed to be unfavorable 
to renewing it at this time. However, as this 
matter was expected to come up for discussion 
at the general meeting, no action was taken, 
the line yard dealers deciding to co-operate in 
whatever action is taken by the Lumbermen’s 
Association of Texas. 


To Study Plan for Distribution 


Another question discussed was that of dis- 
tribution. Now that the lumber Code has be- 
come ineffective, it is realized that frequent 
misunderstandings are apt to occur. A com- 
mittee was appointed to work out a plan that 
would be fair to retailers, wholesalers and manu- 
facturers. This committee is to report to the 
executives of the association as soon as possible. 

Officers for the ensuing year were elected as 
follows: 

President—J. W. Rockwell, Rockwell Bros. 
& Co., Houston. 

First vice president—W. H. Curry, W. F. 
& J. F. Barnes Lumber Co., Waco. 

Second vice president—M. T. Bronstad, 
Lingo-Leeper Lumber Co., Denison. 


Treasurer—P. E. Turner, Turner Lumber 
Co., Houston. 
Secretary—G. H. Zimmerman, William 


Cameron & Co. (Inc.), Waco. 


Directors: Arthur Deffebach, Fort Worth; 
W. L. Foxworth, Dallas; J. R. Woodson, 
Caldwell, succeeding Max Houston, Amarillo; 
G. H. Zimmerman, Waco; H. B. Hawley, Dal- 
las; P. E. Turner, Houston; R. E. Wooldridge, 
Gainesville; J. Lee Johnson, Jr., Fort Worth; 
T. C. Spencer, Houston; I. B. McFarland, 
Houston; M. T. Bronstad, Denison, succeeding 
A. B. Mayhew, Uvalde; C. T. Vaughn, San 
Antonio; W. H. Curry, Waco; E. P. Hunter, 
Waco; C. D. Shamburger, Wichita Falls; R. 
G. Mueller, Austin, succeeding J. R. Drake, 
Austin; J. W. Deal, Kansas City. 





Buys Thirty-Six Square Miles of 
Pine and Cypress 


JACKSONVILLE, FLA., April 8.—Reminiscent of 
boom days is a timberland deal recently con- 
summated here through the office of Forest 
Managers (Inc.), when the Resinous Products 

Chemical Co. purchased an entire township. 
The property is a solid area six miles square 
in Baker County, about sixty miles west of 
Jacksonville. It is well timbered, with both 
Pine and cypress saw timber, as well as a large 
amount of turpentine timber, which is now 
being cut by the purchasers. S. E. Fogelsberg 
is local manager of the company, which is a 
northern concern, with operating headquarters 
at Glen-St, Mary. 
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PINE AND.. 
HARDWOODS 


R. W. A. Latham, Manager of 

the Jasper County Lumber Co., 
one of the famous Frost Lumber 
Industries’ mills, recently wrote us as 
follows: “We have tested a number 
of anti-stain chemicals here at our 
mill and are convinced that Lignasan* 
gives the highest degree of stain con- 
trol. Until a better stain preventive 
is developed, we expect to continue 


*»? 


using Lignasan””. 


Such progressive lumber manufac- 
turers as the Jasper County Lumber 
Company encourage wider utilization 
of wood by improving their product. 
Lumber consumers everywhere 
prefer bright stock and better appre- 
ciate the natural beauty of the wood 
if it has a new, clean appearance. 


Bright lumber means more satisfied 
customers for you. USE LIGNASAN™,. 


* Trade Mark Registered. 


REG. v.5 paT.OFF 


LIGNASAN 


Manufactured by 
E. I. Du Pont de Nemours & Co. 
Wilmington, Delaware, for 
THE GRASSELLI CHEMICAL CO. 


Cleveland 


Ohio 


Incorporated 


id 


JASPER COUNTY LUMBER CO. 

















as ae Jar 
Results obtained in a test with Lignasan* 
at the Jasper County Lumber Co. mill. One 
end of each freshly sawn board was dipped 
in standard strength Lignasan* solution. 
Then they were stacked in the lower part 
of a seasoning pile for five months. 


FOUNDED 1839 


! GRASSEL 


REO. U8. PAT. OFF, 





THE GRASSELLI CHEMICAL CO.,INC 
Guardian Bldg., Cleveland, Ohio 


GENTLEMEN : 
information and prices on LIGNASAN.* 
This is not to obligate me in any way. 


Please send me more 


Name 





Address 





City & State 
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LONG TIMBERS! 


Our Main 
Lumber 
Business 


Our Real 
Lumber 
Business is 


te Rae dob ————— he 9 





—) 


OSTRANDER 
RAILWAY & TIMBER CO. 
OSTRANDER, WASH. 


The Original Long Timber Mill 

















MACKIE & LEWIS 
EXPORT - - DOMESTIC 
Shippers of 


“FARWEST BRAND" 


Fir Piling and Spars 
Fir Veneer Logs 
Export Logs, all species 


American Bank Building 
SEATTLE, U.S.A. 
Cable Address -- Macbar 


HOTEL BENSON 


Portland, Ore. 


E believe 

that there is 
no other hote: in 
the entire United 
States more hand- 
somely furnishedor 
that offers more to 
the traveler. 























Keller and Boyd 
Owner). and 


Operztors 
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Vest Pocket Ready Reckoner 


A useful vest pocket manual including a lum- 
bes «alculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous 
useful lumber tabulations. Prepaid, 50 cents. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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Recent Developments Affecting Freight 
Rates On Lumber 


No Rate Increase on Great 
Majority of Lumber Items 


WasuHincrTon, D. C., April 8—With but few 
exceptions, lumber, logs, shingles and other for- 
est products were exempted from emergency 
increases in freight rates in a decision handed 
down by the Interstate Commerce Commission 
in the matter of the application of the railroads 
for increases averaging about 10 percent, known 
as “Ex Parte 115.” 

Mexican pine and Canadian woods in general 
are inclined in the exemption. All other im- 
ported woods, however, together with butter- 
nut, cherry, dogwood, holly, ironwood, lJance- 
wood, Spanish cedar and walnut, whether do- 
mestic or imported, are not included in the ex- 
emption and will be subject to an authorization 
to the carriers to assess an emergency increase 
of 7 percent of existing rates on all line-haul 
carload shipments, with a maximum of 4 cents 
per hundred pounds, up to the end of June, 
1936. 

The Commission’s opinion noted that “the de- 
cline in revenue freight tonnage of Class I rail- 
roads since 1929 has been substantially greater 
in the case of most forest products than of all 
freight,” and that “the unprecedented stagna- 
tion of building and certain other wood-con- 
suming operations during the depression ac- 
counted for a large part of the greater decline 
in tonnage of these articles.” 

The desire of the industry to co-operate with 
the FHA is noted. “Both the applicants and 
the lumber industry,” says the opinion, “ob- 
viously would profit by revival of building oper- 
ations, particularly residential construction. In 
July, 1934, the lumber industry, in co-operation 
with the Federal Housing Administration, re- 
duced lumber prices approximately 8 percent 
with a view to stimulating the use of lumber 
and lumber articles.” It is then noted that the 
proposed increased rates, especially on common 
lumber, “would tend to impede the movement 
of these commodities and result in less rather 
than greater revenues to applicants.” 

The opinion gives $22.43 as the average 
f. o. b. mill price per thousand feet of lumber 
for the entire country during the first six 
months of 1934. Bureau of Census figures are 
quoted to show an average of $18.28 for 1933, 
$15.12 in 1932, and $18.56 in 1931, with the av- 
erage price during the preceding eight years 
ranging from $22.81 in 1930 to $31.78 in 1923. 
“At the present level of prices, rail rates now 
represent a greater proportion of the mill or de- 
livered prices than did such rates in their rela- 
tion to mill or delivered prices for a number of 
years prior to 1930.” The opinion adds that 
“the proposed increased rates would increase 
that proportion.” It is also pointed out that “as 
the railroads are heavy consumers of forest 
products, increases in carrying charges for cer- 
tain railroads will increase the operating costs 
of others.” 

The case for lumber was presented before the 
Commission by the National Lumber Manufac- 
turers’ Association in co-operation with the 
regional associations. At the hearings last No- 
vember before the Interstate Commerce Com- 
mission, C. C. Sheppard, president of the Na- 
tional, headed the list of industry witnesses, and 
opposed any increase in freight rates on forest 
products. Wilson Compton followed, and but- 
tressed in detail the position taken in general 
by Mr. Sheppard, supporting his testimony by 
a comprehensive exhibit of charts and tables. 
[A report of the hearing, with reproductions of 
the more important charts, was published in the 
AMERICAN LUMBERMAN of Dec. 8, 1934, pages 
42-43.—Epitor.] Other witnesses included: 


A. G. T. Moore; H. M. Proebstel; H. A. Gil- 
lis, A. Larssen; G. G. Kingsley; C. D. Hudson; 
G. A. New; I. N. Tate; Frank T. Dooley and 
E. A. Powell. 

R. C. Fulbright, J. V. Norman, and John C. 
White appeared as counsel for the lumbermen. 


Co-operating with the National Lumber Manu- 
facturers’ Association in opposing the proposal 
to increase freight rates were the following 


groups: Southern Pine Association; Southern 
Cypress Manufacturers’ Association; North- 
eastern Lumber Manufacturers’ Association; 


National Wooden Box Association; West Coast 
Lumbermen’s Association; American Walnut 
Manufacturers’ Association; California Red- 
wood Association; Red Cedar Shingle Bureau: 
National Woodwork Association; National 
Hardwood Association; Hardwood Dimension 
Hardwood Traffic Association; Hardwood 
Manufacturers’ Institute; Appalachian Hard- 
wood Manufacturers (Jnc.); North Central 
Hardwood Association; Hardwood Dimension 
Manufacturers’ Association; National Hard- 
wood Lumber Association; Pole & Piling 
Manufacturers and the Western Pine Associa- 
tion. 





West Virginia Operators Op- 
pose Rate Reclassification 


Huntincton, W. Va., April 8.—Luther O. 
Griffith, president Griffith Lumber Co., of this 
city, will attend the hearings beginning in 
Washington April 15, on the proposal of rail 
carriers in Official Classification Territory that 
they be permitted to cancel outright all special 
commodity rates on lumber and forest products. 
substituting therefor the full sixth class basis 
on lumber and 17% percent of the first class 
rate on logs, with other forest products related 
thereto in percentage proportion. All lumber 
manufacturers served by the Norfolk & West- 
ern, Chesapeake & Ohio, and Virginian rail- 
ways, and in all territory north of these lines, 
including the Baltimore & Ohio and Western 
Maryland. will be affected by the proposed 
change. The proposal will be opposed by West 
Virginia operators. Mr. Griffith said that while 
in some instances sixth class rates are now 
applied, the increases that would result under 
the new proposal would greatly outweigh any 
scattered benefits now received through the ap- 
plication of sixth class rates. He believes also 
that the application of the full classification 
basis on lumber “is highly improper, particu- 
larly from a territory where it moves in vol- 
ume, and the time is ripe for a special effort 
at this hearing to demand a basis on lumber 
lower than the full sixth class.” 

-ooOoo:::- 


Car Loadings Estimated for 
Second Quarter 


Wasuincron, D. C., April 8—According to 
estimates compiled by the thirteen Shippers’ 
Regional Boards, total car loadings in the 
second quarter of 1935 are expected to be about 
one-tenth of one percent above actual loadings 
in the same quarter in 1934. The record shows 
that in the second quarter of 1934, 336,000 cars 
of lumber and forest products were loaded. The 
boards estimate that, for the second quarter in 
1935, loadings of lumber and forest products 
will total 374,607 cars, an increase of 11.5 per- 


cent. 
—_—_—_—_— 


Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows the 
revenue freight for the two weeks ended March 
30, 1935, totaled 1,225,265 cars, as follows: 
Forest products, 50,453 cars (an increase of 
706 cars above the amount for the two weeks 
ended March 16); coal, 280,521 cars; coke, 
11,458 cars; ore, 8,243 cars; livestock, 21,702 
cars; grain, 52,834 cars; merchandise 322,668 
cars, and miscellaneous, 477,386 cars. The total 
loadings for the two weeks ended March 30 
show an increase of 40,563 cars above the 
amount for the two weeks ended March 16. 





— 
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ls Part-Time Kiln Operation 
Commercially Practical ? 


[By D. H. Brown, Dry Kiln Engineer] 


Present-day conditions and shorter working 
hours have resulted in most hardwood mills 
and woodworking plants being short of fuel. 
To keep from buying fuel, many plants are fir- 
ing their boilers only during the day-time, 
which means that steam is available for kiln 
operation only during the day-time. The fuel 
problem is so acute at some plants that only 
exhaust steam is available for kiln operation 
during the day-time, and kilns are not steamed 
at night. 

Still other plants can supply exhaust steam 
during the day-time when plant machinery is 
running, yet live steam is supplied at night. 

Now hardwood mills and woodworking plants 
are wondering: Is it commercially practical to 
kiln dry lumber when kilns are supplied with 
steam under variable conditions? Can kilns be 
operated with any degree of efficiency when 
supplied with steam only part-time; when sup- 
plied with exhaust steam for 12 hours, and no 
steam the remaining twelve? 

That “it can be done” is evidenced by the fact 
that a good many plants having modern Moore 
cross-circulation fan kilns are successfully op- 
erating them in the ways described above. The 
fact that they are doing it under present eco- 


MONDAY 
a i 






ax. 


Chart taken from control-instrument of a Moore 

cross-circulation fan kiln, operated by a North 

Carolina furniture manufacturer, who supplied kiln 

with steam during daytime only, none at night. 

Note "quick get-away" to drying schedule when 
steam is turned on each morning 


nomic conditions shovld indicate that it is com- 
mercially practical from the standpoint of econ- 
omy and quality of drying. 

Successfully Dries with Variable Steam 

Supply 

The accompanying illustration is a recorder- 
controller chart showing temperature and hu- 
midity readings on a Moore cross-circulation 
fan kiln operated with live steam during day- 
time, nothing at night, by a Carolina furniture 
manufacturing plant. This chart shows tem- 
perature and humidity at “set point” during the 
day working hours, and the gradual decline in 
“eae during the night hours when steam 
is off, 

Probably the most remarkable feature of this 
chart is the “quick get-away” or very rapid 
rise in temperature to set point when steam is 
turned on in the morning; and the slow, even 
decline in temperature throughout the night 
hours when steam is off. Rapid rise in temper- 
ature to “set point” is due to efficient heating 
system and fast, cross-circulation of air through 
the heating coils and all parts of the loads. The 
slow retarding of temperature after steam is 


shut off is due to tight, well constructed build- 
ings and close-fitting, insulated doors. 


Drying Continues While Steam Is Off 


In this particular case, steam is actually off 
for a period of about 14 hours out of each 24, 
yet kiln temperature did not quite fall to “at- 
mospheric” conditions. Thus it will be seen 
that while the steam was off, actual drying went 
right on, at a gradually retarding rate, through- 
out the whole of this “off” period, and the “off” 
time was not dead loss. This, coupled with the 
“quick get-away” to set-point drying schedule 
when steam is turned on each morning, consti- 
tute the real secret of the success of part-time 
kiln operation. The old-style natural draft 
kiln requires from four to six hours, or even 
longer, to reach set point, while the modern 
Moore cross-circulation fan kiln quickly reaches 
the desired temperature schedule, with a mini- 
mum of lost time. 


What to Do as Temperature Changes 


The results of experience indicate that too 
rapid cooling of the lumber after steam is turned 
off is one of the big dangers of part-time oper- 
ation, resulting in severe case-hardening. There- 
fore in drying lumber that is above fibre satu- 
ration point, when steam is turned off at night 
many operators leave the doors closed, and in 
many cases operate the fans for several hours 
after steam is off. It is highly important that 
the humidity be not allowed to drop too low 
during the “off” period. 

In drying lumber which has passed the “fiber 
saturation point,” it is current practice to stop 
the fans when steam is cut off, and doors and 
ventilators kept tightly closed until kiln tem- 
perature has reached an equilibrium with out- 
side atmospheric conditions, at which time doors 
should be opened. On re-starting after lumber 
has cooled down to atmospheric conditions and 
doors opened, it is customary to give the lum- 
ber a short “conditioning” treatment before 
resuming the drying schedule. 

Properly handled by experienced operators, it 
has been found that in most cases lumber can be 
dried by the part-time method of operation 
wi'hout greatly increasing the total drying time. 


Arkansas Adopts 2 Percent 
Sales Tax—Timber Exempt 


LittLe Rock, Ark., April 8—Gov. Futreel has 
signed the Hall sales tax bill, levying a 2 per- 
cent fax on retail sales. The measure becomes 
operative May 1. Amendments incorporated in 
the bill prior to passage exempted foods, drugs, 
cotton and timber. Of the $2,500,000 estimated 
revenue, 65 percent will go to schools, and the 
remainder to the State general revenue fund, 
out of which will come funds for relief. 


Builds New Hardwood Mill 


New Orteans, La., April 8.—J. B. McGilli- 
cuddy, of the Southern Lumber Co., with sales 
office in the Balter Building here and a plant 
at Tunica, La., announces that another unit 
is being built at Tunica. The new plant con- 
sists of a 6-foot band mill, planer and resaw. 
The mill will cut principally ash and magnolia 
for the export and domestic markets. Ed 
Dwyer, formerly with Gregertsen Bros.. Chi- 
cago, is in charge of the manufacturing. Sales 
will be handled by the Southern Lumber Co. 











Hymeneal 


ABERLY-LANE—John Milton Aberly, Jr., 


treasurer-manager of the Pine Lumber Co., 
of New Bern, N. C., on April 22 will be mar- 
ried to Miss Eunis Primrose Lane, daughter 
of Robert P. Lane of that city. 
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BOOTH - KELLY 


Trade- and Grade- 
Marked 


DOUGLAS FIR 





Has been satisfying 
dealers and their 
customers for 
three decades 


Were proud to 
identify it as our 
product with our 
triple certification 
of quality 


Order It In: 


DIMENSION DROP SIDING 

MOULDINGS FLOORING 

FINISH CASING 

CEILING STEPPING 
BASE, ETC. 


MIXED CARS A SPECIALTY 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


qf, 
Belle 
“LUMBER CO 
SUGENE ORE: 


TWO MILLS—SPRINGFIELD and WENDLING, ORE. 
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Tacoma, Wash. 


West Coast Woods.—Strikes and threats of 
strikes continue to be a dominant factor in 
the lumber market. Of paramount interest 
is the Coast-wide strike of oil-tanker sailors. 
So far, logging operators have been the prin- 
cipal sufferers, and many camps have sus- 
pended operations because of empty fuel-oil 
tanks, as the yarding and loading engines of 
many of the larger camps in this district use 
fuel oil. Dealers have pooled their fuel and 
Diesel oil stocks, and are rationing them to 
users. Some of the smaller camps, that employ 
mainly wood-burning engines, so far have 
not been affected. Mill men report that so 
far there has been no actual log shortage, 
as most of the camps have sufficient down 
timber to permit extended operations. But if 
the strike is not settled soon, the dearth of 
logs will be felt. Threats that a general 
longshoremen’s strike might be called as a 
sympathy move are not believed to be alarm- 
ing, but operators are concerned nevertheless 
at the possibility of such a move. 

The waterborne lumber cargo movement is 
comparatively stagnant, but the Oriental 
market is brisk. 


Seattle, Wash. 


West Coast Woods.—There is little change 
in the market as compared to a fortnight 
ago. Many believe that imminent suspen- 
sion of the Lumber Code is making buyers 
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Market News from An 


to. British Columbia mills are declared to 
be oversold. Quick shipment of shingles is 
impossible on either side of the line. Some 
buyers are delaying orders in hopes of lower 
prices. Practically all shingles are being sold 
at the old Code prices or slightly higher. 
No. 2 16-inch shingles are in good demand 
and are hard to get. 

Logs.—Fir logs of best quality are moving 
at top prices of $10, $14 and $18; smaller logs 
sell at $9, $13 and $17; inferior logs delivered 
to the mill bring $8 and $12. Hemlock is 
softer, but $8.50 to $9 appears to be an aver- 
age price range, with best grade export logs 
bringing $11@12.50. Shingle cedar logs move 
at $10, and lumber cedar logs at $16. 

Export.—China and Japan, the two largest 
consumers of export lumber, are inactive. 
Oriental rates are weak; large squares move 
to Japan at $5.50, and baby squares at $5, 
while lumber to Shanghai moves at $5.75. The 
United Kingdom is buying clears in fair 
volume but not merchantable. The European 
continent is quiet. Both coasts of South 
America are buying some lumber. Export 
mills have order files for about thirty days 





Has Float in “Smelt” Parade 


Wetts, Micu., April 8.—The I. Stephenson 
Co. is finding a growing market for lumber in 
the building of tourist cabins and inland lake 
resort properties. The sale of cut-over lands 
to local and outside parties who want to estab- 
lish summer homes and hunting and fishing 
lodges also provides outlet for a large amount 





This is a picture of a 
float entered by the I. 
Stephenson Co. in the 
Northern Michigan 
Smelt Run Jamboree 
parade staged in Esca- 
naba, Friday night, 
March 29, when thou- 
sands of people came 
parts of the 
Northwest to partici- 
pate in the opening of 
the sport fishing season 
in the Upper Michigan 
resort country 


from all 


of I. Stephenson Co. products. This company 
has long been interested in the promotion of the 
northern Michigan tourist and resort business. 
Last year the company awarded 40 acres of 
land, suitable for the location of a hunting and 
fishing lodge, to the hunter shooting the largest 
deer during the season. 


RTERS FOR (enya 
HEADQUAR? TING an ae CAMP 


TO BUILD A 
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business at present levels. Weather condi. 
tions have been unfavorable to heavy pro. 
duction, and many mills are down; they wij] 
be unable to resume for several weeks. Mjjj 
stocks have therefore been reduced to g 
great extent. 


Warren, Ark. 


Arkansas Soft Pine—Business has held up 
well. Dealers apparently have such small 
stocks that they are compelled to buy for 
quick shipment whenever they make a sgale 
of any consequence. Arkansas mills shipped 
20 to 40 percent more lumber during March 
this year than for the same month last year; 
in fact, shipments for the first three months 
of this year averaged close to 40 percent 
ahead of a year ago, whereas production 
averages 10 percent under that of the first 
quarter of last year. There has therefore been 
a sizable reduction of stocks on hand, sey- 
eral mills now being so far oversold on both 
%- and 4-inch B&better edge grain flooring 
and certain items of 4/ and 5/4 finish, espe- 
cially 5/4x10- and 12-inch, and 1x12-inch 
B&better, that they are declining orders un- 
less customer will permit shipment at mill's 
convenience. The mills report heavy ship- 
ments of Nos. 2 and 3 common, whereas a 
year ago their shipments were made up 
largely of No. 1 and better. Some mills now 
report being sold up to green stock on prac- 
tically all lengths of 2x4-inch in Nos. 1 and 
2, 1x12-inch No. 1, and also on 2x8-inch 12- 
and 14-foot Nos. 1 and 2 and even certain 


items of 2x6-inch are in very limited supply. 
Practically all large pine mills have declared 
observing the 


their intention to continue 
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hesitant. On the other hand, prices are hold- 
ing surprisingly well, and most informants 
anticipate a fair volume of business this 
spring. 

Rail.—Volume of sales continues small, but 
some firms report more inquiry, with small 
line yards beginning to buy. Most buying 1s 
on speculation. One company reports more 
inquiries from the Government, for CCC camp 
construction. The heaviest demand is for low 
grade lumber. Prices are holding firm on 
mixed cars. There is an acute shortage of 
dry dimension and boards at the mills. 


Intercoastal.—Shipments continue in fair 
volume, but new business is slow. Boston 
and New York are selling very little lumber, 
but reports from Philadelphia say buying has 
begun. The $12 rate is firm, but ship space 
is in easy supply. 


Western Red Cedar enjoys a fair demand. 
Lumber sold is mostly for yards. 


Shingles.—Practically all the shingle mills 
have resumed operation, with quotas about 
20 percent higher than those of last quarter. 
A brisk demand for shingles exists. The 
shingle mills have agreed to abide by the 
Code for sixty days, though not legally bound 


run, and orders for clears will keep them 
busy until the end of June. In British Colum- 
bia a strike of boom men is hindering ex- 
porters. 


Memphis, Tenn. 


Southern Hardwoods—Domestic demand is 
only fair, with prices exceptionally low, but 
foreign consumers are buying more, at pres- 
ent low prices. Furniture and automobile 
body manufacturers and retail dealers are 
the principal domestic buyers, for present 
rather limited needs. There has also been a 
slight improvement in the demand from sash 
and door and flooring plants, but total is not 
large. Prices are below cost of production 
on many items. On a few scarce items, how- 
ever, prices are satisfactory, shortages of 
these resulting from curtailment enforced by 
rains and floods. The probability of an ad- 
vance in ocean rates May 1 has resulted in 
many foreign orders being placed to get ad- 
vantage of present low rates, and shipments 
are heavy. Overseas prices are low and un- 
satisfactory, and the movement will not be 
continued unless a better price level is 
reached. The average mill is not eager for 


Lumber Code, especially maximum hours of 
work and minimum rates of pay. Mill own- 
ers are of the opinion that if the hour and 
wage provisions are continued; then the Gov- 
ernment should also give the mills effective 
production control, since the lumber market 
is barely absorbing current production, and 
any further increase in production would 
most certainly lower prices, especially on 
common items which have shown a slight 
tendency to sag the past two weeks. As 4 
whole, the large mills are adhering to their 
current price lists, granting not more than 
50 cents to $1 off on straight cars of surplus 
common items. Small mills continue active, 
but are able to push their dry common stock 
on the market only at concessions from 
levels prevailing thirty days ago. 


Hardwood demand continues fairly good, 
with purchases being confined to items that 
are urgently needed, most buyers believing 
that lower prices will prevail if many mills 
abandon the Code. The press reports two 
large operators having served notice to their 
employees of having abandoned the Code this 
past week; the Chicago Mill & Lumber Co. 
and the E. L. Bruce Co. have increased the 
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nours of work to 50 to 60 hours a week and 
reduced rates of pay 10 to 20 percent. The 
Bruce notice was to become effective April 8,. 
whereas, the Chicago Mill & Lumber Co.’s 
went into effect April 1, resulting in the 
walkout of approximately 800 men at its 
West Helena, Ark., and Greenville, Miss., 
plants. The men said they would not accept 
less than Code wages, but expressed willing- 
ness to work as many hours as the company 
wanted them to. Some other large mill 
operaters have stated that they propose to 
adhere to Code wages, but will increase their 
operating time in order to help lower costs. 
The general belief is that if production con- 
trol is disregarded, ruinous prices will result 
unless there is an unexpected pick-up in de- 
mand. The demand for certain items of oak 
flooring continues to exceed the available 
supply, especially of No. 1 and better shorts 
and No. 2 common, several flooring plants 
having purchased large quantities of low 
grade oak flooring stock to increase their 
supply of these items. Mixed orders calling 
for wagon oak and cther items of air dried 
and kiln dried 4/, 5/ and 6/4 FAS white oak, 
red oak and sap and red gum are fairly 
plentiful, with several mills not able to fur- 
nish any quantity of 5/ or 6/4 red oak or 
red gum. These items are in limited supply 
and in fair demand at reasonable prices. 


Cincinnati, Ohio 


Hardwoods—Prospects are more encourag- 
ing, with inquiry broadening. Prices also 
show signs of stiffening on stocks that are 
scarce or of which mill assortments are much 
broken. These include thick Appalachian 
oak, both common and better and sound 
wormy; higher grades of chestnut, poplar, 
ash, maple and elm, especially air dried 
stocks cut more than two years. Industries 
continue to take liberal amounts of bass- 
wood, cottonwood and low grade poplar and 
chestnut for boxes, crates, manufacture of 
ladders, washboards, woodenware, milk boxes 
and the like. Body builders are eager for 
supplies. Inquiry for export lumber is more 
satisfactory. 

Softwoods—Country retailers are taking 
more Lumber for farm repairs and new build- 
ing. The demand for pine for small resi- 
dence construction bids fair to be large. 
Southern pine is moving in good volume to 
industrial users. 


Houston, Tex. 


Country yards seem to be handling a fair 
volume of business, considering the fact that 
most farmers are working in the fields, 
Permits for the City of Houston continue to 
increase, and this week amounted to $185,- 
315. Everyone seems to expect a steady bet- 
terment in demand. The convention of the 
Retail Lumbermen’s Association of Texas, 
being held in this city April 9, 10 and 11, 
has a tendency to slow up purchases, but 
should have a tendency to increase them 
shortly thereafter. 


Southern Pine—Orders continue sufficient to 
take care of production. But prices on some 
items, due to offerings of “specials” in surplus 
stocks, have weakened, though there has 
been very little change in the list as a whole. 
The mills were looking forward to place- 
ment early in April of orders for lumber to 
erect seven CCC camps in the State, but new 
bids are being asked, on pre-fabricated 
buildings; these seven camps will require 
approximately 1,500,000 feet of lumber, 
largely 1x6 No. 2 S2S&CM. The mills had 
expected a large purchase of grain doors by 
one of the western railroads, but drouth and 
ust storms have caused it to be held up. 


Hardwood—Demand continues to hold up 
fairly well, but prices are still unsatisfac- 
tory. Purchases are largely by box and 
automobile body manufacturers. Spring rains 
have continued to handicap loggers, but mill 
stocks of lumber are ample to take care of 
present sales. 


Shingles and Lath—Shingle demand - has 
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been brisk, with prices showing a tendency 
to strengthen; a few ‘mills seem anxious to 
take orders at less than Code prices, how- 
ever. Lath continue scarce, and prices to 
average better than Code. 


Minneapolis, Minn. 


Northern Pine.—Recent heavy snowstorms 
had tended to slow down the market, but 
a considerable recent increase in sales and 
shipments is reported. The heavy precipita- 
tion throughout nearly all the areas hitherto 
affected by drouth has improved the business 
outlook, since farmers are very much en- 
couraged about crop prospects. There is some 
fear that retail stocks will not be sufficient 
to supply any quick upturn in demand, and 
material in the hands of manufacturers in 
many cases is not in good assortment. Stocks 
at the mills are some 26 percent lower than 
they were a year ago. Prices are firm, both 
because of the shortages of some items and 
the strength of competing woods. Stocks of 
low grades, particularly No. 3 and No. 4 
boards, have been cut down by industrial 
demand. 


Northern White Cedar.—Prospects are good 
for a heavy spring demand. There is a great 
deal of replacement and new construction to 
be done and, with farm crop and price condi- 
tions better than for some time, the prospect 
is for a decided upturn in business. 


Millwork.—Considerable new business is 
being booked and better weather is expected 
to bring an upturn in sales. 


Retail Sales.—The February report of the 
ninth Federal reserve district shows that 487 
retail yards sold 2,738,000 feet of lumber, as 
compared with 3,403,000 feet in January, and 
2,691,000 feet in February, 1934. Stocks in 
462 yards totaled 63,831,000 feet Feb. 28, as 


compared with 568,442,000 feet Jan. 31, and 
65,640,000 feet Feb. 28, 1934. Total sales of 
all materials at 487 yards last February 


amounted to $597,800, as compared with $959,- 
500 in January, and $593,100 in February, 


| Kansas City, Mo. 


Southwest Market.—There was some varia- 
tion in prices quoted by smaller mills in the 
Southwestern producing territory last week, 
but those of the larger mills were generally 
steady. Buying was on a hand-to-mouth 
basis. Spring construction work has been 
slow in getting under way, and retailers are 
showing little inclination to anticipate their 
needs. Dust storms in most States in this 
section interrupted retail business. The Con- 
gressional deadlock which tied up $4,880,000,- 
000 work-relief bill delayed such industrial 
buying as has been dependent upon the Gov- 
ernment market. Railroads submitted mod- 
erate buying schedules. 


Retail.—Sales of lumber in board feet at 
155 retail yards in the tenth Federal Reserve 
bank district showed declines of 2.7 percent 
in February from those reported in January 
this year, and of 5.9 percent from February 
last year. Dollar sales of all materials, al- 
though 10.8 percent smaller in February than 
in January, were 11 percent larger than in 
February, 1934. Stocks of lumber at the yards 
were slightly larger at the close of the month 
than on Jan. 31, but 5.9 percent smaller than 
they were one year earlier. 


Construction.—Aside from February, 1933, 
building in February was the lowest for any 
like month in recent years in the tenth Fed- 
eral Reserve district. Residential contracts 
amounted to $817,053, or $296,628 more than 
in January, but $78,457 less than a year ago. 
For all types of construction jobs a total of 
1,032 permits were issued for a total of 
$1,052,273, including many projects originat- 
ing from Government loans, and these figures 
represent gains over January this year and 
February last year. 


Western Pines.—Corn Belt retailers were 
not in the market, although salesmen’s re- 
ports indicate yard stocks are short and 
badly broken. Millwork plants were buying 
small amounts for quick shipment, while 
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other industrial customers generally were in- 
active. Prices showed little change. 


Southern Pine.—lInquiries were reported 
heavy, and for a wide selection of items to 
be included in mixed cars. There was no for- 
ward booking by either retailers or industrial 
buyers. Box grades were in fairly good de- 
mand. 


Douglas Fir.—Dragginess was reported by 
all handlers of Douglas fir, and prices had a 
weaker trend. In spite of reduced produc- 
tion, sales failed to keep pace with output. 
Railroads placed a small amount of orders. 


Hardwoods.—Although demand has been 
active for most items, some surpluses were 
being built up in better grades of flooring. 
Producers reported good demand for mixed 
ears. Industrial buyers were in the market 
for seasoned hardwood, supplies of which 
were very light, according to reports here. 


Shingles and Lath.—Shingle prices were 
firm and supplies were limited as a result 
of heavy spring repairing demand. Lath were 
firm, as production has been limited. There 
was not much change in prices. 


Birmingham, Ala. 


Southern Pine.—Lower grades do not move 
at any price. A little demand has developed 
for the No. 2 and dropping grades of flooring 
and siding. For repairing old-type residences, 
1x4-inch No. 1 longleaf flooring is wanted, 
but longleaf mills have been making largely 
No. 2 and lower grades and B&better. Lower 
grades of beaded ceiling are also wanted for 
repairing. B&better rift and flat grain floor- 
ing are off $1, with some stock going at $2 
off. No. 3 shiplap, 1x8-inch, as well as 1x6- 
inch S2S&CM, sells at $11; No. 2, $17; No. 1, 
$27.50, all air dried; kiln dried is about 10 
percent over air dried. School contracts in 
central Alabama have required a good 
amount of upper grades, which are scarce at 
all mills—yet the price of No. 1 flat grain 
flooring has dropped to $29, and a few mills 
quote shortleaf as low as $26. Some mills get 
$30 and $31, mill base, for No. 1 and better 
flooring and siding. Small-mill rough dimen- 
sion is at the the lowest level in years. Com- 
mon boards, No.3 and better log run dressed 
stock for form lumber, are $14. Small tim- 
bers range about $15 to $18, mill. Car deck- 
ing and car lining are off $2 from February 
base. 


Hardwood Flooring took the third cut, on 
all grades above No. 2 common, since the first 
of the year. With prices unchanged, demand 
for hard and soft maple flooring continues 
to show a steady increase, but birch and 
beech are being substituted. For some in- 
dustrial jobs, gum flooring is being used; 
price of sap gum flooring today is: Clear, 
$45; select, $40, and third grade, $30, mill. 


Norfolk, Va. 


North Carolina Pine.—It has been raining 
in this section nearly every day for a week, 
and demand has been somewhat of a dis- 
appointment. When millmen are not sold 
ahead for a week or two anyhow, they begin 
to champ and fret, and the result is usually 
an offering of some little price concession to 
induce more buying. Buyers are doing a lot 
of shopping around, and many are buying 
truckloads of lumber, whereas heretofore 
they bought carloads. Inquiries for good 
lumber in mixed cars have picked up, and 
sales are very likely to show an increase 
later if the weather will become stable and 
building plans can be forwarded. There is 
a better demand for small framing, dressed, 
in mixed cars. Box makers are buying some 
pine, poplar and tupelo gum, but are limiting 
their purchases to the orders they have in 
hand. Demand for dunnage has dropped off, 
but inquiries for crating material have picked 
up. Prices are not as strong as they were 
thirty days ago. Quotations on air dried 
roofers seem to have steadied, notwithstand- 
ing reports that certain large handlers of 
“transits” are offering stock at ridiculously 
low prices. Good framing, air dried or kiln 
dried, rough or dressed, is firm. The prices 
on Bé&better and No. 1 common are not as 
strong as thirty days ago, except in 10- and 
12-inch widths, which are popular and scarce. 
Rains have stopped any effort to increase 
production, and orders have not been suffi- 
cient to justify an increase. There is not 
a large unsold surplus of stock at North Car- 
olina pine mills, and some items are very 
hard to buy even at good pricés. 


(Continued on Page 87) 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, MAss., April 8—Mass meetings at 
the Boston Statler two weeks ago, sponsored 
by the State branch of the Federal Housing 
Commission with State Director John F. Mal- 
ley in charge, as part of an intensive drive to 
secure pledges for remodeling and repair jobs, 
were followed last Monday and Tuesday by 
the annual convention of New England Build- 
ing Officials. The latter included an elaborate 
exhibit of building material and specialties, and 
brought a wide range of discussion of the 
Federal housing program. Results from the 
Federal canvass in the State have been very 
encouraging. Owners in 52 communities in the 
week ending March 23 had signed pledges to 
have $1,332,165 worth of work done on repairs 
and remodelling, bringing the total to that date 
to $10,685,569. It is significant that the week’s 
total six weeks before was $318,000, while the 
pledges last week reached the substantial sum 
of $1,800,000, with the individual amounts rang- 
ing from $100 to $2,000. Up to April 1, the 
Housing Administration concentrated on proj- 
ects under Title I of the Act, but since that 
date the drive is primarily to encourage loans 
for new homes through the banks. In this 
connection it is interesting to note that John H. 
Fahey, head of the Federal Home Loan Bank, 
declared as recently as Thursday in New York 
that the Government was ready to withdraw 
entirely from the direct use of Federal money 
for housing loans, and would leave that field 
entirely to private banking interests, aided by 
the driving force of the Federal Housing Ad- 
ministration. The banks are showing an abil- 
ity to produce all the cash that may reasonably 
be called for during the next three to six 
months. 

The plans of the New England trade for cor- 
recting trade abuses by encouraging joint action 
by all branches along co-operative lines is 
making real progress, the aim being to encour- 
age regularity in the movement of lumber from 
mill to the consumer and to stabilize the price 
structure and merchandising practices. Many 
of the larger manufacturers in many sections 
of the country squarely approve the plan and 
pledge full co-operation. Granting of irregular 
discounts is clearly shown to have had a de- 
pressing influence upon prices. 


West Coast Fir and Hemlock—tThere is a 
freer movement of stock from the distribu- 
tion yards, but there is pressure to sell un- 
sold lots prior to arrival, and competition for 
this class of business is keen and the selling 
price level quite ‘erratic. Local stocks 
dwindled during March. Receipts during the 
first three months were 16,136,047 feet, com- 
pared with 13,612,982 feet last year, 16,528,- 
479 feet in 1933; 32,045,859 feet in 1932 and 
44,181,243 feet in 1930. April receipts will 
surely run well ahead of any April in the 
past five years. Nearly all parcels went di- 
rect to the yards in filling orders or had been 
sold in transit, so that local wholesale stocks 
have not been added to. Wholesale offices 
report the mill price position strong, with 
very little accumulated stock available. In 
fact No. 3 fir in either dimension or boards 
is difficult to find, and asking prices at the 
mills are from $1.50 to $2 over the old Code 
list. There has been a striking increase in 
local orders from the yards, both in the form 
of mill schedules and in the movement from 
local storage. 


Eastern Spruce—There has been a steadily 
increasing volume of orders during the past 
two weeks, mostly for fresh sawn dimen- 
sion, with the smaller sizes of scantling, up 
to 2x6-inch, at the old Code base of $32, 
delivered at Boston rate points. The larger 
mills hold strictly to $35 for 8-inch; $37 for 
10-inch and $38@39 for 12-inch. There are 
few if any dry boards on the mill yards, and 
orders are booked subject to delay of six to 
eight weeks in making shipments. For 5- 
inch and up covering boards, the price is 
uniformly $28, with an occasional sale at $29. 


Dressed and matched boards 


in the stoc, 
widths up to 7-inch are firm at $31@32, and 
the 8-inch at $34, with some sales at $35 


Furring strips dressed and bundled, are Sold 
-up and are firm at $27 for the 2-inch and $28 
for 3-inch. 


Lath and Shingles—Spruce lath are More 
active, and a trifle firmer at $3.65@ 3.75 for 
the 1%-inch, and the 1%-inch at $4 @ 4.95 
Eastern white cedar_ shingles, standard 
brands, sell freely at $4.50 for extras, and 
$3.75 for clears, and unless a brand is well 
below standard there are few if any sales 
below these figures. The western red cedars 
continue very firm, due to the strong price 
position at the mills. For all-rail shipments 
delivered prices are uniformly $4.04 for the 
16-inch XXXXX, and $4.43 for the 18-inch 
Perfections. The waterborne lots from local 
storage are active, but heavy receipts by this 
week’s boats have served to hold the price 
level down to that quoted here two weeks 
ago, the 16-inch No. I, XXXXX, kiln drie@, 
holding at $3.73 per square at the storage 
yard; No. 2, $3.19; No. 3, $2.85, and the 18. 
inch Perfections at $4.06. For air dried, de- 
duct 15 cents. 

Maple Heel Stock—Transactions are few, 
but should increase within the next two 
weeks as the new summer season gets 
under way soon after Easter. Sales of long 
plank are reported at a range of $62@68, but 
the short and clear lots of 2-inch are held at 
$82@85, with some of the larger mills quot- 
ing as high as $90. 


Pine Boxboards—There are sales of round 
edge inch as low as $14 and, as high as the 
old Code base of $16, f.o.b. the mill yard. All 
Code enforcement activities at the mills have 
been suspended, and, as there is quite an 
accumulation of winter sawed round edge on 
the mill yards, there is some sales pressure 
and a weaker price basis than two weeks 
ago. Most sales of inch square edge, 5 inches 
and up, are at the old base of $26 f.o.b. mill, 
though sales for delivery at the Boston 
points range from $27@30. 


NEW YORK, N. Y. 


New York, April 9.—In retail circles, com- 
ment is divided between the trend of new spring 
business at the yards and the recent explosion 
at the Asbury Park annual of the New Jersey 
association, when a prominent New York City 
dealer, supported by a Reading (Pa.) dealer 
and several association secretaries, declared 
open war against irregular merchandising prac- 
tices by manufacturers and wholesalers, and 
advocated a consolidation of the buying power 
of all organized retail dealers in the eastern 
States to go direct to the manufacturers with a 
demand that their sales be governed by trade 
ethics that are fair to the retailer. 
York dealer pointed out that while business 
volume or lumber consumption in the past five 
years in the New York area had dropped 60 
to 70 percent, the number of retail dealers in 
this area had increased from 275 to 482, or close 
to 80 percent. This had created a very difficult 
situation and, if the shippers would not treat 


this situation fairly, “then” said one speaker, | 


“we will all become wholesalers.” 


Most of the yards report a definite increase 
in the volume of orders booked in March 
compared with one year ago, but there is 
bitter complaint by many dealers against the 
type of competition they are obliged to meet 
from sellers who carry no adequate stock 
and rely wholly upon the distribution yards 
to supply lots as wanted for filling current 
orders. New house schedules at the suburban 
and country yards show little if any increase 
over one year ago, 
increase in the call for material for remodel- 
ling and repairs—a class of business that 
goes chiefly to the standard local yards, and 
upon which there is less competition and 4 
more satisfactory margin of profit. 

Arrivals of intercoastal cargoes in March 
were comparatively light,.and current com- 
ment has it that stocks at the terminals were 
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cut down sharply. In intercoastal circles 
there is some concern over a bill just intro- 
duced in Congress. which aims to revise 
charges on vessels passing through the 
Panama Canal, to provide for a special toll 
on all deck cargo when such cargo is in 
excess of 20 percent of the total tonnage of 
the ship. Since lumber is the only commod- 
ity commonly carried as a deck load, this 
pill is evidently aimed to increase the trans- 
portation cost of intercoastal lumber. The 
local association at a meeting of its directors 
held at 1L.D.A. headquarters in 44th Street, 
on April 1, went on record as squarely op- 
posed to continuance of the Lumber Code. It 
was felt that the action of the Government 
in side-stepping a test as to the constitution- 
ality of N.R.A. by withdrawing from _ the 
Belcher lumber case, made enforcement of 
provisions in the Lumber Code both imprac- 
tical and impossible. 


At wholesale headquarters in 42nd Street, 
Secretary Schupner is perfecting the pro- 
gram for the annual convention at Atlantic 
City next month. Next week he will attend 
the annual meeting of the National Retail 
Lumber Dealers’ Association in Washington, 
and in the following week will join President 
Max Myers, of Cleveland, at Chicago to at- 
tend on April 25-27 the annual convention of 
the National Lumber Manufacturers’ Asso- 


ciation. 
Baltimore, Md. 


North Carolina Pine.—Price unsettlement 
has increased. Stocks on the wharves have 
shown some further gain, but there is no 
more business. Some low figures are being 
quoted, but rift flooring, which has become 
relatively scarce, has advanced in price. 
Shortleaf flooring from Arkansas is stated to 
be in good demand, with the mills behind 
on their orders. 


Longleaf Pine—Requirements remain small, 
with competition very spirited. Stocks are 
held down to very moderate proportions. 


Douglas Fir is being sought in rather larger 
volume, but bookings are often at prices 
too low for profit. Low grade West Coast 
stocks are stated to be advancing, with No. 3 
common in good request, while the better 
grades, such as No. 2 common, still rule rela- 
tively easy. 

Hardwood business is perhaps quieter than 
it was earlier in the year and certainly more 
so than was the case last fall and the early 
part of winter. Quotations are down, more 
or less, and many mills even in the southern 
producing region are closed. 


Philadelphia, Pa. 


The market has weakened considerably. 
Air dried roofers, with the exception of the 
12-inch, declined last week. Longleaf and 
other southern pines have been stationary. 
Slight price advances are anticipated when 
construction gets under way during May and 


_ Buffalo, N. Y. 


Although lumber demand is not brisk, it is 
showing some improvement. Value of local 
building permits last month was greater than 
any March since 1931 and represented an 
increase of 285 percent over March of last 
year. Not only are permits for dwelling con- 
struction and remodeling on the increase, but 
there is a revival of buying from industrial 
sources. A large sum will be spent here for 
slum elimination this year, and this will 
doubtless cause a larger demand for lum- 
ber than this city has seen for several years. 


Hardwood demand is not active. Most 
yards find the buying small for this time of 
year. The northern woods are particularly 
firm in price. 

Western Pines are holding firm, after some 
recent advances, as stocks at mills are quite 
broken. Most retailers are fairly well sup- 
plied as they have been buying a little more 
liberally. 

Northern Pine demand is not making much 
gain, but retailers find that their sales have 
increased somewhat with the arrival of 
springlike weather. 





UNDER LAST year’s severe drouth conditions, 
hybrid varieties of corn increased their usual 
production lead over open-pollenated varieties, 
in some instances as much as doubling the lead. 
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Ready for you.. 





other 


the keystone of a complete service 


Always Up-to-Date 
Supplemented TWICE-A- 
WEEK, our Reference Book in 

~~ your own office, is always up-to- 
date. Think! Changes reported 
to you every three days. 


New Potential Customers 
New concerns starting up are im- 
mediately listed in the TWICE- 
A-WEEK Sheets —an invalu- 
able source of new potential 
customers. 


You Can Secure This New April Edition 
and — Complete Supplemental Service 


On Approval 


The New April 1935 (107th) Edition of 
the Lumbermen’s Credit Rating Book. 
Listing and Rating over 50,000 Lumber 
Manufacturers, Wholesale and Retail 
Lumber Dealers, Millwork Manufac- 
turers, 


Without Obligation 


NOW! 


Furniture Manufacturers and 
Manufacturing Woodworkers. 


Exclusive Ledger Information 
Thousands of Delinquent Un- 


paid Accounts Reports received 
monthly, give you the benefit of 
Exclusive Credit Facts — gar- 
nered from the ledgers of hun- 
dreds of manufacturers and 
wholesalers. 


Effective Tracer System 


Tracer System of gathering in- 
formation offsets the effect of 
“hand picked” references. Re- 
ciprocal Tracer Reports are sent 
FREE to cooperators. 





Write Our Nearest Office for Full Details 


ADDRESS DEPT. ‘‘A’”’ 


Lumbermen’s Credit Association Inc. 


608 So. Dearborn St. 
CHICAGO 


99 Wall Street 
NEW YORK 




















THE TOLEDO GUARANTY CORPORATION ~ 
CABLE ADDRESS 
**TOGCO”’ 
Universal Lumber Code 


Long Distance Phones: 
TAYLOR 0248. 4214, 4215 


Branch Offiecs: 





| Parsons, W. Va. 


Washington, D.C. 


CIRCULAR MILLS AND YARD — 


WEST VIRGINIA HARDWOODS 
HEMLOCK- WHITE PINE- SPRUCE 


“FROM THE HEART OF THE ALLEGHENIES® 
1026 WOODWARD BLOG. 


WASHINGTON, D. C. 











We can kiln dry and 
surface in transit. 
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CERTIGRADE 
RED CEDAR SHINGLES 


THIS LABEL CAN ONLY BE USED ON 
NO. 1 GRADE 
THESE SHINGLES ARE GUARANTEED 
BY THE MANUFACTURER 
INSPECTED FOR—CERTIFIED BY 


RED CEDAR SHINGLE BUREAU 
TO MEET ALL THE QUALITY REQUIREMENTS OF 
COMMERCIAL STANDARD C.S.3i-33 FOR 
RED CEDAR SHINGLES AS ISSUED BY 











U.S.DE PARTMENT OF comm ERCE 


007 Gdge Grain WE Heartwood \007 


risEASIER 


to sell the World’s finest Roof and Side Wall covering— 


RED CEDAR SHINGLES! 


Hundreds of Thousands of pieces of New Red Cedar 
Shingle Literature are now off the press and ready for 
your distribution to the trade. 

New Display and Over-Roofing Panels are yours for the 
asking ...and you will find these sales helps of great value 
in showing the advantages of RED CEDAR SHINGLES. 

“CERTIGRADE?” is the new name recently selected by 
us to appear on all No. 1 Edgegrain Red Cedar Shingles. 
Look for the CERTIGRADE Label and insist on it! 


Write us today for any service or information. 


RED CEDAR SHINGLE BUREAU 


4408 WHITE BUILDING, SEATTLE, WASHINGTON 
Canadian Office: 811 Metropolitan Bldg., Vancouver, B.C. 











CHICAGO 








Moisey 6 Ou 


Lumber 
ome’ 3.) 6(CISAR BROTHERS 


2357 South Loomis Street, CHICAGO 
Telephone Canal 1830, 1831, 0118 








GILBERT NELSON & CO. 


Public Accountants 
332 S. MICHIGAN AVENUE 


CHICAGO 


TELEPHONE HARRISON 0366 








Builders’ Commercial Agency 
ESTABISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St. 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 
Telephone Randolph 4893 


, Chicago 


Collection and Mechanics Liens 








Loose Leaf Tally Books 


TALLY SHEETS with 
Waterproof Lines 
Samples and Catalog 

on Request 

Tally Cards Rules 

Crayon Gauges 

Rule Cases Hammer Stamps 

Pickaroons Marking Sticks 

Car Movers Leather Aprons 

Tally Pencils Load Binders 
Books for Lumbermen 


FRANK R. BUCK & CO. 


2133 Touhy Ave. CHICAGO, ILL. 


Car Door Lumber Rollers Sectional Board Rules 
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Newsy Notes of Persons and Places 


and OFFICE 








_H. C. Morris, president Albany Door Sales 
Corporation, Portiand, Ore., and of the Albany 
Door Co., of Albany, Ore., has been making a 
tour of eastern markets. 


Robert Kay, Sr., dean of Philadelphia whole- 
Salers, recentiy returned from an extended visit 
to tiorida, looking the picture ot health and 


favorably impressed by present conditions in 
the Southland. 


H. L. Demuth, of the Demuth-Germain Lum- 
ber Co., of Jacksonville, Fla., recently visited 
Baltimore, New York and other eastern mar- 
kets. He stated that he had succeeded in land- 
ing some good orders in New York. 

Rudolph M. Weyerhaeuser, of Cloquet, Minn., 
during the last week visited the Southern Lum- 
ber Co., Warren, Ark., which is one of the 
athliated Weyerhaeuser interests, Mr. Weyer- 
haeuser having previously spent two weeks at 
Hot Springs, Ark, 

Edinburg, Ind., is to have a new bank, after 
having been without banking facilities for three 
years. Koy Amos and J. UO. Amos, of the 
Amos-Thompson Corporation, hardwood lum- 
ber manufacturers, have been named on the 
board of directors of the new bank. 


J. Roy Goetcheus, who has been with the Allen 
A. Wilkinson Lumber Co., of Indianapolis, for 
thirty-five years, has purchased that company’s 
yard at Muncie, and has returned to that city 
aiter an absence of nineteen years. 


F. Davis Goodwin, manager of hardwood 
sales of the Frost Lumber Industries (Inc.) at 
Shreveport, La., last week made the rounds of 
the trade in Baltimore, Md., accompanied by 
Howard C. Spengler, Jr., sales representative in 
eastern territory, who makes his headquarters 
in New York. 

Recent visitors to the Buffalo lumber offices 
included M. R. Silber, sales manager of the 
J. M. Card Lumber Co., Chickasaw, Ala.; J. 
D. Myers, field representative, Redwood Sales 
Co., San Francisco; and George Wright, Pitts- 
burgh representative, Weyerhauser Sales Co., 
St. Paul, Minn. 


W. W. Kilworth, president Washington Han- 
dle Co., has returned to his company’s head- 
quarters in Tacoma, Wash., following a busi- 
ness trip through the East and Middle West. 
He reported business men to be more optimistic 
than for several years. Business activity is in- 
creasing, he said. 


W. C. McBride, of the McBride Lumber 
Co., Rankin, Pa., has announced the sale of that 
company to Willard G. Cutler, who has been 
associated with it for a number of years. Mr. 
Cutler took possession several weeks ago, and 
will continue to operate the business under the 
same name and at the same location. 


H. Herrmann Lumber Co., which is located at 
the foot of East 125th Street in New York City, 
has announced that after April 20 it will be lo- 
cated at 2510 Park Avenue in that city. This 
is one of the pioneer companies of the country, 
having been established in 1867. It is a manu- 
facturer of hardwood lumber and dimension 
stock. 

Robert S. Foster, president of the R. S. Fos- 
ter Lumber Co., Indianapolis, Ind., has been 
appointed by Gov. McNutt as a member of the 
newly created State NRA board. The duty of 
this board, authorized by the recent legislature, 
is to enforce NRA Codes in Indiana, in line 
with Federal provisions and enforcement. 


A. F. Reasor recently was elected president, 
treasurer and general manager of the Indiana 
Lumber & Manufacturing Co., South Bend, Ind. 
He began working for the firm in 1918; has 
been collector, paymaster, accountant and credit 


manager, and two years ago was elected treas- 
urer. He is a director of the South Bend Credit 
Bureau and a member of the Chamber of Com- 
merce. 

J. A. Gillespie, who has been operating the 
J. A. Gillespie Lumber Co. in Philadelphia, has 
retired from the lumber business, his many 
friends throughout the lumber industry will be 
interested to know. In making the announce- 
ment, Mr. Gillespie said: “We are giving up 
the representation of twenty-five yellow pine 
mills and five small hardwood mills, which are 
connected with these pine producers. The city, 
county and State registration of our firm name 
will be cancelled and we will not permit our 
business to be sold or the name continued.” 
Not having had a vacation since 1925, Mr. Gil- 
lespie says he will devote his time for the pres- 
ent to his garden before making another per- 
manent connection. 


George J. Osgood, of the Henry McCleary 
Timber Co., with plants at McCleary and 
Shelton, Wash., after spending several weeks 
in eastern territory, started on the return trip 
to the Coast, planning to make several stops 
en route. Mr. Osgood expressed himself as 
highly pleased with the reception being accorded 
by the trade to the latest addition to the Mc- 
Cleary products, western red cedar sash. He 
returned to his headquarters impressed with 
the thought that a real building revival is in 
sight, with evidence on every hand already of 
increased activity in both new building and 
modernizing. He is impressed also with the 
thought that if the forest products industries are 
to fully share in this building revival, they will 
have to take a deeper and more abiding interest 
in the all important question of advertising and 
promotion. 


E. H. McGill, sales manager Sumter Lumber 
Co., Electric Mills, Miss., after calling on the 
trade in New England, stopped off in Chicago 
for a day, en route back to his headquarters. 
Mr. McGill displayed a most optimistic feeling 
as to the outlook for business, based on his 
observation of conditions throughout the terri- 
tory and particularly on the results of this trip. 
He found the trade active and optimistic in the 
greater part of New England, although Boston 
seemed to be the exception. Mr. McGill re- 
ported that on this trip, during which he has 
visited a number of the large lumber distribut- 
ing centers in the North and East, he booked 
a larger volume of business than he had done 
on any vrevious trip for the past several years. 
This is outstanding evidence of the popularity, 
both in the building and industrial trades, of 
Sumter’s famous “Nearwhite” soft-textured 
shortleaf, the name of which is familiar to buy- 
ers and users throughout the country. 


Lost Sawmill Job—Builds Business 
Grinding Horseradish 


Ketso, Wasu., April 6—Frank O. Green, 
former sawmill worker, thanks the depression 
for yanking him out of the day labor class and 
giving him a business of his own. He was 
working for the Corvallis (Ore.) Lumber Co. 
until the depression struck and he lost his job. 
Noticing abandoned beds of horseradish at 
Eugene, Ore., the idea came to him that he 
could make a little money by grinding horse- 
radish and selling it. He found a ready mar- 
ket for his product. Last year, he traveled a 
total of 15,168 miles, including a trip to the 
Chicago Century of Progress, marketing his 
product. As he travels about the country, he 
arranges for the use of vacant lots in communi- 
ties he visits, and plants horseradish roots in 
them. When he returns to these communities a 
vear or so later, he has a ready supply of roots 
for grinding. 
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Changes in Official Personnel 


Houston, TEx., April 8—W. M. Sangster, 
assistant general manager and treasurer of the 
Kirby Lumber Co., who recently voluntarily re- 
tired from that position, has made no announce- 
ment as to his future plans. H. M. Seaman, 
another veteran in the Kirby organization, was 
appointed to succeed him. Mr. Sangster was 
first employed by the Kirby Lumber Co. in 
1917. In 1929 he became vice-president and 
general manager. John H. Kirby was ap- 
pointed general manager when the company 
went into receivership early last year, and Mr. 
Sangster continued as assistant general man- 
ager and treasurer, for the receivers. This po- 
sition has lately been taken over by Mr. Sea- 
man. Roy F. Williams, another Kirby em- 
ployee, has been advanced to the position for- 
merly occupied by Mr. Seaman, with the title 
of acting head of the land and tax department. 











Changes in Roofing Personnel 


The Interior Woodwork Co., 919 East Bruce 
Street, Milwaukee, Wis., has been appointed 
wholesale distributor for the Philip Carey line 
of asphalt and asbestos roofings, paints, and 
other building supplies. Three traveling sales- 
men will represent the firm in that section. 
Robert F. Turner, who went to Milwaukee 
from Memphis as manager of the Wisconsin 
dealer division for the Carey firm, has been 
promoted to sales manager of the roofing divi- 
sion of Illinois, with headquarters in Chicago. 





Organizes Lumber Sales Company 


New Orteans, La., April 8—G. H. Field 
Lumber Co., authorized capital $10,000, has 
been incorporated, and will start in business 
April 15 at 1006 Maritime Building, this city. 
Mr. Field has for twenty-one years been con- 
nected with Richard P. Baer & Co. During the 
past seventeen years he has been manager of 
the manufacturing operations at Bogalusa, La., 
of that concern, which for many vears was the 
only hardwood operation there. The company 
will specialize in the handling of hardwoods 
and cypress on a commission basis, and will 
give some attention to pine. It will represent 
Richard P. Baer & Co. in New Orleans terri- 
tory, and will have two other exclusive com- 


Bids Asked on 


Asks Bids on Eastern Camps 


3ALTIMORE, Mp., April 8.—The quartermas- 
ter of the Third Corps Area is out with invi- 
tations to bid on the lumber for eight Civilian 
Conservation Corps camps in Virginia and 
Pennsylvania. One set of bids is to be opened 
on May 28; another April 15. 





New CCC Camp Contracts 
Awarded 


_ Spokane, Wasu., April 6 —Contracts for 
five new CCC camps were let April 1 at head- 
quarters for the district at Fort George Wright. 
Successful bidders for lumber items were: 

Camp F82, 6 miles northwest of Orient, 
Wash.; Spokane Sash and Door Co., lumber, 
$2,560; Exchange Lumber Co., millwork, $170; 
Standard Lumber Co., cement, $148; fiber 
board, $287, and shingles, $208. 

Camp F113, 38 miles northeast of Coeur 
d’Alene, Idaho: Long Lake Lumber Co., lum- 
ber, $2,470; Exchange Lumber Company, mill- 
work, $186; Hughes & Co., insulated felt and 
roofing, $165; Standard Lumber Co., fiber 
board, $287, and cement, $152. 

Camp F1, 6 miles east of Metaline Falls: 
McGoldrick Lumber Co., lumber, $972; Ex- 
change Lumber Co., millwork, $118; Standard 
Lumber Co., fiber board, $223; Newton Lum- 
ber Co., shingles, $668. 

Camp F127, 13 miles north of Priest River, 
idaho: Spokane Sash & Door Co., lumber, 
$2,520; Exchange Lumber Co., millwork, $167; 
Baird-Naundorf Co., insulated felt and roof- 
ing, $174; Standard Lumber Co., cement, $147. 
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mission accounts. George H. Field has many 
friends in the local and export fields in New 
Orleans, and several good connections in the 
Middle West, where he has spent a good deal 
of his time during the past several years. 





Poles and Piling to Be Handled 
by Separate Company 


St. Pau, Minn., April 6—The Weyer- 
haeuser interests, of St. Paul, are announcing a 
segregation of their pole and piling activities 
from the Weyerhaeuser Sales Co., which has 
been a major factor in the sale and distribu- 
tion of these products for many years. Gen- 
eral sales offices for the Weyerhaeuser Pole 
Co. were opened in the Rand Tower in Minne- 
apolis on April 1. This new company will deal 
exclusively in the purchase, development and 
distribution of poles, piling and other round 
timber products, specializing in western red ce- 
dar. It is expected that the principal, although 
not exclusive, source of supply will be the op- 
erations of affiliated Weyerhaeuser concerns 
It will also take over and con- 
tinue the operation of 
the several western red 
cedar yards and open 
tank butt treating plants 
formerly owned by vari- 
ous Weyerhaeuser affili- 
ated companies. R. V. 
Clute, for the past five 





in the West. 





R. V. CLUTE 
Minneapolis, Minn.; 


In Charge of New Pole 
Company Sales 





years manager pole and 
piling division of the 
Weyerhaeuser Sales Co., 
is vice president and 
a director of the Weyer- 
haeuser Pole Co., and 
is in charge of the gen- 
eral sales office in Min- 
neapolis. 

The company opened an office at Lewiston, 
Idaho, on March 15, with A. D. Decker in 
charge as western manager. 


CCC Camps 


Camp $237, near Valley: Spokane Sash & 
Door Co., lumber, $2,370; Exchange Lumber 
Co., millwork, $167; Standard Lumber Co., 
cement, $142; shingles, $202, and fiber board, 
$287. 





Contracts were awarded also for materials to 
be delivered at Fort George Wright, including: 
Warners (Inc.), roofing, $510; Hudson Lumber 
Co., cement, $386. 

Work on the camps is to start as soon as the 
roads permit use of trucks. 


CCC Camps May Be Bought 
Prefabricated 


Kansas City, Mo., April 8—The Federal 
Government’s request for bids on CCC camp 
buildings in this district has been withdrawn, 
leaving lumbermen wondering how the Govern- 
ment plans to distribute the buying of 9,000,000 
feet which will be required. Latest advices 
from Washington indicate each Army Corps 
area will be authorized to determine whether 
or not prefabricated camp buildings will be 
used. The building program has been post- 
poned, awaiting a Government ruling on this 
question, lumbermen here learned. The first 
delay was attributed to delay in passage of the 
works-relief bill carrying special appropriations 
for this purpose. Later, it was learned, the 
standard plan of construction calling for use of 
pre-fabricated buildings, constructed in sections 
at mills, had been abandoned. The new ruling 
followed. 








81 


Oxy (44 
FOSS SE 


U GUARANTEED 
SE IN ANYTHING 


THE MOST 
FAMOUS 
BRUSH SETTING 
IN THE WORLD 


Wooster craftsman made the greatest 
of contributions to brush making when 
they discovered FOSS-SET. Never satis- 
fied with the old methods, they spent 
years of research and testing in co- 
operation with the country’s foremost 
chemists . . . and finally discovered a 
chemically-inert, bristle-binding ma- 
terial which met every requirement. 


The bristles held in the ferrule by 
the FOSS-SET compound in a semi- 
liquid state are placed in scientifically 
heat controlled ovens where the FOSS- 
SET is fused into a rock-like substance 
which no solvent can dissolve. The en- 
tire operation is handled under low 
temperatures which preserve the natural 
oils of the bristles. 


Hundreds of tests . . . in laboratory 
and in actual use ... prove that FOSS- 
SET is the finest bristle setting ever 
discovered. THE WOOSTER BRUSH 
COMPANY, WOOSTER, OHIO. 


e 
FOSS-SET Combined With These 


Additional Exclusive Features... 


SHASTA ¢ NOTACKS 
SOLID CENTER STUCCO 
will help you SELL 


WOOSTER 


FOSSSET 


BRUSHES 
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NORTHERN WOODS 














COMPANY 


WELLS, MICHIGAN 


“IDEAL” MAPLE, BIRCH, 
and BEECH FLOORING 


Kiln Dried Hardwood Dimension 

White Pine and Spruce Lumber 

Hemlock and Tamarack Lumber 
All kinds of NORTHERN HARDWOODS 


WHITE CEDAR POSTS AND POLES 
LATH AND SHINGLES 
































I. STEPHENSON 













We're supplying the needs of exact- 
ing buyers for furniture factories, sash 
and door plants, retail yards, etc. 

We'll satisfy you, too, because we specialize 
in Northern Veneers and Plywood. 


Members We also invite orders for Northern Pine, Spruce, 
He Hemlock, Cedar Posts and Poles, Lath, Shingles, and 
Association 


“Peerless Brand” Rock Maple, Beech and Birch flooring. 
Order in straight or mixed cars. 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 
GLADSTONE, MICHIGAN 
Chicago Office: N. J. Clears Lumber Co., 


Suite 447, Monadnock Block 
Minneapolis Office: G. W. Critten, 516 Lumber Exch. 




















Uy 


AND BiRCH 
FLOORIN G 


Our new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 


JSWWELLAS 


LUMBER COMPANY 


MAN VF Ao TY RER SS 


MENOMINEE MICHIGAN. 













Harp Map.Le — Birch — BASswooD 
Sort ELM—Brown AsH—Sort MAPLE 
HEMLOCK AND WHITE PINE 


AN BE PROMPTLY FILLED FROM THE 
LARGE, WELL BALANCED STOCKS 


OF THE 


VON PLATEN - FOX COMPANY 


7 i 17 


IRON MOUNAIN, MICHIGAN 











17 | Your Requirements For 17 








AMERICAN LUMBERMAN 


April 13, 1935 








THE BUSINESS RECORD. 





Incorporations 


Texarkana—Haydon Lumber Co.; 
Haydon an incorporator. 

Los Angeles—West Boulevard 
Incorporators: E. B. Bowyer, Vernon 
and Leon Schneider. 


ARKANSAS. 
$10,000. W. E. 

CALIFORNIA. 
Lumber Co. 
Olson 


INDIANA. South Bend—Builders’ Store (Inc.), 
216-22 E. Jefferson Blvd. Incorporators: W. M. 
Hass, Robert G. Homan, Rae Wolfram and Charles 


W. Oberly. 


LOUISIANA. Shreveport—Clanton-Schober Lum- 


ber Co. Owned and operated by Lloyd C. Clanton 
and John L, Schober. 
MICHIGAN. Detroit—Detroit Builders’ (Inc.), 


888 Nottingham; 
incorporator. 
Detroit—Homebuilders Lumber & Supply Co., 
14341 Schaefer Highway; $25,000. A. R. Crow an 
incorporator. 
Detroit—Titusville Burial Casket Co.; 
MISSOURI. St. Louis—Union Casket Co.; 
John Stephens, 4252 Norfolk, interested. 


$1,000. Jesse E. Kundinger an 


$100,000. 
$10,000. 


NEW JERSEY Jersey City—Hackenridge Co.; 
building materials. Sydney L. Jacobs, 75 Montgom- 
ery St., an incorporator. 

NEW YORK. Chester—Meadowside Lumber Co.; 
$10,000. 

OHIO. Dayton—Carl D. Himes (Inc.), 221 N. 
Wilkinson St.; building materials. Incorporators: 
Carl D. Himes; Douglas L. Blaik; and Ernest L. 


Harlan. 


OREGON. Hardman—Reed Lumber Co.: $5,000. 

Portland—Lumber Management Corporation char- 
tered by L. L. Myers and Borden Wood. 

PENNSYLVANIA. Wilkes-Barre — White 
Coal & Lumber Co.; $2,500. Incorporators: C. 
Perkins, J. P. Flanagan, and P. H. MacVeigh. 

SOUTH CAROLINA. Myrtle Beach—Lee & Fah- 
nestock Construction Co.; $5,900. Officers: Robert 
Lee, president and treasurer: T. V. Fahnestock, Jr., 
vice president and secretary. 

TEXAS. Austin—R. E. Rawls 
$15.000. Incorporators: R. B. 
and Mary Dell Rawls. 

Burnet—Rurnet Lumber Co.: $12.000. Incorpo- 
rators: J. F. Barnes, T. C. Whitaker and S. A. 
Jones. 

Dallas—Hardwood Lumber Co.: 
rators: Thomas W. Halliday, Jr.; 
day, and S. D. Page. 

VIRGINIA. Bristol—Home Furniture Co.: 
000. Manufacturer. Arthur Byrd interested. 


WASHINGTON. Renton—See Lumber Co., 122 


Oak 
Ww. 


Lumber Co.; 
Rawls, C. C. Smith 


$5.000. Incorpo- 
Sidney H. Halli- 


$15,- 





Burnett St.: $5,000 A. Alden an incorporator. 
Se Fysko Base (Inc.), Joseph Vance Build- 
ing: $4,000. Building materials. Incorporators: 
Oliver Elliott, Carl L. Young and Grace L. Knowles. 
WISCONSIN. Sheboygan—Phoenix Chair Co., 
12th and Virginia. Incorporators: Joseph Kraus, 


Edward Clemens and I. Cummings. 


i h 
Business Changes 

CALIFORNIA. Hawthorne —Independent Lum- 
ber Co. of Hawthorne (Ltd.) succeeded by William 
Giles, 251 Hawthorne Blvd. 

Livermore—Livermore Lumber Co. 
mond Match Co., with headquarters in Chico. 

Santa Cruz—Mission Lumber Co.: H. T. Alzina 
sold interest to Sunnyside Lumber Co.; the Mission 
district yard will be discontinued. 





sold to Dia- 





ILLINOIS. acon (Inc.), 
4707 Montrose Blvd., succeeded by Lumber & Sup- 
ply (Inc.). 


Downers Grove—Potter Manufacturing & Lumber 
Co. changed name to Bateman Lumber & Coal Co. 

Urbana—S. E. Huff & Co. purchased by Fred A. 
Smith Lumber Co. 

INDIANA. Bloomfield—Bloomfield Lumber Co. 
partnership of Mrs. Sylvia McDonald and C. V. Jen- 
nings dissolved and Mrs. McDonald will continue as 
proprietor. 

IOWA—Luana—Luana Lumber Co., owned and 
operated by Joe Wirsching, has been sold to the 
Midwest Lumber Co. of Dubuque, who will continue 
the business. 


Mason City—Webster-West Lumber Co. changed 
name to Webster Lumber (Inc.). 

MAINE. Kennebunk—Samuel Clark (Inc.) suc- 
ceeded by New England Lumber Co.; lumber 
brokers. 

Oakland—Taylor Bros. succeeded by Taylor & 
Hoar. 


MARYLAND. Tows 
& Lumber Co. changed 
derson Co. 

MICHIGAN. Detroit—Detroit Wrecking & Sal- 
vage Co., 2986 Hart Ave., has changed its name to 
Detroit Building Material Co. 

Detroit—Gillespie Lumber & Supply Co., 11779 
Cloverdale Ave., changed name to Gillespie- Beck 
Lumber & Roofing Co. 

MINNESOTA. La Salle—Amel 
operated the S. Hage Lumber Co. 
purchased it and will join the Thomas-Halvorson 
Lumber Co., turning his La Salle yard into that 
organization in return for stock in the company. 
He will then become manager of the Thomas-Hal- 
vorson Lumber Yard at St. James. 

MISSISSIPPI. Gulfport — Batson-Hatten inter- 
ests have acquired the wood reduction plant oper- 
ated by the Phoenix Naval Stores Co. and plan 
enlarging the plant and output. 

MISSOURI. La Plata—Mills Lumber Co. sold 
yard to the Adair Lumber Co., who will consolidate 





its name to Stebbins-An- 


Bolin, who has 
yard here, has 


it with the La Plata Lumber Co., 
owned for several years. 

NEW JERSEY. Hoboken—United States Wicker 
Furniture Co. changed name to United States Pur. 
niture Shops (Inc.). 

NEW YORK. Albion — 
Claribel Colburn, proprietor, 
Colburn now proprietor. 

Ardsley—O’Leary Bros. succeeded by West County 
Lumber Corporation. 

New York City—Standard Commercial Body Cor. 
poration, 430 East 104th St., succeeded by Standard 
Body Corporation. 

OKLAHOMA, Wilburton—J. W. Martin Lumber 

o.: E. H. Smallwood has purchased an interest in 
foregoing company. 

PENNSYLVANIA. 


a yard it has 


Colburn Lumber (Co,; 
deceased; Harry — 


Marwood—W. T. Freehling 


& Sons: Robert LeRoy and John Roland Freehling 
now proprietors. 
TEXAS. Burnet—William P. Carey Co. and 


Home Lumber Co. purchased by Barnes & McCul- 
lough Lumber Co., of Liberty Hill, and it has been 
incorporated as the Burnet Lumber Co. 

Seagraves—Panhandle Lumber Co. building and 
stock here acquired by the Higginbotham-Bartlett 
Co., and the two yards will be combined. 

WASHINGTON. Everson, Ferndale and Lynden 
—Columbia Lumber Co. sold retail lumber yards to 
Columbia Valley Lumber Co. 

WISCONSIN. Bonduel—Bonduel Lumber Yards 
and stock of building material purchased by Elmer 


_— who will operate as the E. J. Graf Lumber 
o. 


New Ventures 


CALIFORNIA, Nevada City—Builders 
House con Spring Street has 
Fred E. Connor. 

Los Angeles—Graham-Weir Lumber Co., 5511 
Whittier Blvd., has been opened as a branch of H. 
A. Graham Lumber Co. of Long Beach. 

Los Angeles—Thompson-Ryness Hardwood Lum- 
ber Co. has opened under management of Howard 
Thompson, 1616 North Gardner St. 

San Francisco—Port Lamon Lumber Co., a di- 
vision of Madrigal & Co., has engaged in business 
at 637 Minna St. 


ILLINOIS. Arlington—Joseph A. Bernardoni has 
opened a yard, handling new and used lumber 
and hardware. 

KANSAS. Russell—Metz Lumber Co. 
branch here. 

MICHIGAN. Newberry—L. E. Redmond will en- 
gage in the wholesale lumber and box shook busi- 
ness. He will install machinery for the manufac- 
ture of box shook and other small articles. He 
formerly was superintendent of the lumber mill 
operated by the Newberry Lumber & Chemical Co. 

MINNESOTA. Holt—John Tangren of Spooner 
will open a retail yard here. 

Rice—Hohman Bros. (Andrew and George) 
open a lumber yard here. 


NEW JERSEY. Metuchen—Rolfe Lumber Co. of 
40 Jersey Ave., New Brunswick, N. J., will open 
a branch here. 

OREGON. Monmouth—Van Den Bosch & Sons 
will open a retail yard here. 

Portland—Webster Furniture Manufacturing Co., 
7337 N. Fessendens. 

PENNSYLVANIA, Philadelphia—-Atlas Lumber 
& Millwork Co., 447 N. Sixth St 

Philadelphia—United Cooperage Co., 1839 East 
Madison St.; new and second-hand barrel business. 


Supply 
been established by 


opening a 


will 


TENNESSEE. LaFollette—Davis Lumber Co.; 
building materials. T. B. and Kolo Davis, pro- 
prietors. 

TEXAS. Victoria—Zarsky Lumber Co., with 


headquarters in Refugio, is opening a yard here. 
WASHINGTON. Chehalis—Hemphill Lumber Co., 
Coffman-Dobson Bank & Trust Co. Building. Al- 
len C. Hemphill is owner and manager of the 
company, which will do a general lumber whole- 
saling business. 
WISCONSIN. Green Bay—S. C. Rozenbeek re- 


cently began wholesale and commission lumber 
business. 


Casualties 


ARKANSAS. Hope—J. L. Williams & Son Lum- 
ber Co. sawmill razed by fire, with damage esti- 
mated at between $10,000 and $12,000. It is 
planned to rebuild the sawmill immediately. 

VIRGINIA. Emporia — Greensville Manufacturing 
Co, destroyed by fire. Covered by insurance. 


New Mills and Equipment 


ARKANSAS. Eudora—White Manufacturing Co. 
has announced plans for the erection near here 
of a sawmill, which will employ 50 men. 

FLORIDA. St. Petersburg—Sunshine Lumber Co. 
will replace burned storage yard and distribution 
plant, to cost about $30,000. 

VIRGINIA. Altavista—The Lane Co. has plans 
for enlarging its cedar plant, installing conveyor 
system and other equipment, to cost about $50,000. 

WASHINGTON. Selleck—Pacific States Lumber 
Co. plans $50,000 mill, sheds, distribution and stor- 
age building. 

CANADA. ONTARIO. St. Catherines—E. E. 
Corbett (Ltd.) plans $40,000 plant for manufac- 
ture of crates, boxes, barrels and baskets. 

QUEBEC. Montreal—E. Gohier, St. Laurent, 
plans $60,000 woodworking plant and addition to 
sash and door factory. 
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LUMBER MARKET REVIEW 


Southern Pine Orders Exceed Production But Prices 
of Low Grades Are Soft 


Southern pine bookings have been well above production 
in the two weeks ended April 6. Recent rains in territory 
threatened by drouth have brought out some orders from 
retailers, but yard business is not proportionately as good 
as industrial, though most yards have much lower stocks 
than last year’s. Business from industrial users is expected 
to increase in preparation for the big public works program. 
Many buyers seem doubtful about the future of prices, for 
low grades have been weakening, because of severe compe- 
tition from small mills—and current measures to reduce 
costs below Code level may lead, however unjustifiably, to 
expectations of further concessions. 

North Carolina pine sales have been held down by rains 
in consuming territory, and some impatient sellers have 
been forcing transit shipments on the market. But as 
there is no large surplus at mills in the Carolinas and the 
Southeast, and as demand for building items has been 
improving and gives indications of further increae, the 
market as a whole is fairly stable. Low-grade industrial 
lumber and the highest grades seem weakest, with com- 
mon building items steady and scarce items of these quite 
strong. The rains have also served to curtail output. 

Arkansas Soft Pine mill commons have been suffering 
from strong competition of small mills, but at concessions 
of 50 cents to $1 they have been able to move a large vol- 
ume of lowers. Total stocks have been greatly reduced 
since the first of the year. The upper grades are quite 
scarce, and many items are not available for prompt ship- 
ment, so prices are strong. Most yards are buying ex- 
tremely close to actual needs, and requests for rush ship- 
ment are the rule. 


Northern Pine, Hemlock and Eastern Spruce Stocks Low; 
Indications Seen of Better Demand 


Northern pine demand in the Northwest recently has 
been restricted by bad weather, but in the Niagara area 
there has been a seasonal increase in sales, though busi- 
ness is not brisk there. Snow and rain have improved 
sales prospects in the Northwest, as the outlook for crops 
is much better. The mills have about 25 percent less stock 
than at this time last year, but stocks of low grades show 
the biggest decrease, as there have sold well to industrial 
users. Quotations continue firm. 

There has been a seasonal pick-up in demand for north- 
ern hemlock, and production has also increased. The 
mills have about 10 percent less stock than they had last 
year, and unfilled orders are larger than last year’s. 

Reports for the week ended April 6 show a considerable 
expansion in demand for eastern spruce, with production 
at a very low point as a result of bad weather. Seasoned 
material is very scarce and is strong, and even fresh-sawn 
small scantling brings Code-level prices. 


All West Coast Domestic Markets Increase Takings; 
Lower Grades Are Scarce and Strong 


A considerable increase in domestic business, rail, local 
and cargo, is reported by West Coast mills for the two 
weeks ended April 6, but offshore trade was smaller. Pro- 
duction was slightly off, with good logs scarce because of 
cold weather, and bringing higher prices. 

Yard demand from rail territory is showing improvement, 
with inquiry very encouraging to the mills; so far, a good 
part of the business has come from restricted territory, but 
the drouth-threatened sections, following recent rains, 


should be sending in more business. 
a little buying for current needs. 
the new public works program. 

Consumption has been expanding on the Atlantic sea- 
board, and stocks in storage there are small, with the lower 
grades difficult to obtain and strong; but the market posi- 
tion as a whole seems to have been damaged by consign- 
ment shipments. Intercoastal space is plentiful, but rate is 
firm at $12. California is taking a fair amount, but buyers 
are inclined to hold back because of uncertainty as to prices. 

Both Japan and China are reported to have stopped buy- 
ing, and trans-Pacific freight rates have weakened. There 
is a little business coming from South America. The United 
Kingdom is buying clears, but the Continent, because of the 
troubles of the gold bloc, is taking less. 


Railroads are doing 
Much is expected from 


Western Pine Industrial Items Stronger Than Yard 
Lumber; Lowers Scarcer and Strong 


Western pine bookings in the two weeks ended April 6 
were about 20 percent above the production, but about 10 
percent less than those of the same week last year—but 
production was around 18 percent less than last year’s. As 
stocks are about 5 percent lower than last year’s, and 
unfilled orders about 13 percent larger, the mills occupy 
a strong statistical position. A good share of their recent 
business has been in lower grades, however; and as a 
consequence their stocks of Nos. 3 and 4 are much re- 
duced and have been showing firmness. As D selects 
have been selling much better than C, mill assortments 
of D are depleted and good prices are being obtained, but 
C grade has been difficult to move and has lost in strength. 
Shop is moving only fairly well, but all industrial items 
so far have been selling better than retail. Most items 
of No. 2 commons are in surplus and some softness in 
prices has been noted; the mills, however, are confident 
that spring will bring a larger call for these building 
grades and there is no inclination to force them on the 
market. Some good local business is resulting from con- 
struction of CCC camps, and the spending of the new 
public works appropriations is expected to bring some 
large orders to western pine’ mills. 


Total Hardwood Demand Is Small But Some Consumers 
Are Increasing Takings 


Total demand for hardwoods is dull, for though there 
has been an expansion in sales to some classes of con- 
sumers, the automotive industry is hardly taking as much 
as recently, and.the foreign market is so disturbed that 
business is difficult. Furniture makers continue to buy, 
their February sales having exceeded those of last year by 
28 percent, and January-February sales, those of last year 
by 34 percent. More cooperage and box material is being 
used for brewers’ needs, and distillers are in the market 
for cooperage. A good total demand is coming from 
makers of miscellaneous specialties. While sales to mill- 
work and flooring plants are not large, they have recently 
been showing considerable improvement. To the United 
Kingdom market some large shipments were made on 
“tramp” vessels at low rates, and have resulted in com- 
petition at lower delivered prices; but the possibility that 
corresponding reductions in rates put into effect by Con- 
ference lines may be withdrawn May 1 is bringing some 
orders. Southern prices, except on scarce items, have been 
weakening, and, especially in view of the heavy curtail- 
ment in production forced by floods in the South, an appre- 
ciable number of sellers are unwilling to accept present 
offers ; but Appalachian and northern woods are firmly held. 


Statistics, Page 72 — Market Reports, Pages 76-79 — Prices, Page 84 
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THIS WEEK’S LUMBER PRICES 


East and west side mills have reported the following average f. o. 





SOUTHERN PINE 


change, New Orleans, La., for sales made in the period March 
month to date have been inserted and distinguished by asterisk: 
West East West East West East West East 
Side Side Side Side Side Side Side Side 
Flooring, Standard Drop Siding, Standard Partition, Standard No. 2 Fencing & CM 
Lengths Lengths, 1x6” Lengths Standard Lengths 
Babetter No. 117 % x4&6"— ix” 02221 1623 18:96 
Shortleaf.. 65.18 §4,25|E&better-- 30.55 ..|B&better.. 34.63 *35.41 ’ 
. Ceé ee ~Yd.1¢ Vvt.20 7 9 29 
Longleaf.. .... 66.75)" t"""*: a See ‘ No. 2 Shiplap and 
No. 1 Rough Finish 10-20 Boards, Std. Leth. 
wNO-7 — 
Shortleaf.. 41.04 *44.75 £Srsompe gg ag B&better— Short!’t— 
Longleaf... #45 9o|b&better.. 32.84 32.40/Inch thick— 1x8” ..... 17.49 15.83 
No. 2 .....*32.00 #32909|N% 1------ $1.99 30.89) 4” ........ *40.19 37.50/1x10" .... 17.41 16.87 
SD” cc emanate 40.65 37.50]1x12” .... 23.67 19.52 
1x3” flat Surfaced Finish, OF avienenwe 40.38 38.061) nope 
grain— 10-20 1x5&10” .. 48.75 43.40] +0On8* *— ee 
3&better.. 35.09 34.67| B&better 12” ....4-- 75 58.00/1x8"..... 19.25 R vey: 
| prey 32.37 31.74| Inch thick— ty sees 919.19 
i axes 22.90 22.04/4” ........ 41.85 40.25|5&6/4 thick— eats ov.ee 
PRS 43.39 40.37/4-8” ...... *58.36 *50.50 
1x4” rift— OR ee weenie 44.21 40.92|5&10" 60.00 57.75 No. 1 Shortleaf 
B&better 1x10” .... 51.05 49.00/12” ....... 72.00 66.50 Dimension 
Shortleaf.. 52.71 54.06 1x5” eoeee 46.50 41.50 2x4” 
No. 1— 1g" seeeee 65.66 60.90) Casing, Base & Jamb|12 & 14’.. 23.82 19.22 
— , 3? 24.13 21.6 
Shortleaf..*43.79 *41.00 5&6/4 thick 10-20 16’ cccccce 24.13 1.67 
Longleaf... .... *43.00/4, 6, 8”... 53.00 53.00] B&better, 2x6” 
No. 2......%28.00 wee [POCLO” .... 62.25 62.00 1x4” 48.47 47.50|12, & 14’ 21.84 20.67 
°  wwesnwe 75.00 70.00 1x4”...... 8. 7.50}5¢, ** 96 18.5 
sag to 1x6&8” .. 48.67 48.98 a »veewes 22.97 18.50 
peril c 1x5&10” .. 51.08 57.00] 9x9” 
Bé&better.. 35.91 33.29|0 12 & 14° 05 18.33 
. Seceacs 32.04 31.51 ick— » 124, Soe ae 
No. 2...°°° 19.060 1815 | pole te 95.99| No 1 Feneing, 10-20’ |i¢’ ....... 03°69 #21.90 
" OP 37.71 35.00|1x4”" ..... 30.11 32.41] 5.49" 
Ceiling, Stanaara |§, *** °°": 37.58 36.00|1x6" ..... 31.66 32.65| 2X10 nite tei 
— Lengths 1x5&10” 41.43 41.00 ae se eeeee sees ape 
2 eee 3” eeeeeee 5 .65 *53.6 , *eeoeee Be 6u.VV 
B&better.. 26.90 26.00 4.65 °53.91! No, 1 Shiplap ana |16’ ..::... 25.56 18.67 
WO, Tisewes 24.00 24.00 Plaster Lath Boards, 10-20’ ex19° 
5, x4”— %x1%”, 4’ 1x8” 30.65 33.07 x 
B&better.. 25.99 25.50 Noi 326 318 1x5&10" |. 33.77 36.89]12, & 14”.. 26.59 21.38 
es eases 24.10 23.65|No. 2...... 2.36 2.53|1x12”..... 44.35 45.68/16" ....... 28.27 25.00 











b. mill sales prices on southern pine to the Southern Pine Lumber Rx. 
25-30, but, where prices for this period were not available, prices for the 





West East West East 
Side Side Side Side 
No. 2 Shortleaf No. 2 Longleaf 
Dimension Dimension 
2x4” 2x4” 
12 & 14’.. 18.97 15.45]12 & 14’.. 20.00 18.00 
OO ccwcewe 20.25 16.29/16’ ....... *21.30 18.00 
2x6” rr - 
‘ ee ,7 112 at ee tae 
>? *-. Oe Be AF ceeeens *17.00 16.09 
2x8” 12 & 14’.. 16.50 *22.79 
13: & 2¢°.. 3338. 16830te ....... 18.67 *22 69 
16’ Soe 17.72 17.36] 0.49” 
2x10 12 & 14’ 16.75 *20.69 
12 & 14’.. 16.69 15.00/16’ ....... 17.13 *22.72 
Oe vixwniaes 17.81 15.92) 9x19" 
2x12” 12 & 14’..*20.00 *21.87 
12 & 14’.. 17.61 17.40|16’ ....... see 20.58 
ee 18.46 18.27 , 
Timbers, 20 4s Under, 
No. 1 Longleaf ” 
Dimension Longleaf— 
2x4” 3x4 & 4x4” 26.00 23.75 
12 & 14’.. 25.00 *24.85|4x6—8x8”.. 24.36 23.06 
SR eat <a 26.00 25.00|}3&4x10” .. 32.00 
2x6” aor 3 
12 x r. 35 9 10x10’ .. 31.00 33.00 
te? tt: 28-80 24.00 lsaaxi2” .. 41.00 44.69 
Sey a 24. 20/ oo 
2x8” 9 ” * 294 
em... acl. CCU 
ple 26.50 ..,,| Shortleaf— 
ss 3x4&4x4”".. 22.83 21.20 
ie. 26.12 28.00/425 "= > 20-52 18.80 
OP a o.cs 4a — i” 
16” ....... 7.50 *34.00]°*sox10” ...23.25 22.00 
2x12” 3&4x12” 28.36 *29.30 
12 & 14’.. 30.00 35.00)5x12— 
OO <paaseny 35.50 36.25| 12x12” .. 29.31 27.00 





WESTERN RED CEDAR 


Seattle, Wash., April 5.—Prices for red 
cedar siding in mixed cars, new bundling, 8 
to 18 foot, f. o. b. mill, are: 


Beveled Siding, %-inch 


; Clear “a “—_" 
se MEE $20.50 $18.50 $16.00 
5-inch ey ee 24.50 20.50 18.00 
SE wns dtadacdacie 25.50 23.50 20.00 

; Clear Bungalow Siding %-inch 
OEY whine a bincw waded be beac acake aoe $35.00 
CC eee eee: 45.00 
PPE tedadeessdieswahasdenendedwddade 57.00 
Finish, B&better, S2 or 4S, 8-18’ 
any Ka ~ 
a or Roug 
Dt. sivvthevananentahwanves daeadedoee $37.00 
DE shadepisbedwebenaneeaedeaacnenae cee 42.00 
DT. dtpnbchpéenenedenumemabodnecua cian 52.00 
DT dtrtddwedeevtnd dened uieakearaineaies 67.00 
NES: uh Ar a dsc te in dh ste ain cx Shon c'g cncncch caus we 72.00 
Dt: scbevbnhap@neidedearbaadendde aes 77.00 
NE Atenas thd igh @ ta i /atanieedodica tu adiGotaern ain 82.00 
NEE ., wihicn dh Git Ok maseidaré-iuiianicn acai a 87.00 
: Ceiling or Flooring, B&better, 4-18’ 
1x3” SE ey ee ee ee eee re ee Ee 22.00 
BE Kinetheoanaunns bideteannesiokawek ous 25.00 


Discount on Mouldings 6-20’, Odd Lengths 
Series 8000— 


EAMCIME UNESP GB... ccccccceccccvecese ‘67% 

Listing $3 and Over.......ceccccccecs 62% 
Series 7000— 

i i ee esc cenebac heed 67% 
Listing $6 and over........cccccccecs 62% 
Clear Lattice, 5/16”, 4 to 16’ 

— 100 lin. ft. 
1 4” Pe Tee ne. $0.31 
ll EEE TERA A PEI EEE HARES t* 37 
I a ae ee aa Da a 52 





WEST COAST LOGS 


Seattle, April 5.—Average prices of logs: 
1 


Fir: No. 1, $18; No. 2, $14; No. 3, $10; 
peelers, $22-24. 
we" Shingle logs, $9-10; lumber logs, 
i, 


Hemlock: No. 2, $9; f 50: 
3, $8-8.50. $ or export, $12.50; No 


[Special telegram to AMERICAN LuMBERMAN] 
, Fortiand Ore., April 9.—Log market quo- 
ations: 
Yellow Fir: No. 1, $16; No. 2, $12; No. 3, $8. 
Red Fir: $11@11.50. 
Cedar: Shingle logs, $10-11; 
$17-18; camp run, $8.50@10. 
Hemlock: Nos. 2 and 3, $7.50@8. 
Spruce: No. 1, $19@20; No. 2, $14@15; No. 3, 
$9@10. 


lumber logs, 





WESTERN PINES 


Following f. o. b. mill prices on actual 
sales were reported to the Western Pine 


Association by members during the period 
March 16 to 31, inclusive. Averages include 
both direct and wholesale sales, and are 
based on specified items only. Quotations 
follow: 
Ponderosa Pine 
5/4x8” 6/4x8” 
SELEcTs, S2 or 4S— _ 1x8” & war. & wdr 
C Select RL...... $42.44 $53.40 $47.25 
D Bekect Maks cece: 34.67 44.33 37.50 
> Ss— No. 1 No. 2 
avi ™ cs denabneesunceeweuee 27.28 $20.65 
BPE. akctaeesatdeacreex sa weat 26.81 19.63 
Commons, S2 or 4S— No. 2 No. 3 
Se ae BEd Kacuwrendorers oe eens $20.64 $18.72 
OS Ue ere Terror 25.63 20.02 
No. 4, 4/4, RW, RL... cceccecccccvcces $13.13 
Idaho White Pine 5&6/4x8” 
SELEcTs. S2 or 4S— 1x8” & wdr 
Oe |S ae $46.73 $69.92 
ee > are re 39.06 51.77 
ComMons. S2 or 4S— No.1 No. 2 No. 3 
Se BP TRE cciccces $31.94 $23.91 $21.04 
et ot ae 60.3 34.98 24.28 
No. 4, 4/4, RW, RL... eee eee ee veces $14.69 
Sugar Pine " 
1x8” gee ee 
SELEcTs, S2 or 4S—& wdr. wdr. wadr. 
B&better Rh......$66.34 $63.00 $65.00 
C Select RL...... 62.50 58.00 52.50 
D Select RL......- 48.25 48.50 46.50 
>, S2S— No. 1 No. 2 No. 3 
SH _— Sukueunpaien $37.60 $26.48 $21.25 
Ore ccacenvakeneeves 36.96 24.85 20.06 
ae rs 49.10 28.40 21.75 
Larch—Douglas Fir 
No. 1 dimension, 2X4” .....cceseeceeves $19.40 
No. 1 dimension, 2x6&8” .........+-+05- 18.74 
Boards, No. 3, S2 or 4S, 1x8”.........-- 18.57 
Flooring, vert. gr. C&better, 4” RL..... 30.96 





WESTERN SITKA SPRUCE 


[Special telegram to AmMertcan LuMBERMAN] 


Portland, Ore., April 9.—The following are 
prices for mixed carlots prevailing today: 


Finish— Factory stock— 
USZLS .cccoces $55.00 a Pee $24.00 
ERO” wo ccceeee 36.00 Sear 25.00 
1x5—11” .... | ere 28.00 

coves $42.50@ 44.50 | Ss 
33.00 

Bevel siding— 4378 Face 2200 
MEE .cccess 23.00 ee See ss 7 
%x6”" Flat. gr. 24.00 BE: a'enann vee 4.00 
%x6” Vert. gr. 27.00 Green box ..... 15.00 


OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.o.b. logical points of 
origin—Memphis and Johnson City, Tenn., 
and Alexandria, La.: 


33x21” 33x1%%"” %x2” 3x1” 


Clr. qtd. wht... $95.00 $76.00 $63.00 $50.00 

Clr. qtd. red. 78.00 68.00 54.00 50.00 

Sel. qtd. wht 67.00 58.00 46.00 44.00 

Sel. qtd. red.. 60.00 53.00 45.00 44.00 

Clr. pin. wht. 65.00 56.00 51.00 44.00 

Clr. pln. red. 61.00 54.00 47.00 44.00 

Sel. pln. wht 56.00 45.00 43.00 37.00 

Sel. pln. red. 54.00 46.00 42.00 39.00 

No. 1 com. wht. 45.00 39.00 35.00 33.00 

No. 1 com. red.. 45.00 40.00 35.00 34.00 

Bee @ OOM i cece 26.00 24.00 18.00 18.00 
%x2” %x1%” x2” 

Clr. qtd. wht...$72.00 $70.00 $83.00 

Clr. qtd. red.. 67.00 65.00 74.00 

Sel. qtd. wht. 58.00 56.00 60.00 

Sel. qtd. red. 58.00 56.00 59.00 

Cir. pln. wht... 58.00 55.00 63.00 

Clr. pln. red.... 56.00 55.00 58.00 

Sel. pln. wht... 54.00 52.00 53.00 

Sel. pln. red.... 53.00 51.00 46.00 

No. 1 com. wht. 45.00 40.00 42.00 

No. 1 com. red.. 45.00 40.00 40.00 

De. @ BR eenes 3.00 22.00 18.00 


New York delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
32-inch stock, $8.50; for %-inch, $4; for %- 
and f,-inch, $5. 


Chicago delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Memphis origin: For 
t#-inch stock, $6; for %-inch, $3; for %- 
and #;-inch, $3.50. 


MAPLE FLOORING 


Michigan and Wisconsin flooring mills re- 
port the following prices realized  f.o.b. 
y poet mill basis, during the week ended 

pril 6: 








First Second Third 
oy ee $67.41 $57.03 $45.08 
Everysopy’s playing table tennis. That’ 


one reason for providing a recreation room i 
the basement. Fixing up such rooms meaiis 
an outlet for wallboard, plywood and_ other 
items. 
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A THRIFTY 
GUEST DECLARES 
HIMSELF 


Mr. H. H. Eager is a pharmaceu- 
tical salesman. Many times he has 
been our guest at the McAlpin. He 
frankly complimented the McAlpin 
by writing: 














*« .. and the McAlpin is one hotel where I 


get everything I pay for ... plus a lot of serv- 
ice I don’t pay for ... yet regardless of what 
I could afford to spend, my respect for value 
would direct me to the McAlpin.” 


*From the private files of the McAlpin 


That’s the way all thrifty visitors to New York feel 
about the McAlpin. Large, luxurious rooms, excep- 
tionally convenient location, 100% service, fine food 
. and all at a cost which has made the McAlpin 
famous for hotel value. 
JOHN J. WOELFLE, Manager. 


from 


from from _ 
SINGLE DOUBLE TWIN-BEDDED 
FREE: An interesting folder fully describing ALL 


the features of Hotel McAlpin. 


HOTEL M:c‘ALPIN 


“The Centre of Convenience" 


BROADWAY at 34th ST., NEW YORK CITY 


Please write for it. 
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LUMBERMAN 


@ One of the best sales helps ever offered to paint 
dealers is the new Lowe Brothers Pictorial Color 
Chart. It eliminates all guessing about color 
schemes for exteriors and interiors. In this chart 


are full color illustrations of many types of houses 
and every kind of room—all painted with actual 
paint. 

We're using a liberal amount of space in leading 
national magazines and national farm publications 
to tell all prospective paint buyers about this serv- 
ice available through all dealers in Lowe Brothers 
products. These publications reach practically 
every good home in your territory. 

Then in addition to the Pictorial Color Chart 
we provide many more tried and proved “dealer 
helps.” New window trims, new window stream- 
ers. Effective booklets and folders which we mail 
direct to your prospects. And we supply you with 
newspaper advertisements all ready to run. 

It will pay you to get full details about the 
Lowe Brothers proposition. The Lowe Brothers 
Company, Dayton, Ohio. 


Lue P Brothers 


PAINTS ¢ VARNISHES 


Quality Unsurpassed Since 1869 
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CHICAGO MOVEMENT 


Chicago receipts and shipments of lumber 
and shingles, in thousands, were reported by 
L. C. West, statistician, of the Board of 
Trade, for the four weeks, March 4 to 30, 
inclusive, and for the year to date, Jan. 1 
to March 30, 1935, with comparative figures 
for the corresponding periods of 1934: — 

Receipts 























Ship- Above 

4 ber— Receipts ments Shipments 
eto 11935 93,322 «27,932 65,390 
Mar. 30 {1934 62,966 20,435 42,531 
Inc. or Dec.... +30,356 +7,497 §+22,859 
Jan. 1 to} 1935 262,203 80,735 181,468 
Mar. 30 f 1934 185,040 60,477 124,563 
Ine. or Dec.... +77,163 +20,258 §+56,905 
Shingles— as 
Mar. 4 to? 1935 15,609 16,737 *1,128 
Mar. 30 {1934 10,298 12,412 *2,114 
Inc. or Dec.... +5,311 + 4,325 §+ 986 
Jan. 1 to) 1925 32,460 31,283 1,177 
Mar. 30 {1934 21,184 24,180 *2,996 
Inc, or Dec.... +11,276 +7,103 $44,173 

§Last figure in each group gives difference 


between 1935 and 1934 net receipts. 
*Shipments exceeded receipts. 


Will Operate Two Alabama 
Band Mills 


Montcomery, Ata., April 8—As was briefly 
mentioned in the March 30 issue of AMERICAN 
LUMBERMAN, J. W. Wells, formerly Alabama 
manager of the Gooch interests, has bought 
from the C. M. Gooch Lumber Co. its mill at 
Dothan, Ala., and in addition also has pur- 
chased the Gooch mill at Montgomery, and will 
operate both of these under the name of the 
|. W. Wells Lumber Co. Mr. Wells advises 
that the new company already has assumed pos- 
session of the Dothan plant and is operating 
there, but will not take possession of the Mont- 
gomery plant until some timber deals are fin- 
ished. Both of these mills are 6-foot bands of 
the most approved and modern design, and are 
equipped to produce the best in southern hard- 
woods. 

Mr. Wells has many friends in the hardwood 





industry, all of whom wish him well in his 
new undertaking and feel sure of his success 
because of his experience and his alreadv 
demonstrated ability. He began his lumber 


career in the office of Nickey Bros. (Inc.), 
later being transferred to the logging depart- 
ment. He was with this concern until 1923, 
when he went with the C. M. Gooch Lumber 
Co. as log and timber buyer for that company’s 
Memphis and Mississippi mills. In 1929 he 
was sent to Alabama. where he built the mill 
he has now purchased. Later the Gooch com- 
pany built a mill at Selma and purchased the 
old Spann mill at Dothan, and all of these 
plants were managed by Mr. Wells. 

The office and sales department will be main- 
tained at Montgomery, Ala. The new company 
is retaining, from the Gooch organization, J. P. 
Jamieson, who will be office manager; William 
Gooch, log and timber buyer; and H. C. Phil- 
lips, local manager at Dothan. Mr. Wells has 
launched his new company under the most fa- 
vorable auspices and with the best wishes of 
his host of friends in the trade. 


Will Re-open Veneer Mill 


PRAIRIE DU CHIEN, Wisc., April 8.—The 
veneer mill, here, of the Phoenix Products Co. 
of Milwaukee, closed for four years, has been 
purchased by Joseph Doll, Wauzeka, who owns 
and operates box factories at that point and at 
Richland Center. 

The local mill was built in 1920 by the 
Phoenix Products Co. and specialized in gar- 
ment hangers, until the supply of birch and 
maple from the Mississippi bottomlands became 
too small for it to operate at a profit. 

Mr. Doll will start with a force of ten or 
twelve men, expecting to increase his output. 
He plans to turn out commercial veneers. He 
expects to bring in—by train and truck—bass- 
wood, poplar, and other softwoods, along with 
some birch and maple, getting his logs from 
bottomlands of the Mississippi and Wisconsin 
rivers. He has extensive holdings of such tim- 
ber near Wauzeka. 
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JAMES H. O’MELIA, JR., 49, head of the 


J. H. O’Melia Lumber Co., Rhinelander, Wis., 


was fatally injured March 30 near Shawano 
when his car overturned; it was believed 
that a blowout or other tire trouble was the 


cause of the accident. A hitchhiker he had 
picked up also was badly injured. Mr. 
O'’Melia’s father was an early Wisconsin 
lumberman, and after his graduation from 


the University of Wisconsin business school 
the son, too, entered the lumber business in 
Rhinelander, in the employ of the Brown 
Bros. Lumber Co. In 1907 he went to Minne- 
apolis as city salesman for the S. H. Davis 
Lumber Co., but about a year later returned 
to Rhinelander and purchased an interest in 
the Conro Lumber Co. In 1914 he purchased 
Charles Conro’s interest and established the 
J. H. O’Melia Lumber Co. He is survived by 
his widow, three sons and one daughter, his 
brother and two sisters. One of his sons, 
Thomas, a Notre Dame graduate, is asso- 
ciated with the lumber company, and an- 
other, Robert, is president of the freshman 
class in the Marquette University school of 
business administration. 


MRS. KATE HUNTINGTON TAYLOR, 85, 
widow of James Monroe Taylor, third presi- 
cent of Vassar College, died suddenly March 
27 at the Hotel Shelton in New York City, 
where she had been living for several years. 
The funeral service for Mrs. Taylor, who 
from 1886 to 1914 served as first lady of the 
college, conducted by Rev. Henry E. Cobb, 
was held at Vassar and was attended by the 
entire student body, faculty members, and 
many friends. Mrs. Taylor was born in 
Rochester, N. Y., in 1850. Her father was 
active in the foundation of the University 
of Rochester and later served as a trustee. 
Two sons, Huntington Taylor, general man- 
ager of the Crater Lake Lumber Co., Sprague 
River, Ore., and Morgan Taylor of New York, 
and a daughter, Miss Mary Taylor, also of 
New York, survive. Huntington Taylor is 
one of the best known lumbermen on the 
West Coast and has a host of friends 
throughout the industry, all of whom sympa- 
thize with him in the passing of his mother. 


- VIRGIL L. HALL, 54, lumber and furniture 
manufacturer of Milton, W. Va., and a for- 
mer mayor of that city, was killed March 22 
on a mountain road near Hurricane when he 


attempted to pass a truck on a curve and 
collided with a speeding bus full of pas- 
sengers; he put on the brakes to stop, but 
skidded sidewise of the road and the bus 


knocked his car over an embankment; other 
persons narrowly missed serious injuries. 
For many years he and his father operated 
a furniture manufacturing business, but 
when the father retired the son went instead 
into the lumber business, and more recently 
had been associated with his son Herman 
in the Happy Hall Lumber Co. at Milton and 
the Putnam Lumber Co. at Hurricane. He 
also took a prominent part in fraternal 
activities. Surviving are his widow, son and 
grandchild, and his father and a sister. 


ALVIN ROBERTSON, 73, president Robert- 
son Lumber Co., Minneapolis, died at his 
home April 7 after seven months’ illness. 
A native of Iowa, he established his lumber 
company at Grand Forks, N. D., in 1881, but 
moved its headquarters to Minneapolis in 
1907, where he had since resided. He also 
was a director of the Prince Albert Lumber 
Co., Le Pas Lumber Co., and the Strutwear 
Knitting Co., of Minneapolis, a founder and 
director of the First National Bank of St. 
Croix Falls, Wis., and one of the original 
directors of the Northern State Bank of 
Grand Forks. Surviving are his widow, two 
sons, three daughters, ten grandchildren, one 
great-grandchild, two brothers and three 


sisters. 


EUGENE R. SCHWARTZ, 31, of Naperville, 
Ill. died at Henrotin Hospital in Chicago,, 
April 10. Mr. Schwartz was superintendent 
of registration for the State department of 
registration and education, but was a former 
retail lumber dealer and well known through- 
out the industry. He was a son of the late 
Charles Schwartz, head of the C. L. Schwartz 
Lumber Co., of Naperville, who was one of 
the most popular and well liked lumbermen 
in the State. Eugene Schwartz for some time 
was connected with the lumber business, 
until he left it to take the political office to 
which he was appointed by Governor Horner. 
His widow and a daughter survive. 


FRED O. PLYMALE, 56, head of the Ply- 
male-Wagner Lumber Co., Gallipolis, Ohio, 
died suddenly in his sleep early March 29, of 
a heart attack. He had seemed in good 
health and spirits the day before, had been 
at his office as usual, and had called on 








neighbors in the evening. He was one of 
the most prominent and popular business 
men in the community, in the upbuilding of 
which he had had an important part since 
he and the late A. H. Wagner organized the 
lumber company. Since 1928 his partner hag 
been G. A. Lear. Mr. Plymale is survived by 
his widow and one son, and by his mother 
and one brother. 


WILLIAM D. SMITH, 44, who had been in 
the commission lumber business in Chicago 
for fourteen years, died March 28 at a loca] 
hospilal of an hemorrhage which culminated 
several years’ stomach ailment. His widow 
and two daughters survive at the home ip 
Elmhurst. Mr. Smith entered the lumber 
business about thirty years ago, and for a 
number of years was buyer for the Erie 
Railroad. In Chicago he was handling the 
products of the Tremont Lumber Co., the 
Cain-Hurley Lumber Co. and the American 
Creosote Works. His father and grandfather 
before him had been lumbermen. 





THOMAS A. COMBS, 67, president Combs 
Lumber Co., Lexington, Ky., died unex- 
pectedly at his home April 7 after a brief 
illness. He was one of Lexington’s most 
prominent citizens—a former mayor and 
State senator, first and only chairman Ken- 
tucky State Racing Commission, president 
Lexington Telephone Co., Jessamine Tele- 
phone Co., Swiss Oil Co. (which he organ- 
ized), and the Marion Coal Co., and chairman 
board of directors Ashland Refining Co., Ash- 
land Oil & Transportation Co., and Tri-State 
Refining Co. His widow and one daughter 


survive. 

JAMES C, GOODING, 59, president Ohio 
Building Co., Wellston, Ohio, shot and killed 
himself March 29 in his lumber yard, an act 


believed due to several months’ despondency. 


After his schooling and a few years in a 
local bank he joined the lumber business 
conducted by his father, the late Joseph 


Gooding, and he became president and man- 
ager several years ago. A student of archi- 
tecture, several Wellston homes and business 


places were designed by him. His widow, 
two sons, two brothers and three sisters 
survive. 


JOHN EWING BLAINE, 


_ BI ] treasurer Globe- 
Wernicke Co., Cincinnati, 


died at his home 
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March 27 of a heart attack, in his sleep placing 1 
He had been with the office equipment manv- - ee 

facturing company for nearly forty years, § 7 
and made rapid progress from one impor- § “on of 1 
tant executive position to another, finally of the Cc 
succeeding his father as treasurer, upon the for saw 
latter’s death nearly twenty years ago. He §& vanced $ 
was widely Known in the trade for his fair- Wester 


ness, courtesy and loyalty to friends. Sur- 
viving are his widow, three sons and a sister 


LOU FRANK, 51, head of the Southern 
Lumber & Manufacturing Co., Nashville 
Tenn., died at a local hospital March 22 after 
three weeks’ illness. His father was a promi- 
nent Nashville clothier but the son went int 
the lumber business after his schooling, and 
had been associated with the Southern com- 
pany for thirty years. Surviving are his 
widow, two sons, one daughter, his mother 
and two brothers. 


CARLOS R. TREVITT, 43, secretary North 
Columbus Lumber Co., Columbus, Ohio, ended 
his life March 27 by jumping into the Sciot 


River after having slashed his throat sev- 
eral times. tecent deaths of near rela- 
tives was the cause of his act. His body 


was recovered an hour after by the police 
He leaves his widow and 75-year-old mother 
who is at the point of death. 





JESS POPEJOY, 51, South Bend, Wash 
logging and sawmill operator, died at his 
country home March 30 following an illnes 
of several weeks. He had been a residen' 
of Pacific County for twenty years. 
tion to his logging operations, he was pres! 
dent of the Willapa Harbor Shingle Mill. Hé 
is survived by his widow, his mother and tw 
daughters. 


FRANK J. GUSE, JR., 53, head of the Gust 
Lumber Co., Manitowoc, Wis., ended his life 
March 30, in the basement of his home. 
had been under a physician’s care for sever 


weeks because of a nervous disorder appar 


ently brought about by business worries 
His widow, a daughter and two sons survive 





D. C. BUCKSTAFTF, treasurer of the Beet 


staff Co., Oshkosh, Wis., died early 
month at a hospital in San Antonio, Tex., ‘ 
a heart attack he had suffered last Januar) 
while en route to California. 
pioneer in the lumber industry at Oshkosb 
and was buried there April 9. 
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WILLIAM HEALEY, 76, for many years 
associated with the Healy & Healey Lumber 
a. Allegan, Mich., died at his home there 
April 3. Surviving are four children, a 
prother, two sisters and nine grandchildren. 
The lumber company is operated by his son 
and his son-in-law. 
HUGH A. CLEM, 61, veteran Texas lumber- 
man, died March 26 at his home in Dallas. 
He is survived by his widow, a son and a 
daughter, and by his mother, five brothers 
anc three sisters, and two grand-children. 
One of his brothers is J. R. Clem, president 
Clem Lumber Co. 


JARED HILL POWELL, 44, manager of the 
Cicero Smith Lumber Co.’s yard at Lubbock, 
Tex., died at a local hospital April 1, of pneu- 
monia. He had been ill a week. Survivors 
include his widow and two children, his 
mother, four brothers and two sisters. 


STEPHEN M. MURPHY, 63, for the past 
fifteen years associated with the U. S. Forest 
Products Laboratory at Madison, Wis., died 
at a Dodgeville hospital April 3. He had 
peen ill for about one year. Unmarried, he 
is survived by two sisters. 


GREGORY M. LUCE, son of Ransom Luce, 
pioneer of Grand Rapids, Mich., and founder 
of the Luce Furniture Co., died recently at 
his home in Lucedale, Ala., where he was 
engaged in the lumber business with his son, 
Jex H. Luce. 


HENRY A. SAMPSON, 93, pioneer Wiscon- 
sin lumberman and the first white child born 
in Wood county, died at a Wisconsin Rapids, 
Wis., hospital as the result of injuries suf- 
fered in a fall from the porch of his home in 
March. 


MRS. MINNIE M. STURGIS, 
Sturgis of the Sturgis 
phia, Ark., died 
husband, three 
vive. 


wife of W. P. 
Lumber Co., Arkadel- 
April 5 at her home. Her 
sons and one daughter sur- 
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| How to Figure Costs for Advertising 
In Classified Department 


SD -ssxencasssces neers ..++.-30 cents a line 


' Two consecutive issues.......... 55 cents a line : 








NEWS LETTERS 








Three consecutive issues..........75 cents a line 
Four consecutive issues..........90 cents a line 


Thirteen consecutive issues.......... $2.70 a line 





Twenty-six consecutive issues....... $5.40 a line 


Seven words of ordinary length make 
one line. 

Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 
equal to fourteen lines. 


Heading 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 





(Continued from Page 78) 


Portland, Ore. 


Douglas Fir.—Rail business has been re- 
tarded by unseasonable weather. The rail- 
roads are doing some buying, but for imme- 
diate requirements only. Export demand is 
light, with Japan apparently out of the 
market, and China not much interested. South 
America is doing some buying. Europe is not 
placing much business. Cold weather, with 
snow in the foothills, has delayed resump- 
tion of logging eperations in some sections 
of the Columbia River district. The demand 
for saw logs is good. Spruce logs have ad- 
vanced $1@2. 





Western Pines.—Prices are very firm. There 
is a scarcity of Nos. 3 and 4 common. Cold 
has prevented a number of mills from re- 
Pine manufacturers are 


Sitka Spruce.—The market continues active. 


» Higher prices are obtained for factory stock. 


) being 


Foreign demand is net quite as active as it 
was a few weeks ago, but good orders are 
booked right along. Refrigerator 


p stock has been going forward in large quan- 
plities ever since last fall. 














































mills have 


s''y probably is the best in years. 
phave been cleaning up these surplus stocks. 

In addi- 
was presi § 


Spokane, Wash. 


“Empire Pines.—Spokane lumber 
the smallest stocks in years, it 
was reported this week, with the inventories 
So reduced that, in the event of generally 
mereased activity in construction lines here 


Inland 





jor throughout the country, a firming of prices 


would not be surprising. 


. Stocks have been 
80 balanced that the 


position of the indus- 
The mills 





Louisville, Ky. 


Southern Hardwoods—Demand has. been 
better, while production has been greatly re- 
fuced by floods. Mills at many points have 
‘losed down, Lumber prices are still low, 
pocaune of offerings of cheap stuff. Cotton- 
00d is moving better to beer box makers; 
and both beer and whiskey cooperage mate- 
rial is in go00d demand. Automotive plants 
re taking good quantities and there is some 
Urniture demand. Stocks of consumers are 
ght, for orders specify immediate shipment. 
here has been scattered demand for quar- 


er > P 

mg cottonwood, plain and quartered sap 
mo red and mixed oak, and magnolia, 
yPress, willow and other items. 




















Too Late To Classify 


OPPORTUNITY FOR WATER SHIPPERS 


Would like to hear from western mill with water 
shipment interested in increasing sales several 
million to point on Great Lakes within fifty mile 
radius of two million people. We have dock, two 
yards and responsible. 

Address “K, 87,’ care American Lumberman. 


WANTED | 


Salesmen 


EXPERIENCED COMMISSION SALESMAN 


Southwestern Michigan wants good West Coast Fir 
& Hemlock mill connection. 
Address “K. 74’ care American Lumberman. 


WTD. SALESMAN FOR CHICAGO WHOLESALER 


To sell car load and LCL to industrial trade. State 
age, and experience. Salary and profit sharing basis. 
Address “‘K, 77’ care American Lumberman. 


WANTED 


aggressive lumber salesman 
Address 110 North 54 Street, 























Young experienced 
from the middle west. 
Omaha, Nebr. 





CLASSIFIED ADS PRODUCE RESULTS 


That's why people who want something 
or have anything to sell use the clear- 
ing house section. Advertise in the 
CLASSIFIED ADVERTISING depart- 
ment to get it or sell it. Read the 
Classified advertisements. Advertise 
in a paper that reaches the people 
who -would be interested in what you 
want to sell. When you want to sell 
anything used in the lumber world 
and allied industries, advertise in the 


AMERICAN LUMBERMAN, 


431 S. Dearborn St., Chicago, IIl. 





LARGE SHORT LEAF Y. P. MANUFACTURER 


Desires connection with established commission 
salesman in Northern Indiana. Also for the State 
of Iowa. 

Address 


“K, 82,” care American Lumberman. 





WANTED: EXPERIENCED SALESMAN 
Acquainted with trade to travel Southeastern Iowa 
calling on lumber dealers for sash and door com- 
pany making general line of millwork. Give age, 
experience and salary expected. 

Address “K, 36,’’ care American Lumberman. 

















WANTED 


Employees 














WANTED—ASSISTANT SALES MANAGER 


By hardwood flooring manufacturer. Experience in 
lumber business necessary. State age and experi- 


ence. 
Address “K, 69’ care American Lumberman. 





WANTED OFFICE MANAGER FOR RETAIL 
Lumber and fuel business in rapidly growing Cali- 
fornia city. Investment up to $19,000 preferred. 

Address “K, 70’ care American Lumberman. 





WANTED YOUNG MAN TO MANAGE 


Retail lumber yard in small town in Michigan. 
Opportunity to invest, if desired. State age, ex- 
perience, references. 


Address “K. 84,” care American Lumberman. 


EXECUTIVES—IF YOU CAN QUALIFY FOR 


Positions earning $3,600 or more, our personal and 
confidential service quickly locates suitable open- 
ings. NATIONAL EXECUTIVES ASS’N., 123 
Simons Bldg., Nashville, Tenn. 








Employment 





POSITION WANTED—BY LUMBERMAN 


Twenty-five years experience with outstanding yel- 
low pine lumber manufacturers. Thoroughly under- 
stands steam and smoke kiln drying, manufactur- 
ing, grading, tallying and shipping long and short 
leaf yellow pine lumber, mouldings and timbers. 
Mixed cars a specialty. Understand handling saw- 
mill labor, and claim adjustments. Will consider 
anything anywhere. Reasonable wages. Can furn- 
ish A-1 references. 
Address ‘‘K, 72’? care American Lumberman. 





THOROUGHLY COMPETENT LUMBERMAN 


Holding executive position with prominent retail 
and wholesale lumber firm in the South’s leading 
city, desires change. This man is 35 years of age, 
married with family, has unusual ability and 
proven record as producer netting large profits—Is 
honest with usual lumberman’s character. 

Address “K. 73” care American Lumberman. 





LUMBER SALESMAN IN NEW JERSEY 
Calling regularly on 250 dealers, wishes to represent 
manufacturer or wholesale distributor of building 
specialties and flooring. Small drawing account and 
commission. _— 

ae 


Address “K, care American Lumberman. 





ESTIMATOR AND SALESMAN 


Position Wanted: Thoroughly experienced taking off 
odd or stock millwork, lumber and all building ma- 
terials from plans, detailing, billing, drawing house 
plans, selling, experienced on remodeling work. My 
practical knowledge and ability should prove valu- 
able to a progressive company who is in need of 
an estimator, salesman or assistant manager. 
Address “K. 80’? care American Lumberman. 





POSITION WTD. AS SAWMILL FOREMAN 


Experience 10 years as sawmill foreman and ' 
years as sawmill, planing and yard supt. Age 37, 
married, A-1 references. 

Address “K. 81,’’ care American Lumberman. 


LUMBERMAN OF EXPERIENCE & ABILITY 


Wants to make change. Present Supt. Mfg. 150 
M long leaf yellow pine mill. 46 years old, mar- 
ried, sober. Good reason for wanting to change. 
Present position past ten years. Would like posi- 
tion from pond to car. Gen. Shipping Supt. 
Would consider position buyer or salesman. 
Address “K. 52,” care American Lumberman. 








20 YRS. SUCCESSFUL RETAIL EXPERIENCE 


Last ten as manager city yard large volume, Salary 
open & second consideration to future. 
Address “K. 66’ care American Lumberman. 


POSITION BY YOUNG MAN AS BOOKKEEPER 


With experience drafting, estimating & selling, 
age 27, married. At present employed. 


Address ‘‘K. 71” care American Lumberman. 








NOW EMPLOYED YARD MANAGER 


With excellent record desires connection in Iowa, 
Illinois or surrounding states. College education 
with 6% years retail lumber experience, over 3 
years manager. Married, 31 years of age, good per- 
sonality, practical working knowledge of selling, 
bookkeeping, estimating, and keeping accounts 
under control. 


Address “‘K. 67” care of American Lumberman, 
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YELLOW PINE SALES MANAGER 
Wants position with large mill or wholesaler with 


Competent; reliable; knows business 
Record will stand closest in- 


mill output. 
from every angle. 
vestigation. 

Address care American Lumberman. 


“J. 91,” 





YOUNG MAN, 33 YEARS OF AGE 
Experienced in selling Loblolly, Shortleaf 
Longleaf Yellow Pine desires position. 

Address “‘K. 31," care American Lumberman. 


and 





LUMBER—PLANING MILLWORK SUP’T 
Estimator; 11 years full charge high-class detail 


planing millwork plant. Layout—detail—machine 
man. Age 36. Might make small investment. 
Address “K. 42," care American Lumberman. 


——_ 





LOOK AROUND AND SEE 


If you have some second-hand machinery, 
equipment or anything used in the lumber world. 
Want to sell it? Advertise in the classified sec- 
tion of the AMERICAN LUMBERMAN, 431 S. 
Dearborn St., Chicago, Ill. 


logging 








POSITION WANTED 


20 years experience as retail manager and sales 
representative. Executive ability, good education, 
fine references, age 42. 

Address “K. 64,” care American Lumberman. 





WTD. POSITION—MANAGER LUMBER YARD 


Capable handling any position in the retail business, 
Address “‘K, 65,” care American Lumberman. 





HARDWOOD DOOR MFG. ATTENTION 





Years of experience in selling to architects and 
trade. Want to represent high grade door mfg. 
company in Chicago and vicinity. 

Address “K. 63,” care American Lumbermen. 

WHO WANTS A MANAGER? 

Married, age 39, Protestant and in excellent health. 
15 vears manager retail lumber builders’ supplies, 
paint, coal and hardware. Good buyer, first class 
collector Zest references. 

Address “K. 85,"" care Amercan Lumberman. 





SUCCESSFUL RET. MGR., 20 YRS. EXPERIENCE 


Active, dependable, good record, good collector 
estimator (complete jobs)—Available now—Centrai 
States preferred—Nominal salary. 

Address “K. 68" care American Lumberman. 





ATTENTION—LUMBERMEN— 
20 years experience in every part of the retail lum- 
ber business—yard sup’t—manager—office manager 
~——accountant—sales—estimator (complete take off 


plans) Al references—Available now—country and 
city experience—nominal salary—prefer central 
states. FRED THOMAS, 5318 Crystal St., Chicago, 


Ill. 


Timber and Timber Lands 





TIMBER 


If you are interested in western timber, located in 
Washington, Oregon, Idaho or California, either as 
the owner of a large or small tract, and would like 
to have a report from a practical lumber manufac- 
turer of the possibilities of your holdings, you can 
secure such a report at a very moderate cost. 
Write, giving location and particulars, with num- 
ber of acres. I have just turned a dead investment 
in timber into a paying one, and the ownérs are 


greatly pleased. 


Address “J. 34," care American Lumberman. 





Lumber and Dimension 


WTD. 4/4 BUNG POPLAR, ROUGH AIR DRIED 


Address—BLACK AND BEBOW, Port Clinton, 
Ohio. 








FOR SALE 
Retail Lumber Yards 


FOR SALE 


15 Lumber Yards, one at a time or in whole, lo- 
cated in Missouri River Valley, heart of rich farm- 
ing section of America. Choice of locations in towns 
and cities from 200 to 100,000 population. You can 
find what you are looking for. Lumber yards with 
all the side lines you could ask for such as lumber, 
building materials, coal, paint, hardware, filling 
stations, or stores without yards. A choice of loca- 
tions while they last. 
Address “K. 79" care American Lumberman. 


FOR SALE SMALL RETAIL LUMBER YARD 


In Michigan town 4,000 population. 
Address “K. 83,’ care American Lumberman. 


FOR SALE—RETAIL LUMBER & COAL YARD 


In Central Illinois town of thirty thousand. 
Address “‘K. 75” care American Lumberman. 























Used Machinery 


CASH FOR OLD LOG BAND SAWS AND GANGS 


per ton, less the freight. 
HOE WORKS, Meridian, Miss. 





$40 
MINER 





WANTED STAVE PLANER—NINE OR TEN INCH 





Double surface, good make, good condition, Oram 
preferred, 
PRIEWE LBR, CO., Monroe, Wis. 

WANTED: TWO-SAW EQUALIZER 
Capacity 6” to 18”, automatic chain feed, capable 
of accurate work. 

Address “K. 35," care American Lumbermaa. 





BUYERS AND SELLERS 
AT YOUR SERVICE 


The Want and For Sale department will help you 
to get what you want, 

Have you something to sell? Tell us what you 
want to sell or send your advertisement. We will 
carry the message to the people who are buyers. 
Everybody wants something or would like to sell. 


Send your advertisement to the AMiRICAN 
LUMBERMAN, 431 So. Dearborn St., Chicago, III. 


io 
FOR SALE—2 GOOD COUNTRY LUMBER YARDS 


Population one thousand and two thousand. Cen- 
tral Illinois. 
Address ‘‘H. 100,"" care American Lumberman. 





FOR SALE—RETAIL LUMBER YARD 
And up to date Mill Work plant located on Mis- 
sissippi River in city of 15,000 population. Good 
country and nearby towns surrounding. No similar 
plant within 100 miles. For further particulars 


address 
H. ALEXANDER, Belzoni, Miss. 
FOR SALE 


Old established lumber yard in eastern Nebraska; 
lot of business in sight, want to retire. 
Address “K. 60,"" care American Lumberman. 


OLD ESTABLISHED FIRM DESIRES TO SELL 
One half interest in retail lumber yard and planing 
mill located in N. E. Indiana, Population 30,000. 

Address “K. 51,” care American Lumberman., 


FOR SALE: A GOOD CITY LUMBER YARD 


In city of six thousand. Central Ind. Surrounded 
by the best farming community in Ind. 
on account of health. 

Address “‘K. 49,’’ care American Lumberman. 











Selling 





HAVE YOU SOMETHING TO SELL 


Advertise in the Wanted and For Sale de- 
partment when vou want to sell something 
in the lumber industry. AMERICAN LUM- 
BERMAN, 431 So. Dearborn St., Chicago, III. 








Business Opportunities 


RECEIVER’S SALE 
TENNESSEE LUMBER & COAL COMPANY 


Property will be sold April 30, 1935. 
Approximately 30,000 acres land in Scott, Fent. 
ress, Morgan & Pickett Counties, Tennessee, 
Modern, well equipped wood parts factory 
Ten Sturtevant dry kilns; ample floor space and 
storage facilities. Complete planing mill with 
moulder, etc. Also, complete electrically driven 
band mill. Excellent lumber yard, and inventory 
of hardwood lumber. 
I will gladly furnish all interested parties with 
more complete information. 
MURAT H. DAVIDSON, RECEIVER 
ONEIDA, TENNESSEE 





FOR SALE 


Planing Mill and concentration yard on I. C, Rajl- 
road; well assorted stock of lumber, approximately 
two million feet timber. Other timber available, 

Address “‘K. 59,’’ care American Lumberman, 





FOR SALE 


One complete circular sawmill, cheap. North Cen. 
tral Wisconsin. 
76” 


Address “‘K. care American Lumberman, 





Lumber and Dimension 


LUMBER, OAK SQUARES, R. R. TIES 


And rough timber specialties. Good sawmill and 
stave mill for sale. Send us your inquiries. 
Ss. T. BRANHAM, Royalton, Ky. 


Timber and Timber Lands 


FOR SALE 


3,750 acres well blocked pine timber land average 
4,000 ft. per acre (15,000,000 ft.) located about 
eighteen miles from Shreveport. Railroad through 
center, also concrete highway. Very desirable mill 
location. More timber available. If interested 
address LODWICK LUMBER COMPANY, Shreve- 
port, Louisiana. 




















HIGH GRADE HARDWOOD TIMBER FOR SALE 


A tract of high grade hardwood timber, located 
in Northern Michigan, containing 4,000,000 feet— 
maple, birch, oak, basswood—is offered for sale 
at a very reasonable price. 

Address Drawer 817, Houghton, Michigan. 





TIMBER TRACT FOR SALE 


416 acres virgin timber. Hard and soft wood. 
EDWARD PESCHANG, Route 3, Hanover, Ill. 













HARDWOOD TIMBER 
Have for sale several tracts West Virginia Hard- 
wood, one to four million feet near transportation. 
CARLETON C. PIERCE, Kingwood, West Va. 





Trucks and Tractors 


TRACTORS FOR SALE 


Caterpillar Holts, crawler type, size 5 ton or No. % 

adaptable to the lumber business, slight usage 

ready to drive, price $350 each. Also one 10 to 

No. 65, like new, $750; location Fort Bragg, N. © 
Oo. C. EVANS, Mt. Sterling, Ky. 





—_— 





Engines and Boilers 


FOR SALE 


3 Wickes Vertical Water Tube Boilers 250 H.P. each 
100% overload, Hartford inspection furnished. |! 
750 H.P. Harriss Corliss Engine. 1 Clyde Rapil 
Log Loader No. 336, % Swing, used 22 months 
Also steam fittings, supplies and articles too nr 
merous to mention. SEND FOR LIST. 

JEROME HARDWOOD LUMBER CO., Jerome, Ari 


LOOK AROUND AND SEE 


If you have some second-hand machinery, loggitl 
equipment or anything used in the lumber worl 
Want to sell it? Advertise in the classified se 
tion of the AMERICAN LUMBERMAN, 431 $ 











Dearborn St., Chicago, III. 
































——— 
—_——— 


PUBLIS: 
WHOLE 

















